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The wanderings of Polly 


How could a mother help being a little dis- . 
appointed when Polly’s vacation developed into 
one long series of parties—always at the homes 
of her school friends? Last night she went to 
the Osgoods; the night before to the Clarks; to- 
night she is being whisked away to a dinner- 
dance at little Miss Baxter's. In vain had 
mother suggested luncheons and dinners at their 
own home. Polly had been evasive. At last, 
however, she admitted they just didn’t have the 
necessary things to entertain as the other girls 
did. Silverware, for instance! 




























Does your silverware 
make home a pleasanter place? 


Fo Sep nese finer to live in—a place to be enjoyed by the whole 
family and their friends? Or does a scant equipment of 
silver often limit the entertaining that you—and the children— 
would like to do? 

Possibly so! Sometimes, no doubt, you and they have talked 
about parties that you would like to give—but have not given 
them because the silverware was not sufficient. 

But you need let the lack of silverware stand in your way no 
longer! To provide all that you require is easier and less expensive 
than you suppose. In 1847 Rogers Bros. Silverplate, loved by the 
fastidious for nearly a century, you wild find every kind of piece 
you desire. There are ice cream forks, iced tea spoons, salad forks 
and serving pieces—all reasonably priced, all of exquisite beauty. 

Buy to-day the pieces you need most. On a later occasion 
add to them. Leading dealers always have the newer 1847 Rogers 
Bros. patterns in their stock. 


May we send you a copy of our booklet, 
“Etiquette, Entertaining and Good Sense,’’ with 
authoritative table settings made in the Good House- 
keeping Studio of Furnishings and Decorations? You 
will find it full of suggestions for successful entertain- 
ing. Write for it to-day. 


INTERNATIONAL SILVER CO., MERIDEN, CONN. 
















AMBASSADOR 
Meat Dish, Vegetable 
Dish, Gravy Boat and 
Plate, Chop Dish 
Candlesticks, Vase 
These useful and deco- 
trative pieces match 
knives, forks and 
spoons in the Am- 
bassador pattern. 


PAPERINALIOONAL SILVER. CO). 


A very large part of the success of 1847 Rogers Bros. advertising during 1923-1924 has been 
the real, genuine, human problems it depicts. The above advertisement in colors in the March 
8th Saturday Evening Post and other leading publications is a good example. 


ae 











in mT, I Oe 


ae eee 


‘ 
‘ 
| 
i 
} 








LE ee arr 


| 
| 











TI OER et 


i ee a a 








euen 
OL EE et el ee OE 


a eae man. msi toe, caggeaauen eat te eae: 


-.2 


February 28, 1924 















HARDWARE AGE 





YOU SELL 
HAMMERS! 


When the hammer is stamped 
V & B you are selling a guarantee 
of satisfactory performance as 
well! Drop forged from special 
analysis steel in positive dies—in- 
dividually tempered and tested— 
they are uniform in shape and per- 
formance. 


The non-slip claw (3) is specially 
designed to firmly grip any size 
nail from brad to spike, and the 
shape of the sweep provides for 
maxfmum leverage, with least ef- 
fort, when pulling. The extreme 
ends of the claw are ground as 
thin as practical for prying. 


The sides of all V & B nail ham- 
mers are carefully crowned to pre- 
vent denting wood in matching 
flooring and wainscoting, and the 
face (1) is crowned to prevent 
marring of woodwork when driv- 


ing. 


The binding eye (2), which is 
forged smaller at the center than 
at the ends, acts as a positive lock 


to hold the handle tight and.pecure. 


Only the best of second growtlt white 
hickory is used for handles.(4};:which 
are designed to give just the right hang 
and Balance to the hammer. .— 





They sell by the thousands every year. 
Stock them— it pays! 





AAUGHAN & BUSHNELL 
CTURING COMPANY 
MANUFACTURING COMPAN' 





Makers of Fine Toots 





2ii4 Carroll Ave.~ 


~ Chicago, Ill. U. S.A. 
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RELIANCE SCREW DRIVERS 








WH Au my 





No. 35 ASSORTMENT 








TO THE JOBBER 


Many Thousands of These 
Steel Display Stands on 
Dealers’ Counters’ Every- 
where. “Cash in” on This by 
Handling Reliance Screw 
Drivers Needed for Refills. 














ASK YOUR JOBBER 
FOR THE 
GENUINE 


ESPECIALLY FOR REFILLS ON 
RELIANCE DISPLAY STANDS 


These Drivers have won their ! 
great popularity through Real 
Merit and this good will is valu- 
able to you and to us. Accept 
no substitute. Give your cus- 
tomers the real thing. 


THE BRIDGEPORT HARDWARE MFG. CORP. 
BRIDGEPORT, CONN. 
U. S. A. 
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VWAIANAAANIAININIAINANS AN UA7TAKINS ALWAYS AWKEAD" 


“HERE'S WHY I RECOMMEND 
ATKINS Sri? SAWS 





STEEL 
TO MY FELLOW HARDWARE DEALERS” 


“FOOD FOR THOUGHT” 


By F. J. PEKOC, JR. 
Cleveland, Ohio 





E. C. Atkins & Co., Inc., 
Indianapolis, Indiana. 
Gentlemen: 


Most people want good goods, and this is especially true of an article like a saw, which is 
bought for service. If a carpenter walks out of a store with a cheap saw, it is usually not 
because he could not afford a good saw, but because he did not fully appreciate the differ- 
ence between a good saw and a cheap one. That is where the merchant’s part comes in. It 
is up to him to know the line and to be able. to convince the customer of the difference be- 
tween an Atkins Saw and an ordinary one. 


The particular good feature about an Atkins Saw that appeals to one customer may not 
be exactly the one that will appeal to the next customer, therefore we do not handle all cus- 
tomers alike; but the Atkins Silver Steel Saws excel in so many ways that we find little dif- 
ficulty in convincing almost any prospect. There is no saw which is better finished, better 
balanced, or more uniform, and if one of these points does not sell a customer, then the broad 
guarantee that goes with an Atkins Silver Steel Saw certainly will. Our experience has been 
“Once an Atkins user—always an Atkins booster.” 


Not only is the quality right and dependable, but never have we received in any line of 
merchandise, better backing or better co-operation than we get from E. C. Atkins & Co. 
This co-operation has enabled us to greatly increase our sales of saws, and this, together 
with the quality of product we have been selling, has built up a secure foundation on which 
we know we can build still larger sales in the future. | 


Very truly yours, 
F. J. PEKOC, JR. 


WIN $10.00 BY SENDING LETTER 


Every week some person is winning $10.00, and you can win a like amount by sending us a letter for 
this contest on the above named subject. Your letter does not need to be a long one, but one in which 
the facts are stated clearly. If we accept it for publication, you win $10. Our only requirements are 
that the letter be written on the stationery of the dealer with whom you are connected, and that this 


dealer handles Atkins Saws. 
Address all communications to Contest Editor, care E. C. Atkins & Company, Indianapolis, Ind. 


A FEW POINTERS ON ATKINS 
Perfection Grass Hook 


This is a practical tool. It is made for service, and should 
not be compared with the cheaply constructed grass hooks or 
sickles. The handle, being offset, saves the knuckles from com- 
ing in contact with the ground. This is a feature that will be 
highly appreciated by all users. Packed one-half dozen in a box. 














m8 


England -—shipping 
bales of rags from all over the 
world for making felt for Cer- 
tein-teed roofing and FloorteX 





New Zealandeweigh- 
ing kauri gum used in Certain-teed 
varnishes, paint, linoleum, Floor- 
teX and oilcloch. 





United States—Mining gypsum 
from one of the many Cortain-teed gypsum de- 
posits. Used for Certain-teed plaster, gypsum 


building blocks, plaster of Paris. 





CERTAIN-TEED PLANTS 
Each a complete manufacturing 
anit producing a group of 
allied products 


Philadelphia, Pa. 
St. Louis, Mo. 
Richmond, Calif. 
Niagara Falls, N.Y. 
East St. Louis, Il. 
Acme, N. Mex. 
Grand Rapids, Mich. 
York, Pa. 

Acme, Texas 
Marseilles, Ill. 
Gypsum, Oregon 


Laramie, Wyo. 
Acme, Okla. 

Cement, Okla. 
Irenton, N. J. 


| he 
Certaut 
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Arge Ntime—Natives weighing flax for 
the linseed oi! usedin Certain-teed linoleum, paints, 
varnishes, FloorteX and o:!cloth. 
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Portugal — pu. 
ing cork used in the 
manufacture of Cortein- 
teed linoleum and cork 
carpet. 








Beyond the rim of the horizon— 


OUR customers not only look to you for 
merchandise of definite quality at the low- 

est possible cost, but expect you to stand back 
of this quality, no matter where the goods come 
from, who made them or how they were made. 


Thousands of dealers, the country over, are 
building growing business on established public 
confidence, because they have taken advantage 
of the known high quality of products made 


under the Certain-teed Label. 


Each year tremendous national advertising 
campaigns go to millions of consumers, im- 
pressing them with the responsibility of the 


BUILD TO ENDURE 














SABRI hy 


ed ee 
5 














— we r 
" Hs 20S eee ae Twat +f Dae eyes “3 Ae “ 
¥ at » ig AF OT ORES ORS. Pt die ang yar 7 r a aah es ae A | oR 2 tales Le? * Bere s ete te Ft. ae x 
oar, ae ae Sie aT UM AUN PTR ey Coit epee TN. eRe by ee ys gh NS A AOE ea cl ates or rena s Rat ee ee ee RS Sy oan TE eee 
. se iy Fe RIES aerate Ghat 1S OR ae as RRP, ee as Wat Rt Tee * are Fe Se hwo Ss ets ale SLOP Sas opt, ‘STE SP ET age eee r4 y 
PES =, ‘ SEP Ts Ks Bt Othe ony, tar, Sante gehen Ws es ~ ct Ces Ee il Die Relea eX paar: : ORE PO aS IE ~ aS RESEE 


pee ea 


pi Sy 
id? 2g 


sexs 


ee as ; ; I PORE Cae IRE hg, Be 
bh eh iagt <i shel Sek ES ABE, at a ee 
TE (Rig SRR h Raed: iy CL SRW DRUMSET 6 6 





February 28, 1924 


ie 


¥ 





* 


f ¢ he wth, 

age 

> ioe Fz 7 

. er 

a” 3 al 

& , 
% a om, 

ae . be: 


Liat 


Our Own South- 
land- Picking cotton, Mil- 
lions of yards of cotton sheeting 
are used each year in Cortain-teed 
oicloth, 


¢ 








a host of workers help you serve 
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Chin A—Husking nuts for 
wood oil used in Certain-teed var- 
nishes, paints, linoleum, oilcloth 


and FloorteX. 








Institution behind Certain-teed products, 
picturing the measures taken to insure 
Certain-teed quality—the activities through 
which the finest raw materials are brought 
from the ends of the earth, manufactured 
into more than a hundred products in 
modern plants, and brought to the dealer’s 
very door by a most extensive distribution 
system, covering the whole country. 


The Certain-teed dealer is selling products 
that the public knows and wants. Responsi- 
bility for quality, for service, for satisfaction is 
definitely assumed by Certain-teed. 


WITH CERTAIN-TEED 
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Dutch East Indies 
—Natives sorting copal gum for 
Cortain-teed varctohne, "ooh 
oilcloth, inoleum and FloorreX. 








Europe where it is woven into burlap, then 
shipped to this country. Millions of yards are 
used annually in Certain-teed linoleum. 





OR Soo Noe 


Mexic0-one of the asphalts used in 
Certain-teed roofing and FloorteX comes from 
Mexico. Millions of gallons are used annually 
in the Certain-teed plants. 
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CERTAIN-TEED PRODUCTS 


of which more than one hundred are 


included in the following 


classifications: 


Asphalt Roofings 
Asphalt Shingles 
House Paints 
Varnishes 
Enamels 

Stains 

Gypsum Plasters 
Gypsum Blocks 
Keene’s Cement 
Battleship Linoleum 
Inlaid Linoleum 
Linoleum Rugs 


Oilcloth 


FLOORTEX 


(Felt Base Floor Coverirgs) 
FLOORTEX RUGS 


GO 
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One of These Wrenches 


in the 12 Inch Size 
Withstood a Test 

of 1790 Pounds 
Before Being Crippled 


and Nothing Was Broken 








This is unquestionably the strongest 
wrench you can sell for use under ex- 
treme conditions. 


It is the most popular of all screw 
wrenches used in machine shops and on 
railroads and other places where depend- 
able performance and a saving of time 
are vital factors. 








COES 


Steel-Handle Wrench 


The 


Standard Equipment 


of the 
Leading Railroads 


The shop that buys Coes Steel-Handle 
Wrenches in quantity lots and the man 
who buys a single wrench, both get a 
weather-proof, fool-proof, unbreakable 
tool that will serve everlastingly. 


And every wrench from the 6 inch 
size to the 21 inch size is Absolutely 
Guaranteed. 


Order through your regular Jobber 


COES WRENCH CO. 


“In business since 1841” 


Worcester Mass. 


Distributed by 
J.C. McCARTY & CO., 


February 28, 1924 


29 Murray St., N. Y. 
J. H. GRAHAM & CO., 113 Chambers St., N. Y. 
FENWICK FRERES, 8 Rue de Rocroy, Paris, France 
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More about the Millers Falls 
RADIO HAND DRILL No. 85 


A big value to the user— 
A profit-maker to the trade Specifications: 


Improved Chuck— 
3 jawed. Protected 
NLY five months old—but the 0%" round shank 
. e ° drills. 
biggest selling hand drill we nitnensin: ile 


thrust bearing. Cut 


ever made. In spite of low price. pene vee Pha 
it is a first quality Millers Falls Solid main handle of 


stained hardwood. 
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product. Designed for radio fans Malleable iron frame, 
é ‘ enameled black. 

particularly, but just as good for Son gost connate 

any man who needs to bore holes nickeled. 

: Length 12% inch. 

in metal or wood. Weight 134 Ib. 


Price each $2.30. 
If you have a special radio depart- 
ment, display the Radio Hand 


: Drill there as well as in your reg- 
: ular tool section. It’s just what 
< lots of your radio customers need 
: and are looking for—takes all 


drills used in radio work—hand- 
somely finished—smooth running 
and sturdy. 


Fills the bill for builders of radio 
sets and for everyone else. 
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' 
~ Radio Drill 
Ne # 

An Ideal. Drill 

tor Radio Work 


We Pe hy 





TS ed oe: TE at ner GR PRE are : aes Aan, 
3 OCR Ae Seat oie boo G ee DUNS is 


We're broadcasting the news | 
about Radio Hand Drill to five : 
million people this month, from 
station SEP. (Sat. Eve. Post, Feb. 


16th). Tune in. 


MILLERS FALLS COMPANY 
Millers Falls, Mass. 


28 Warren Street 9 So. Clinton Street 
New York Chicago 


Manufacturers of Mechanics’ Tools, 
Hack Saws and Automobile Tools 
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Packed one 
in special 
display box. 
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Here’s a chance 


HARDWARE AGE 


to sell a tire gauge 


VERY time you repair a tire you 
have an opportunity to sell an- 
other Schrader Gauge. The car 
owner is ready to listen to a sugges- 
tion that will help his tires yield 
more service. 

Before you put the valve cap on, 
suggest to him that he buy and use 
a Schrader Tire Pressure Gauge. 
Then he can quickly and accurately 
measure the air pressure in his tires 
and make sure he is running with 


the correct inflation in all of them. 
Remind him that such a test will 
save annoying delays and help keep 
down his tire costs. 

Above all, impress the car owner 
with the importance of having his 
own Schrader Gauge. It isn’t always 
easy to borrowa gauge when heneedsit. 

Carry Schrader Gauges in stock 
and be ready to give every customer 
tire gauge service. You make a good 
profit on every sale. 


A. SCHRADER’S SON, Inc., Brooklyn, N. Y. 


Chicago 


Schrader 


Toronto 


London 





Makers of Pneumatic Valves Since 1844 


Tire Valves ~ Tire Gauges 
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S TRADE MARK REGISTERED IN U.S. 


The SchraderAngle 
Foot Gauge for disc 
and wire wheelsand 
wheels wi 

spokes or large 
brake drums. In ad- 
dition to the stand- 
ard type Schrader 
Gauge, there is also 
now available an 
angle-foot gauge for 
“balloon” tires 
graduated in 1-lb. 
units. 
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Make Your Store 


“Headquarters for Lamps!” 


Everybody in your neighborhood uses incandescent lamps. Every passer-by is a 
possible customer. 


People do not buy lamps as they buy hammers, screw-drivers or padlocks—only 
once in a great while. In every house, office, factory or public building, lamps are 
frequently burning out and requiring to be replaced. 


Lamps are a staple line. You do not need to create a market for them. All that 
is necessary to make your store “Headquarters for Lamps’”’ for your neighborhood 
is to tell people you carry lamps—and keep them reminded of that fact! 


You can do this very easily with the complete merchandising helps we stand 
ready to give you. Striking window and counter displays that tell the story, dem- 
onstrate the lamps—and light up your window, besides—beautiful consumer cir- 
culars in two colors; free advertising cuts; and many other sales helps are ready 
to help you sell Nitrogon Lamps. 
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Efficient Cutting Cutters 
Eliminate Cost Remembrance 
Price is used but once 

Quality many times 








DUTCH SHAPE, GRASS 





LITTLE GIANT 
AROOSTOCK 
AMERICAN STANDARD 
EARLE SPECIAL 


BE. E-BE 
PURITAN 





STOCK-O-LOGICAL 
PHILOSOPHY 


A farrow stock-room is no better 
than a farrow cow, neither can supply 
the demand. 


But the cow prepares, and when the 
calf is dropped she has the goods on 
hand. 


There is going to be the greatest 
demand on the stock-room in 1924 
ever, and it’s good business as well as 
philosophy to be prepared. 


We now have the capacity to fill all 
stock-rooms with our goods. 


You can’t milk us dry! 


NORTH WAYNE TOOL CO. 


Hallowell, Maine 
Sales Office, 1409 Ford Bldg., Detroit, Mich. 


Axes, Scythes, Grass Hooks, Grass Shears, 
Corn Cutters, Hay Knives, Bread Knives, Etc. 
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Write 


for 
Prices 





STOP 
LOOK 
LISTEN 


BEST 


NONE 
TOO 
GOOD 
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SPRING IS COMING 


AND WITH IT THE INSISTENT DEMAND FOR 


ROLLER UJNION skates 


PRODUCTION IS NOW AMPLE EVEN FOR 
UNPRECEDENTED CONSUMPTION 


YOU FURNISH THE DEMAND 
WE’LL SUPPLY THE SKATES 


MANUFACTURED BY 


UNION HARDWARE COMPANY 


TORRINGTON, CONN., U. S. A. 
NEW YORK OFFICE: 151 CHAMBERS ST. 


PLAIN 
BEARING 
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SELL Hardware 


A modern Kawneer Front will solve your 
display problems just as it did for the 
Chillicothe Hardware Co., Chillicothe, 
Ohio. Note their enthusiathic remarks 
regarding their Kawneer front :—“It only 
requires thirty minutes to put in a win- 
dow trim and take it out, because the 
window is always ready for any kind of a 





display.” 
If You Plan to Build or Remodel Your Pai 
: Store You Should Have a Copy of Our # 
: New Book of Store Front Designs. Pi 
ge 
J | or 7” THE 
3 ” KAWNEER 


$-” COMPANY 


>’ 1317 Front St. 
7 ‘ a 
yf Niles, Mich. 
gy 
S77 
/ Please send me a 
ad copy of your New Book 


of Designs. 
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Blue Ribbon Line 
Best Saws to Sell 


The unprecedented demand for the cele- 
brated SIMONDS Blue Ribbon Hand 
Saws is demonstrating to dealers all over 
the country that SIMONDS saw quality 
is foremost. Compare a Simonds Blue 
Ribbon Hand Saw with any other make. 
Test it any way you wish—you'll find 
the quality there. Our dealers’ selling 
proposition will interest you. Write for it. 














Saw and Steel Co. 


“The Saw Makers” 


CHICAGO, ILL. 
DETROIT, MICH. 
NEW YORK CITY 
NEW ORLEANS, LA. 
LOCKPORT, N. Y. 
MEMPHIS, TENN. 
LONDON, ENGLAND 


FITCHBURG, MASS. 


PORTLAND, ORE. 
SAN FRANCISCO, CAL. 
SEATTLE, WASH. 
MONTREAL, QUE. 
VANCOUVER, B. C. 

ST. JOHN, N. B. 
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Built-in endurance 
sells this roll roofing 


Youwillhave notroublemakingroof- Note under the microscope lap to seal it against the weather. 
how the fibres of Richardson 


ing sales if you handle Richardson 4.4 interlock to catch and 


More selling help 


Rubbertex Roofing. That’s because ind the asphalt into a solid me? 
e weather-proofarmor. Billions In addition to having the quality that 


this particular roll roofing is built o¢ these tiny sinews give this malian tes ctnaik tanlncen, Diband- 


strong and durable throughout— ‘oll roofing super-indurance 


built to last. And it is this quality 
of long wear that your customer 
demands. 

It is the.inner materials that give 
this roofing such exceptional endur- 
ance and make it so easy to sell. 


Why it wears longer 

The inner foundation of Richardson 
Rubbertex Roofing is Richardson 
felt, which has excelled for more than 
a century. And the waterproofing for this sturdy 
foundation is Viskalt, unusually durable because it is 
99.8% pure bitumen, especially vacuum-processed. 

Rubbertex is equipped, moreover, with Pyramid 
Kaps for laying. They do away with buckling on 
laps and flashings, which experienced roofers claim 
is responsible for 90% of all leaks in a prepared 
roofing. Instead of centering the pressure on 
each nail, Pyramid Kaps distribute it evenly 
and continuously along the entire length of the 





son Rubbertex Roofing is partly sold 
to your customers before they enter 
your store. Persistent, concentrated 
advertising makes them prefer 
Richardson Roofing products. 

During 1923 a new and powerful 
advertising campaign, largely in 
color, brought an almost unbeliev- 
able increase in sales to dealers 
handling Richardson Roofing. And 
they will have the benefits of a 1924 
campaign greater than ever before. 

Why not share this business in a big way? Write us 
now for details and samples of Rubbertex Roofing. 
We will send you information on Lok-Top Shingles 
and Viskalt Paints and Cements, other Richardson 
products which are making profits for hardware dealers. 


ke RICHARDSON COMPANY 


Dept. 61-C, Lockland (Cincinnati) Ohio 


Chicago New Orleans New York City Atlanta Dallas 


RICHARDSON 
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RUBBERIEX ROOFING 


© 1924, The Richardson Company 
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Extra Heavy Electro Zinc Coating 
and Enameled with White Varnish, 
which Binds Wire together and makes 


a Dull Gray Finish throughout. 
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INCORPORATED 1892 
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No. 34 guage warp 
18 Mesh, No. 34 guage filler 
No. 35 guage warp 
Our other Brands Screen Cloth 
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Wickwire Premier 
Wickwire Bronze 




















White Metal Finish 




















Cortland Black Enameled 




















Galvanized Before or After Weaving 


Write your Jobber for Full Information and Prices 


WICKWIRE BROTHERS 
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Made from Open Hearth Steel. 
Compare weight of our Screen Cloth 


Galvanized After 
with other makes. 


Dull F 

















14 Mesh, No. 33 guage each way 


12 Mesh, No. 33 guage each way 
16 Mesh, No. 33 guage filler 








GRAY-WICK 


SCREEN WIRE CLOTH 








Wickwire Brand Hex Nettings 















































ENTIRE FACTORY AND OFFICES 


CORTLAND, NEW YORK, U. S. A. 


ESTABLISHED 1873 















































































































































TILL ill 


PERE RSSESESESSSRERESCRERETEEEEEEESSS 
[ESSSSSESSESSERSEREESSSERESSESESSSSSS! 


TTTTTITITIIITIIITIILIT ITLL 
































a! 





— 
-~ 











« 
saan aman an ant 














4+ + 4+ ~4-4 4-4-4 4 
~~ -4-4~4- 4-4-4 — 






































































































































































































































bg mh tH 4-4 ir my 
saeeaeeae - >+~+-++—~+--4-— 


pe pat neh ~~ 4-4 
ne ee ee 





18 












































































































































































































































ee Se onl 
a 6-H 












































































































































be - > & > ->~ . 2 + 4+ -4 4 ~~ 





ences 








seat maine 
Spa aa Ea tated 


Ha 
swe 
5 


i PEDO if 
Re Ras \aftoe 
bean ear nee 


AS scenes 
bean, © tte 
PEs 


ae 


ene, 


Sy whe 
a> 4 


ae ee 


nw Lot eee 
Nees ie SY 





roa 
we 
7 a 
are 
pt | 
wd ee 
ag 
ae 
ey 
tee 
+ s 
pare: 
Ngee 
is 
UWE 
ete 
‘ oe : 
Cres 
ts 
aes 
#3 
a 4 
+ 
A 
ve 
po 
a 
peg 
pH 
My gs 
ait 
oe 








| 










605 fas ; 
bey Coil « o ® 

Be Bes ae: Be * 
LER Pi i Deen 


‘NED AS TIRE LO psmosilt 
4MEND 4uDSON . GyERLAN 
yRANT mM Axwell gTuDEsAKE 
ASH 
NIGHT TTING 


Ex 
witty KNENUG FI 


mise 


Shree more best sell: 
ing MILLER Padlocks 
now sold in handsome 
display cartons 


No. 86 
6 locks 
to carton 


No. 7121 
6 locks 
to carton 


No. 41 
12 locks 
to carton 














Now-MILLER 











play cartons and 
Indiv 
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HE idea has taken hold like wildfire. Nothing 

heretofore turned out by the lock-making 
industry has received a more enthusiastic reception 
by the trade. It promises to equal, if not exceed, 
the popularity of swinging display panels and metal 
display stands for padlocks, both of which were 
originated by this company. 


Perhaps the welcome given the new Miller Display 
Cartons is due to the success hardware merchants 
have had with such containers for other kinds of 
merchandise. Perhaps it is due to this being an 
entirely new idea in padlock merchandising. 


Whatever the reason, the display cartons have gone 
over big with the trade. Jobbers predict great 
things for it and have demonstrated their faith with 
sizable orders. Dealers also have responded quick- 


.ly, for they know the sales possibilities of good 


merchandise well displayed. They have seen the 
turnover of such goods doubled, tripled and quad- 
rupled without extra selling effort or attention. 


The new Miller Display Cartons are attractive in 
design and coloring. They are distinctive and win 
instant and favorable attention. 


The locks are plainly illustrated, nearly exact size, 
both on cartons and individual boxes. The con- 
struction of each lock is also briefly described, and 
where there is a particular application it is men-. 
tioned. 


Four leading Miller numbers have been selected for 
counter display cartons. Each is a distinctive type, 
so most trade requirements can be successfully met. 








Padlocks in counter 
idual boxes! 











No. 44CS is a cast brass, general serv- 
ice padlock, particularly well suited for 
tire carriers and spare wheels. It will 
fit nearly all cars including the sixteen 
leading makes which are mentioned on 
both boxes and carton. 


The market for a padlock of this char- 
acter is enormous. A count in a dozen 
different parts of the country has shown 
that less than half the cars are properly 
safeguarded. Besides there are thou- 
sands of new cars going into service 
daily. No. 44CS is packed 12 to a 
carton. 
ow 


No. 86 is one of the sturdiest and most 
secure of all padlocks. Beautifully 
finished, the case is heavy cast bronze 
polished. Shackle is forged steel hard- 
ened. Interior parts are brass with 
extra heavy secure levers. Its size, 
134”, makes it suitable for a mul- 
titude of uses. Its construction is 
such that the lock can be used outdoors 
or indoors, in damp places or where 
dust is heavy. Altogether it is the type 
of padlock to offer a customer who 
wants both appearance and service and 
is gladtopay the price. You canrecom- 
mend No. 86 with confidence that it 
will give the fullest satisfaction. Packed 
6 to a carton. 


No. 4l—a cast brass padlock—is of 
a type that has become so generally 
popular that demand has outrun the 
supply. Greatly increased manufactur- 
ing facilities are enabling us to supply 
this favorite promptly. 


This is a general service padlock whose 
uses are almost without limit. Many 
thousands of them are locking doors of 
barns, sheds, cellars, garages, etc. 
They are used extensively on larger 
chests and tool boxes. Many car owners 
use them for tire carriers. They sell on 
sight at a very popular price. And 
the new display container keeps them 
in sight. 


No. 7121 is the strongest padlock! It 
is nonbreakable in service and offers 
strong resistance to every enemy of 
the lock—picking, forcing, filing and 
hammering as well as fire, water and 
weather. It is fully guaranteed to give 
complete satisfaction by the Miuller 
Lock Company, and can be likewise 
guaranteed by you. 


The case is carbon steel. The shackle 
is forged case steel hardened. Benea 
the outer brass plates are other plates 
of armor steel enclosing the brass 
interior parts. It is a six Secure Lever 
padlock and will give excellent service 
wherever used. Sells readily. 6 to a 
carton. 


Watch for 


MILLER 


LOCK 


Advertising in then~n~ 
Saturday Evening Post and 
“the Country Gentleman 


3,300,000 families—or two to three times that number of 
potential padlock users—will see the Miller message every 
four weeks throughout the year. 


This circulation is nation wide. There is not a city, town 
or village in the country that has not a sufficiently large 
number of readers to materially affect every hardware and 
accessory or parts dealer in the country. 


If you are a Miller dealer, identify your store in some way 
with this campaign. Let your trade know that your store 


Your jobber can supply you with any of the above, or if you prefer 
you can write us direct giving name of jobber through whom you 
want order handled and we will see you are supplied promptly. 
Please use the enclosed postal card. 


The new Miller Catalogue No. 29 in handy size is ready for distri- 
bution. It illustrates the complete Miller Line of Padlocks, Night 
Latches, Cabinet Locks, Lock Specialties and Displays. Send for 
it now so that your name will be on the first mailing. 


MILLER LOCK COMPANY 
Established 1871 
PHILADELPHIA 
Padlocks—Night Latches—Cabinet Locks 
Originators of swinging metal display 


panels, metal display stands and counter 
display cartons for padiocks. 


is Miller headquarters. Thus you can make effortless and 
profitable sales of many Miller Padlocks. 


If you are not a Miller dealer, this is the opportune time 
for taking on this highly successful line of good locks. 
Write for particulars and learn of the other ways in which 
we support the dealer. 
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A New Radiola Within 
Everybody’s Reach 


OMING—a new Radiola—an im- 

proved Radiola—at a price that will 
cause a stir. It is a receiver that will 
bring in long distances—that will operate 
a loudspeaker—that will reproduce voice 
and music clearly—truthfully. And ata 
price that will be actually less than it 
could be built for at home. 
Keeping its pledge to the public, the 
Radio Corporation of America has con- 
centrated its vast research forces upon 
certain fundamental problems. One of 
these problems has been the production 
of a good receiver for a small price—a 
Radiola that will mean much in country 
places, for it will bring 
in distance for the far- 
mer. Watch for 
the announcement 
in next month’s 
issue! 
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Important Patent Notice 
on 
Radiotron Vacuum Tubes 


The expiration, on January 15, 1924, of 
vacuum tube patent, No. 841,387, will not 
permit the general manufacture, sale, 
importation or use of three-element 
vacuum tubes as generally constructed, 
in which the grid or its equivalent is 
interposed or located between the fila- 
ment and the plate. 


This type of vacuum tube is still covered 
by U. S. Letters Patent No. 879,532, 
under which Radiotrons are manufac- 
tured and sold to the public. 


This latter patent has been sustained by 
the Courts, and unlicensed radio tubes 
have been held by the Courts to be in- 
fringements of this patent. 


RADIO CORPORATION OF 
' AMERICA, 


233 Broadway, New York 








iii 














This symbol 
of quality is 
your protection 


Radio Corporation of America 


Sales Department 
233 Broadway, New York 


REG. U.S. PAT. OFF. 


10 So. La Salle St., Chicago, Ill. 


433 California St., San Francisco, Cal. 


Radiola 
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NATURALLY! 


You Want to Sell a Washer That Makes the Woman Who 
Buys It “‘Sell It”? to Her Friends 


One HAAG WASHER in a neighborhood has been known to pro- 


duce as high as seven sales to friends of the first owner. 


HAAG PERFORMANCE 


puts a new “‘salesman’’ on your force every time you make a sale. 


Hundreds of other dealers have PROVEN that to be a fact. 


OUR LINE IS COMPLETE: 


DOLLY TYPE. CYLINDER TYPE. ,OSCILLATOR TYPE. 
HAAG PRICES ARE RIGHT. HAAG DISCOUNTS ARE RIGHT. 


HAAG WASHERS ARE RIGHT! 
The proof is ready for you. 






erry agne fete 
«iy bathe ee 


HAAG BROS. CO. 


PEORIA ILLINOIS 
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Hygrade Lamps 


You cannot buy a better lamp 


Quality is the outstanding characteristic 
that brings profitable repeat orders 


and insures quick turnover 


Men who have increased their lamp 
business with Hygrades tell us 
that every new user means a 


steady and profitable cus- 
tomer. 
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The Green Book tells the 


reasons for Hygrade 
quality. 


Write for it. 


OOO OOO 





Licensed under 
General Electric 
incandes 








cent lamp patents 











HYGRADE LAMP CO 


GENERAL OFFICE VWs ALEM MasS 


AND FACTORY 
A complete line of large style 
incandescent lamps 


vy? 109; no. e109 














“Hyst rade Lamps . 


— % ZH yerat d € Le Za m DS ua 








24 


HARDWARE AGE 


February 28, 1924 









































Mien ne Sent : 
The Rotarex Wonderful New Type 
Cylinder Eliminates Friction 


































oe 
nee oe 
a Se 5a 
the Br. “i . 
ee 
5 aes 


a 








Con 
for Stopping and Starting 


Now One Hundred Thirty-Seven Fifty 


Galvanized Tub 


$13 750 


Denver and West $145.00 
In Canada . . . $172.50 


Copper Tub 
$15500 


Denverand West $162.50 
In Canada .. . $187.50 





enient Push-and-Pull Switch 


This new low price ($137.50) was made effec- 
tive on the ROTAREX Washer January 1, 
1924. With that announcement a low price 
level was established for high grade washersand 
the greatest washer value, no matter at what 


price, is now to be found in the ROTAREX. 


There may be washers for less money, but they 
hold no comparison to the ROT AREX. There 
may be washers that cost more money but in 
quality, service and distinctive features the 


ROTAREX stands at the top of the list. 
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No Bolts or Rivets 


Couple with the sturdy quality, distinctive 
features and low price of the ROTAREX our 
definite plan for dealer merchandising, and the 
combination becomes unequaled. 


And remember—this is the lowest priced high 
grade washer on the market today. 


Will you be one to secure the advantages ac- 
cruing to ROTAREX dealers? A request by 
letter will bring you the details of how we 
can help you build a profitable business. 


“There is an advantage in handling the APEX-ROT AREX line.” 


THE APEX ELECTRICAL DISTRIBUTING COMPANY 
1065 EAST 152nd STREET, CLEVELAND, OHIO 


Factories at Cleveland, O. and Toronto, Can. 





RSTAREX 


HOME DOUBLE ROLL 


IRONER 








ELECTRIC SUCTION 


CLEANER 


ELECTRIC 


KOOK-RITE 











NB AS _j fee 
As Easy to Clean as Your Dishpan 


RSTAREX 
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Ball Bearing—needs no oiling | 
ampaign for |! 
ALES of the Premier Duplex are 
mounting. Through the years known 
THE LEADING as leaner years in the vacuum cleaner mar- 
IDEA ket, more and more Premier Duplex ma- 
chines have been sold—breaking the records 
today in the mind of a 
wcdine tihin Canbh & veseem of the record years. And the sales are 
cleaner is that to clean going to the dealers who tie up with the 
Fs thoroughly she must have ‘ eas : 2 
ed ts Aiea cin ak ean national advertising—campaign with 
zs ful suction and a motor- double force in the spring cleaning months 
es aia asi —use their windows—and every sales help 
a available. 
: 
ELECTRIC VACUUM CLEANER Co. : 
CLEVELAND, OHIO 
Distributed in Canada by the Premier Vacuum up eC 





Cleaner Company, Ltd., and the Canadian General ELECTRIC VACUUM CLEANER 


Electric Company, Ltd. 
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They Help Sell Fence 





——* © OB. + eo oem ee *. 





Almost every farm owner in your territory gets one or more of these farm papers. Through them he is re- 
peatedly reminded of his fence needs, and told of the merits of our complete line of “‘Columbia’’ and 
‘Pittsburgh Perfect’ Fences. Write to nearest sales office for information about our exclusive agency propo- 
sition, or, if you wish; we will have our salesman call. 
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PITTSBURGH STEEL CO. PITTSBURGH, PA. 


New York Chicago Memphis Dallas San Francisco 
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U.S. 
. Poultry 


- Netting 


The magnifying glass reveals great evidence of strength and 
durability. You should examine the double reinforced hinge 
joint, which makes the fence stiff and rigid, yet elastic, 






Farm fence principles carried over into U. S. Poultry Netting construction have 
given to the trade the very type of netting necessary to economic construction and 
long life. Parallel wires intertwisted with rigid mesh wires give a firmness and neat- 
ness to U. S. Netting not found in any other type. Top rail and baseboard are en- 
tirely eliminated and fewer posts are required. These are final and determining 
factors in reaching full cost to the consumer. 


U. S. Poultry Netting is supplied in both 1 and 2-inch mesh, 
galvanized before and galvanized after weaving, and is now 
furnished in both 19 and 20 gauge wire. 

Don’t, through force of habit, order just poultry netting but insist upon U. S. 
Netting. Jobbers in your territory can supply you, and will be only too glad to give 


complete information. They have long since seen the value of U.S. Poultry Netting 
as an account opener and trade satisfier. 


Satisfied Dissatisfied 
Customers Customers 
are an are a 


Asset Liability 





U. S. Poultry Netting is easily unrolled—can be measured and cut off quickly— 
it lays flat, holds its shape well and gives satisfaction. 


Indiana Steel & Wire Company 


Muncie, : . : Indiana 


PULL 
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Myers Stayon 













Since selling plays an important part in every business—since careful buying is the founda- 
tion upon which successful selling is reared, progressive merchants are inclined to be con- 
servative when taking on new lines of merchandise for introduction to their trade. —. is 

And this is why we are asking every dealer, at this, the near o g of another building 
eason, to give Myers Stayon and Tubular Door Hangers and Tracks an opportunity to ~ 
Rnanstonte their prowess as producers of door hanger sales. 
Continuously advertised in. leading farm, building and trade journals; styles and sizes for 
sliding doorways on any building; features that overcome door troubles and make all-weather 
doors a reality; pioneers in the field and sold by hundreds of dealers; 
tens of thousands of pairs and mile upon mile of track in service, are con- 
crete evidence of their wide«distribution and general use throughout thie 
land—a manifestation of their sterling worth as leaders with Myers 
Myers O.K. dealers as well’as an indication-of their ability to become the “best of 
sellers" for those who have never handled them. 
- ‘ If. you will drop. us-a line we will be glad to send catalog, informatien 

’ and latest prices to the trade. 


wes" The F. E. Myers and Bro. Co. 


Ashland, Ohio 
PUMPS, WATER SYSTEMS, HAY TOOLS, 
DOOR HANGERS 
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M O.K. Stiff Steel Track, 
: «. 8 and 10-foot Lengths 
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Complete Garage Set No. 31A 
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An unusual business- building 
special for you 





SOLID COPPER 
NICKEL PLATED 


* TEA KETTLE 


which can be sold to consumer for 


It is starting a big business in copper for 
dealers in all parts of the country. It is bring- 
ing new customers, as an ever-enduring cop- 
per utensil at this price surely would. 


We are offering the “Copper King” Kettle at 





e are harap East of th 
this price, so you can use it as a special in fur- Siedasionh River.) 
ther popularizing Rome Copper Utensils $4.59 (West of the 
among your customers. Such a low price is a | E. Missksion) River.) 


made possible only through quantity produc- 
tion in but one size. 


See your jobber or write us. The “Copper King” Tea 
Kettle is available for a limited time only. 





Clip this coupon to-day : 


Full particulars and consumer 7 
folders will quickly follow ad 


27” ADVERTISING DEPT. 
- 


we ROME MAN ag ak eae G CO. 


a 


ah OME, 

Send us detailed information about the “Copper 
King” Kettle special. Imprint. the name and address 
given below on ............ “Copper King” folders. 


(Please print or stamp plainly name and address.) 
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No. 100 A Balance 





No. 61 
Ice Pick 





Ice Saw 


CHATILLON 
Ice Scales and Tools 


Give Service 


Careful hardware men stocking ice tools 
investigate them thoroughly because ice 
scales and tools must stand hard service. 
It is a significant fact worthy of the most 
careful consideration that the Chatillon 
line of ice scales and tools has been 
selected by many of America’s leading 
hardware dealers as the line to sell. 


Into Chatillon products is built the sturdy 
strength which stands up under severe ser- 
vice. Their excellent design makes speed- 
ier handling easier. 


The Chatillon line of ice scales and tools 
is the line for you—the line that insures 
satisfied customers and a turnover that 
means continued profits. 


Ask your jobber for prices on 
the Chatillon line 


JOHN CHATILLON & SONS 


Established 1835 
85-99 Cliff Street, New York City, N. Y. 








Vo. 160 
Ice Scale 


D Handle Ice 
Cutter 


Ice Tongs, New 
York Pattern 
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Send for this Booklet! 


GILLETTE SAFETY RAZOR CO., Boston, Mass. 


I am interested in learning how to get greater profits through 
selling the New Impreved Gillette—using the “Three Rea- 
sons.” Please send me a copy without obligation. 


na SB a So 
See Naik 












To Increase Your Sales 
send for this Booklet 


OUR million men have found 

shaving comfort in the New 
Improved Gillette Safety Razor— 
and several million more would be 
enthusiastic Gillette owners if they 
realized its overwhelming superior- 
ity over any other razor. 


All you have to do is to explain the 
“Three Reasons.” 


Glance through this book—there’s a 
copy for you free—and you will turn 
prospects into customers—and put 
more money in the cash-drawer. 


Send for your copy of ‘‘Three Rea- 
sons’’ now—use the coupon above. 


GILLETTE SAFETY .RAZOR CO. 
Boston, U. S. A. 


The New — 


llette == 








SAFETY 
RAZOR 
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The New 

T TK aRTA TAT FA 
[Snow'cAko weir | 
1924 Model 





Advantage No. 1 


It’s a Sight Writer 


Y OU can now see all your work as you make a sign. Think what 
that means in getting balance and arrangement! And speed! 
As revolutionary a change as when typewriters changed from the 
blind system to having the finished part of a letter in sight. 


Other Advantages 





2—Spacing made easy. An ingenious arrangement from dust, prying eyes and petty thieving. 
for spacing between letters that speeds up the 7—Easy to carry about. You can take work home 
work. or to another part of room or building readily 
3—Makes streamers of any length—two or more 8—No elevation for elbows to surmount—just 
lines if desired. thickness of the lid above the counter or desk. 
4—Conveniently closed up when work is interrupted 9—No springs to weaken or get out of order. 
or finished. ; 10—Quick-acting positive clamping device. No board 
s—No tugging or jogging of drawer to begin work. clamp to warp out of shape. 
Merely drop the lid—presto!—everything there 11—-Occupies no valuable desk or counter room when 
for instant work. not in use. Just set it away like any suitcase. 


6—Keeps all equipment in good order and away 12—Every part conveniently placed. 


Send for Descriptive Folder. 
NATIONAL SIGN STENCIL CO. 
SOLE MANUFACTURERS 
1602 University Avenue St. Paul, Minn., U.S. A. 





The Original Show Card 
Writer— 
Patented May 3, 1910. 
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T’S time to buy 

Tie-Out Chains 
—but stop to con- 
sider values. They 
all look alike, but 
farmers demand 
“ACCO.” Sturdy 
quality, that’s all! 




















ORDER THESE NOW! 





, AMERICAN CHAIN COMPANY , 


INCORPORATED 


BRIDGEPORT, CONN. 


In Canada: DOMINION CHAIN COMPANY, Limited 
NIAGARA FALLS, ONT. 
Boston Chicago New York Philadelphia Pittsburgh San Francisco 


Largest Manufacturers of Welded and Weldless Chains and Makers of the Famous 
WEED Accessories 


a er rr, mn rr rr re -  , e , , ,  , ) e, ,  ,  ,  E 


) ; 
> a be ™ * | 
«. s ye. 
. ~ ) -* 
ee ee eee Sti i i ee ee ee ee ee aad = 


Sm > Se, OE, Se, Se Se RS ee a ee et ee = Se eee 


———————————————— “ 


SS ll SSS SS 











34 


HARDWARE AGE 


February 28,. 1924 





DULUTH-DISPLAYED GOODS ARE TWO-THIRDS SOLD 








The customer comes into your store to 
buy one thing. He sees others that 
he wants but doesn't think to ask for 
until he sees them. 


Hardware dealers have found, when 
their goods are displayed the Duluth way, 
that their customers will carry away at 
least twice as much as they started out to 
buy— ‘twelve times as much,” 
says a Baltimore dealer. 


Duluth equipment will mean 
more profits and quicker turn- 
over for you, with no more 
work on your part — will sell 
brushes to those who come 
in to buy paint! You will find, 
too, that Duluth display will 
make it possible to put some of 
your regular clerks on specialty lines, and 
double your turnover. Display does it! 
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~and, Wrap Up a Good Brush, Too!” 


This Book Will Help You! 
Our new book, “Showing Is Selling,” 


tells how to attract women buyers how 
to get them to buy your regular and 
specialty lines; how to establish your 
store as radio headquarters in your com- 
munity; how to keep the profitable auto- 
mobile accessories moving; how to make 
tools sé¢ll themselves. In short, it shows 
you how to more than double 
your turnover without increas- 
ing your payroll—without add- 
ing a foot to your floor 
space. 

It was written to sell for 
a dollar, but we are offer- 
ing a limited number of paper 
bound copies free and post 
paid to hardware dealers who 
really want to make their profits jump 





without increasing their overhead. 


Please tell us where to send your copy. Ask, too, for catalog 19. 





DULUTH SHOW CASE CO. 


DULUTH, MINN. 





oa © ee SOR Fae : 
Bi ag RS EL RE ak Ree IE 
Se pie Fn a Bee MAEM <7 van Ee 


BPR OLE REL RE A Ree RRR at 
<a pt a » eR ceed 


February 28, 1924 HARDWARE AGE 35 








“Already Repaid 
for Subscribing 
to Hardware Age 


tor His Clerks” 


‘We are all more or less preachers to our 
clerks, but seldom treat our own shortcomings 
as severely as theirs,” said Mr. R. J. Atkinson 
at a recent conference of hardware retailers. 


He said that he had recently subscribed to 
HARDWARE AGE for his clerks, and that 
he has already been repaid for doing so because 

R. J. ATKINSON, 


PAS ee a, a a of an article in the Jan. 3 issue by Llew S. 
arcommen Soule, entitled ““The Fellow Who Fails to Put 
Goods Back in Stock.” 














“I’ve preached about that for years,’ Mr. 
Atkinson said, “but it never did any good. But 
one of my clerks read that article in HARD- 
WARE AGE and then they all read it, and it 
now looks as though one of my biggest prob- 
lems is going to be settled.” 





This opinion coming from Mr. Atkinson car- 
ries authority because it is backed by his long 
and successful experience as a hardware re- 
tailer. 


No jobber, dealer or salesman can consis- 
tently rad HARDWARE AGE without de- 
riving good results, if they apply the advice and 
information to the individual requirements of 
their own business. 
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Don’t say “Sand Paper” 


Say— “Rat#-Statt” 
on the next order to your jobber 


There’s a*difference—a number of real 
differences where, difference counts most. 


|. “Ruff-Stuff” is tougher, more plia- 
ble and the grits stick on tighter. 


2. “Ruff-Stuff” cuts better and does 
smoother work because Rib Moun- 
tain Quartz is so hard and sharp, 
and because our sand paper work- 
ers are so skilled and watchful. 


3. “Ruff-Stuff” comes to you in clean, 
neat, square-edged packages. The 


sheets are flat and they stay flat 


longer. 






Tied with . / 
4 Wires And Wausau Service enables your jobbers to secure overnight 


supply in all sizes, grades and grits from our factory or our branch 
stocks. Wausau service to retailers includes handsome hangers, 
display cards, envelope stuffers, etc. Send for our interesting Book 
—*‘Sandpaper Sales Tips.” 


WAUSAU ABRASIVES COMPANY 


1017 Harrison Blvd., WAUSAU, WIS., U. S. A. 


Pacific and Mountain States 











Branch Houses 






WAUSAU ABRASIVES CO. SPRAKE SALES CO., INC. 
Chicago St. Louis Los Angeles San Francisco 
Detroit Cleveland Portland Denver 






New York Los Angeles 
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‘‘Agreeable’’ Prices—. 


another reason 
why you will like to sell 
National Hardware 





We call them “agreeable” because they are pleasing. The 
average buyer, after inspecting an article of National 
Hardware, usually expects to pay more for it than is 
asked. 





Such moderate prices aid materially toward its fast and 
easy Sale. 


The reason National prices are lower than customary for 
merchandise of equal high quality is because we distribute 
direct to the hardware retailer—employing our own sales- 
men and thereby eliminating a third party profit. 


Taking everything into consideration, it will pay you to 
know all about National Hardware and to really see how 
fine it is. The National salesman in your district will be 
glad to call and show samples and explain facts. 


National Manufacturing Company 
Sterling Illinois 





No. 27 Swinging Door Latch 


Appropriately called the Aristocrat of Door Latches. One glance 
at it will tell you why. 


Has extremely simple, fool-proof mechanism, no complicated parts 
to get out of order. Reyersible for right or left-hand door and 
adjustable for doors 1% to 2% in. thick. 


SRS MMMM INN MN NN 


Packed one in box with screws. Finished in regular high grade 
National manner. 


Natienal 


Builders’ Hardware 
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ATURDAY, March 15, is the day 
~ and midnight the time—Your 
income tax return for 1923 must 

be filed on or before that date. 

If your records have been prop- 
erly kept, if your bookkeeping meth- 
ods are up to date, the income tax 
return has no terrors for you. The 
books give all the figures necessary, 
but if not then yeu have some job in 
front of you to compile the necessary 
data. 

Let us take Form No. 1040 for in- 
dividual returns: Item No. 1—‘“Sal- 
aries, Wages and Commissions.” 
The retailer will report under this 
heading the amount of salary drawn 
by himself or by any member of his 
family under age and who is not 
making a tax return. In this amount 
should also be included any merchan- 
dise taken from stock for family 
use. ; 

Income from Business 


Item No. 2—“Income from Busi- 
ness.” To arrive at this figure we 
must make up Schedule “A.” 

1. Total income. The total of your 
charge and cash sales at selling 
prices less deductions for goods re- 
turned; to this we add cash discounts 
earned by discounting our purchases. 
Interest on notes taken or earned on 
bank balances. 

2. Labor. Day wages paid to work- 
men in your job department—paid 
to those not on regular salaries. 

8. Material and supplies. All items 
of this nature which enter into the 
cost of goods sold not included in 
item No. 4. 

4. Merchandise bought for sale. 





By E. P. BEEBE 


All merchandise purchases except- 
ing those listed under No. 3, plus 
freight and cartage in. 

6. Inventory at end of year. This 
is the inventory figure shown at 
Jan, 1, 1923. Added to items Nos. 
2, 3, 4 makes the total of No. 7. 
You have taken your inventory as of 
Dec. 31, 1923; deducting the figure 
No. 8 from No. 7 leaves No. 9—‘“‘Net 
cost of goods sold.” 

10. Salaries and wages. All sal- 
aries and commissions paid, includ- 
ing yourself and family, but not in- 
cluding any amounts properly 
charged under No. 2 as “labor.” 

11. Rents. You can only report 
where you have no equity in the 
property. If you do not own the 
building entire or in part, the total 
amount paid to your landlord is a 
proper expense. 

12. Interest. This includes inter- 
est on bank loans or money borrowed 
from private parties, or interest on 
overdue accounts. But you cannot 
charge the business with interest on 
money furnished by yourself. 

13. Taxes. All local and State 
taxes on property but not for bet- 
terments; State income taxes can be 
included but Federal taxes cannot 
be deducted. 

14. Repairs, wear-and-tear de- 
preciation. Incidental repairs which 
do not enhance the value of the prop- 
erty are deductible. Depreciation— 
the Treasury’s definition is “the 
gradual reduction in the value of 
property due to physical deteriora- 
tion, exhaustion, wear and tear 
through use in trade or business.” 


. _ Sixteen 
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to Go! 


The rate varies with the life and 
length of usefulness of the property 
—your counters and fixtures may be 
good for ten years while your deliv- 
ery truck is good for three years. 

15. Bad debts. Uncollectible ac- 
counts, on which there is no hope of 
enforcing collection. 

16. Other expenses. Under this 
heading would come advertising, 
postage, office supplies and station- 
ery, telegraph and telephone; light, 
heat and water; delivery expense, 
insurance, donations and miscella- 
neous—the total of No, 1 minus No. 
16 makes the total called for on No. 
18, which deducted from total income 
leaves net income, to be carried into 
item No. 2, page 1. 

If you have any personal income 
from sources outside of your busi- 
ness, it should be shown in the 
proper items from 3 to 9. The store 
operations proper are confined to 
Schedule “A” and the spaces for ex- 
planations of deductions. 

It will be seen that in order to 
quickly and accurately prepare this 
annual statement for Uncle Sam, the 
hardware dealer should keep an ac- 
curate set of books with the items 
asked for by the tax inquisitor 
charged to their proper accounts. 

Salaries or wages paid by a parent 
to a minor child who has not been 
“emancipated” (allowed control of 
his earnings), whether in considera- 
tion of services or otherwise, are not 
allowable deductions and should be 
included in income when charged to 
salaries. 

Bonuses paid employees may be de- 
ducted by the employer when such 
payments are made in good faith as 
compensation for services actually 
rendered. Provided, that when added 
to the stipulated salary they do not 
exceed a reasonable compensation. 





(Continued on page 42) 
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400 Washing Machines a Year 
—That’s Easy for Bunting 


build up a business of over 400 

washing machines a year without 
using a good many outside canvas- 
sers, and yet the Bunting Hardware 
Co., Kansas City, Mo., has done it 
without any trouble. 


1000 Machines in a Year 


The Bunting Hardware Co. has 
sold as high as 1000 washing ma- 
chines a year when conditions were 
right and has always done it with- 
out outside aid. George Bunting re- 
cently told a HARDWARE AGE repre- 
sentative that he has stuck to one 
line of goods and that he pushes 
that line to the limit. He says that 
he knows of cases where as many as 
six washing machines have gone into 
one family. The first machine sold 
the next to the brother-in-law’s wife 
and that one sold one to some 


[> is a rather difficult thing to 





And here’s the way Carstens Bros. of Ackley, Iowa, worked out 


cousins, and so on down the line until 
the laundry of the entire family 
circle was being done by a half dozen 
machines in as many different homes. 
He also maintains that selling a sat- 
isfactory machine to an intelligent 
customer is like planting a tree. It 
does not take a great while for others 
to start up around it. So when this 
customer buys a first-class washing 
machine, quite naturally she is 
pleased with the work and does not 
mind telling her neighbors about it. 

In other words, the unseen sales- 
men, which have much to do with 
the success of any business, are con- 
stantly plugging for sales. Window 
displays and good advertising copy 
are essential to help make the sales, 
and they also interest people who 
have not had personal recommenda- 
tions. In addition to the usual sales 


methods, the Bunting Hardware Co. 





gives away a case of well-known 
laundry soap with each purchase. 
Needless to say, the soap manufac- 
turers are willing to make a very 
good price on their products because 
of the advertising they receive. 


Selling on Part-Payment Plan 


Sales are handled on various stand- 
ard part-payment and club plans, 
and, in the opinion of the company, 
these plans are satisfactory if they 
are carried out in a progressive, 
business-like fashion. 

Carstens Bros., Ackley, Iowa, also 
has a dine record in washing ma- 
chine sales, and its window shows a 
complete laundry, even to the stove. 
Quality merchandise is stressed and 
the sale of one machine leads to sales 
of others in the same section. This 
firm has found the line profitable 
and the complete departments for 
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the same thought in the store window 
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everything needed in the laundry 
brings the store a steady stream of 
business that always contains a cer- 
tain number of new prospects. 

The washing machine industry has 


shown a tremendous gain during the. 


past two years, and last year’s figures 
were 35 per cent above those of 1922. 
The retail value of the washing ma- 
chines sold in this country in 1923 
was $82,127,737, and the electric 
machines alone were worth $77,056,- 
179. In other words, 94 per cent of 
the retail value of all machines made 
during the year were electric wash- 
ing machines. ; 

This country uses over $77,000,000 
worth of electric washing machines 
a year. The total number of wash- 
ing machines manufactured last year 
was 707,924, and of this number 
554,361 were electrics. Nearly 600,- 
000 electrics went into new.homes 
during the twelve months. The 
jobbers in various lines bought 41 
per cent of the machines made-— 
measured in value and not in units. 
The hardware jobbers bought 26 
per cent of this number. Dealers of 
all kinds bought 57 per cent of the 


Special Colors for 
Store Fronts 


HARDWARE store in Caledo- 

nia, Minn., has taken its name 
from the color used in painting the 
front. The Red Front Hardware is 
the name and the color of the store’s 
exterior is a brilliant red, which is 
always kept fresh and bright. There 
is something else that distinguishes 
this store and that is a window full 
of blooming plants. 

Some time ago the proprietor had 
some geraniums in the window and 
found that they attracted unusual 
attention. He developed the idea 
somewhat, even though people mar- 
veled that he could grow plants suc- 
cessfully in a north window. How- 
ever, one window is now almost 
filled with these beautiful geraniums 
and begonias, and some have grown 
8 ft. high. Contrary to expectation, 
the north light seemed to be what 
they wanted. 

The women of Caledonia have 
taken as much interest in these 
flowers as have the proprietor and 
his wife. Every time they are in 
town they make it their business to 
drop by the “Red Front” to see how 
the plants are getting along. Many 
of them have expressed the hope 
that they would never be taken out 

the window. 
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total output, méasured in value, and 
hardware dealers sold 20 per cent of 
that total. The statistics show that 
the hardware store stands well up 
towards the top of washing machine 
distributors, with about $20,000,000 
worth of business last year. In fact, 
the trade is somewhat evenly divided 
between three lines: Hardware, 
specialty shops, and electrical shops. 
Some dealers have felt the central 
stations were offering strong com- 
petition but the figures show that 
they buy only about 13 per cent of 
the value of all machines sold by 
manufacturers direct to dealers. 
Statistics also show that out of 
every 100 homes 71 do not now own 
an electrical washing machine. Out 
of the 24,351,676 homes in the United 
States only 39 per cent of them are 
wired for electricity. But rapid 
progress is being made in this direc- 
tion, as it is stated that 1,000,000 
homes are wired annually. In other 
words, out of last year’s production 
of over 500,000 electric machines 
just enough were manufactured to 
take care of one-half of the homes 
wired during the year, to say nothing 


A lattice has been put behind each 
window, which shuts off the interior 
without keeping out the light, and 
the flowers make a mighty effective 
background for hardware display. 
Lawn mowers, seeds and seasonal 
items are shown to advantage in this 
setting. In the winter, when the 
air is cold and the windows frosted, 
this background of flowering plants 
makes an even more unusual selling 
for the winter hardware. 


/ 


Sixteen Days to Go! 
(Continued from page 40) 


You sell an oil stove to Mrs. Hard 
T. Please; she is a good customer, 
but her maid misuses the stove; she 
refuses to pay, sends the stove back; 
you send out a new one; the manu- 
facturer refuses, and very properly, 
to replace the old one. You charge 
her with the second stove and charge 
the first one off to bad debts, provid- 
ing, of course, it is unsalable. 

Almost every retailer is requested 
from time to time to make gifts to 
charitable and religious organiza- 
tions. Usually the solicitor is a good 
customer, and the donation is made. 
Gifts of this kind are expenses of do- 
ing business and should be so treated. 
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of the homes that were wired before 
and out of which there are only 
twenty-nine in every hundred that 
have electric washing machines. 

A scratch pad and a pencil will 
convince any dealer that he has a 
tremendous market right around his 
own store. Some printers’ ink, good 
window displays and a selling cam- 
paign will start this business rolling. 
It is quite likely that during the 
next year hardware dealers will 
demonstrate that as washing ma- 
chine distributors they will top the 
list with sales. This year will be a 
year of competition, and the dealer 
who goes after the business aggres- 
sively will be the one that will bring 
home the bacon. 

Just figure out the homes in your 
own community and countryside and 
estimate the number of wired houses 
if you cannot secure the exact 
figures. Then figure seventy-one 
out of every 100 as a live prospect 
and you will get an idea of just what 
your sales could be—if you wanted 
them. It is at least worth knowing 
what could be done under the right 
kind of conditions, 


Let Your Customers Know 
How You Feel 


T costs little to let your customers 

know how much you appreciate 
their business. G. R. Smith & Co., 
hardware dealers at Mt. Vernon and 
Centerburg, Ohio, print the follow- 
ing on all of their business cards: 
“Good service to you; a pleasure 
to us.” 

The firm also goes further by 
printing a neat card 6% by 3% in. 
The title is “Make OUR Store YOUR 
Store.” 

And the card reads as follows: 
“It is our utmost endeavor to make 
you feel perfectly at home here. We 
want you to make our store your 
store. If there is anything you can 
see about our business whereby we 
can improve our methods, service or 
merchandise, we will gladly welcome 
suggestions. Meet your friends 
here. Leave your bundles here. 
Le us help you make your shopping 
easy. We’re here to serve you; and 
you are always welcome whether you 
buy or not.” — 

In addition to being sent out in 
letters these cards are also dis- 
tributed at the store. They are great 
little good-will producers and remind- 
ers of the fact that G. R. Smith & Co. 
is on the job. 
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A New Series on 


— Store Arrangement — 


A abetted arrangement is 

the subject of a new 
series of articles which 
will begin with the March 
13 issue of HARDWARE 
AGE. It is something for 
which the hardware trade 
has long waited. 


HIS series will be of 

an intensely practical 
nature and will deal with 
problems of store ar- 
rangement in a decidedly 
interesting wdy. It’s a 
series you can’t afford to 
miss, so don’t miss it! 





Frank Mappes 


The Author of the Series 


RANK MAPPES, the author of this series, is an outstanding figure in 
the field of store arrangement. He has been identified with this work 
for many years and is a master of all its details. 


Mr. Mappes’ first important connection was with W. J. Pettee & Co., 
Oklahoma City, Okla. He was identified with this well known firm from 
1909 to 1911 and during this time many innovations were introduced. He 
then went with the Frank P. Hall Co., of Columbus, Ohio, and later became 
identified with the Bunting Hardware Co., of Kansas City, Mo. In 1914.he 
built and equipped the retail store of the Huey & Philp Hardware Co., 
Dallas, Texas. 


Mr. Mappes has also been identified with the Winchester organization 
as store engineer. In this capacity he planned the store arrangement and 
equipment used as exclusive Winchester features, and trained all of the ser- 
vice men now operating as field men for Winchester. Between times he 
managed to give expert advice to dealers throughout the country, planned 
stores and acted in an advisory capacity to dealers by correspondence. 


MR. MAPPES’ SERIES BEGINS IN THE MARCH 13 ISSUE OF 
HARDWARE AGE. 


WATCH FOR IT! DON’T MISS IT! 
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“Every customer of importance and many of little importance had no difficulty in being admitted to his office” 
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By Saunders Norvell 
Chapter VII (Continued)—I Become Sales Manager 


RANK WYMAN handled Eastern bills payable. 

Mr. Wyman was especially noted among the 

traveling salesmen for his wonderful handwrit- 
ing. He was the best writer I ever knew. I remem- 
ber that we had envelopes that we would leave with 
customers in which to send orders to the house and 
these envelopes were addressed from a plate, being 
an exact duplicate of Frank Wyman’s handwriting. 
Mr. Wyman was of a very jolly and friendly disposi- 
tion. He made many friends, especially among the 
children in the community, because it was his regular 
rule Christmas after Christmas to act as Santa Claus 
at the various Christmas celebrations. I have seen 
him on Christmas morning dressed up in a full Santa 
Claus costume riding his bicycle from one Christmas 
tree to another in the residence portion of the city. 


A Believer in Close Personal Contact 


Mr. Simmons was always a great believer in having 
the closest personal contact with the customers of the 
house. Every customer of importance and many cus- 
tomers of little importance had no difficulty in being 
admitted to his office. Every day he talked to many 
of our customers. He understood the retail merchant 
better than any man I ever knew. He knew how to 
interest and please them. In many years’ contact I 
never knew him to make a bad impression upon a 
single customer. Often I would take the customer 
into his office and I would listen to these talks. I 
always noticed that Mr. Simmons would lead off the 
conversation by asking the customer a few questions. 
He got the customer to talk first. He found out the 


things that interested him. Sometimes it was his 
business. 
Other times it might be horses or dogs. 


Other times it was his family, his children. 
Then Mr. 


Simmons would swing the conversation to our busi- 
ness relations and he always gave the impression that 
he was personally interested more than anything else 
in the prosperity and welfare of this particular cus- 
tomer. Afterward he coined and frequently used the 
expression—“A jobber’s first duty is to help his cus- 
tomer to prosper.” 


A Busy Man 


Mr. Simmons was a very busy man. It was sur- 
prising how many things he could attend to in a day. 
He was an exceedingly rapid worker. Now and then 
some of us would take a customer into his office, then 
go to work and forget all about the customer. These 
customers as a rule never left his office without being 
led out. They were so immensely entertained by Mr. 
Simmons that they did not realize the passing of time. 
I remember on a number of occasions Mr. Simmons 
would rush out and beg us to come in with some excuse 
and drag the customer out of his office! 

Of course in writing this account of my experiences 
with the Simmons Hardware Company, throughout the 
article I will devote a very large part of the story 
to E. C. Simmons. This is natural because he was 
of course the outstanding personality in this part of 
my life. I am also quite sure that the hardware trade, 
for whom these articles are being written, are curious 
to know as much as possible of the peculiarities and 
the methods of work of this great merchant. 

Mr. Simmons was always direct. A salesman wrote 
he intended to ‘buy an interest in a customer’s store. 
Mr. Simmons wrote at once—“Then resign as sales- 
man and devote all your time to the store. No man can 
serve two masters.” Then he gave a list of salesmen 
who had lost all. their money in retail ventures. The 
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salesman decided to remain a salesman. He finally 
invested his money in the house and became a rich 
man. 

Mr. Simmons constantly said—“I prefer a man of 
average ability if he will work to a brilliant man who 
will not work.” 

He would say—“If you have several jobs, tackle the 
hardest first. If you have an almost impossible job, 
divide it into its natural parts and then tackle the 
parts one at a time.” 


A Wonderful Business Team 


I. W. Morton and E. C. Simmons together made a 
wonderful working team. Mr. Morton was the 
straightest-thinking man I ever knew. He could see 
into a business proposition further than any man I 
ever knew. Mr. Simmons had all the characteristics 
of a great salesman. He was full of fire and enthusi- 
asm. He always wanted quick action. Mr. Morton, 
on the other hand, was colder and more deliberate. He 
thought things over very carefully. Mr. Simmons saw 
the best side of a proposition. Mr. Morton studied 
out all of its weak points. It was a liberal education 
to hear these two men discuss business questions. Mr. 
Morton would often say—‘“Well, this looks good but 
let me think it over until tomorrow’—and when he 
came back at the problem you would find that he had 
thought it out from every possible angle. Mr. Sim- 
mons and Mr. Morton made a remarkably strong 
combination as partners just because of the difference 
in their temperaments. Two men of like temperaments 
should never go into business together. One partner 
should always be a check on the other. In all the 
years I was so closely associated with them I never 
heard a sharp or an unkind word passed between them. 
Their relations were like those of David and Jonathan. 

At this time most of us got to the office about 8 
o’clock in the morning. Mr. Simmons would arrive 
about 8.30. He worked steadily until 12 o’clock when 
he would go down to the bank to attend a directors’ 
meeting. After that he would have luncheon at the 
club and was usually back on the job by 2 o’clock. Then 
he would work until 4 when in pleasant weather his 
coachman would drive up with one of those beautiful 
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“Mr. Simmons would drive in the parks” 
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Timpkin side-bar buggies with a pair of thoroughbred 
trotters. Mr. Simmons would immediately take the 
reins and for the next two hours would drive in the 
parks or the western part of the city. He was devoted 
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to horses and I have been told he was a very good 
judge of horse flesh. In later years when the auto- 
mobiles arrived on the scene in the latter part of the 
afternoon he would go to the St. Louis Club and play 
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“I decided to try one glass” 


whist with friends until it was time to go home for 
dinner. 

He was one of the first golf players of the country. 
He was very enthusiastic about the game, but I can 
not speak about his game from personal experience 
because at that time I was not invited to share any 
of his games with him! 

Once I remember meeting him in Chicago. He in- 
vited me to luncheon at the Chicago Club, of which 
he was a member. He ordered a bottle of claret and 
I was very much in doubt when I saw the claret arrive 
with two glasses whether it was the proper thing for 
me to help him drink the bottle of claret or not. How- 
ever, I decided to try one glass and I noticed that this 
indulgence did not seem to make a bad impression! 


Always Opposed to Intemperance 


Mr. Simmons was always opposed to intemperance. 
As far as possible he tried to avoid employing drink- 
ing salesmen. I remember in employing a salesman 
when he would write a letter, he would state positively 
that if the salesman drank, if he was known as even 
a moderate drinker, he would not care to employ him. 
This is a rather striking thing bécause in those early 
days hard drinking was a very common thing, not only 
among salesmen but also among heads of houses. Some 
of our salesmen would occasionally fall from grace and 
join “the Disappearing Club.” Mr. Simmons would 
invariably take a great deal of time and trouble to 
attempt to persuade these men to stop drinking, and I 
can remember in a number of notable cases that he was 
successful. 

In another case in Texas we had a very brilliant 
salesman who became entangled with a woman. Sales 
fell off and this salesman was invited to St. Louis. 
He made a clean breast of the whole affair to Mr. 
Simmons and as a result he was transferred to North 
Dakota. He sent us his orders under a nom de plume. 
The lady lost her producer and the affair blew over 
but afterward, I regret to say, this salesman again 
fell from grace, lost his job and went to the gutter. 


(To be continued) 
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N talking radio a short time ago 
[wien a representative of HARD- 

WARE AGE, H, M. Ash, Jr., of the 
firm of H. M. Ash, one of the oldest 
hardware retailers of Paterson, N. J., 
said that “the hardware store is a 
logical medium for the sale of radio.” 

In making this statement, Mr. 
Ash, whose sale of radio equipment 
during the past two months exceeded 
the total sales of all the other de- 
partments combined, echoes the 
opinion of thousands of hardware re- 
tailers throughout the country. 

Here are some of Mr. Ash’s rea- 
sons for this statement: “In the 
first place,” he said, “the average 
hardware store has a reputation for 
service and fair dealing to main- 
tain; it cannot afford to handle 
shoddy stuff; and consequently a 
prospective radio purchaser turns 
with relief from the mushroom radio 
stores, many without principles or 
background, to the store with an es- 
tablished reputation, which must be 
maintained at all costs. In the 
second place, enthusiasm in radio is 
at its peak in winter, when business 
in hardware lines is usually dull, and 
it keeps the total sales volume up. 
In the third place, a hardware man’s 
selling and mechanical ability is a 
wonderful help to him in the han- 
dling of this line.” 

H. M. Ash, Jr., is the head of the 
radio department of the Ash Store. 
He acquired an expert knowledge of 
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Babson estimates that a total of 
$350,000,000 will be spent on radio 


receiting apparatus in 1924. 








radio while serving as a commercial 
ship operator back in the days of the 
coherer and the crystal detector. His 
department occupies approximately 
one-tenth of the store, and with 
showcases and counters in the front 
of the store, on either side of the 
entrance. The various sets are ar- 
ranged on low shelves, each set be- 
ing in a separate compartment, in 
order that the attention of prospec- 
tive buyers may not be distracted by 
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“Turn Your Radio 
Do That and You’ll Have 


the immediate proximity of different 
types of apparatus. All the sets on 
display are connected with an out- 
side aerial and may be immediately 
placed in operation by merely throw- 
ing on the “A” and “B” battery 
switches. 

Mr. Ash has found that the most 
substantial portion of his radio sales 
is derived from the sales of com- 
pleted sets, because of the keener 
competition on parts, although he 
by no means neglects that important 
part of the business. He turns his 
stock once every month on the 
average. 

“A hardware retailer who is to 
make a success of radio must turn 
his stock once every month,” said 





For every dollar spent for music 
and music instruments, seventy-five 
cents will be spent for radio, accord- 
ing to Babson. The radio business 
is three-fourths as great as the jew- 
elry business. 





Mr. Ash. “He must familiarize him- 
self with radio and use this knowl- 
edge in buying. Radio, for example, 
is still in a transitory stage, and an 
article that may be in demand today 
may be out of date next month, and 
for this reason a retailer must be 
careful not to over-buy. Of course, 
in the case of tubes and well stand- 
ardized articles, a retailer can fre- 
quently buy in excess of his imme- 
diate requirements and frequently 
secure advantageous prices as a re- 
sult.” 

The company’s radio department 
is. two and a half years old, and from 
the start the firm found it advanta- 
geous to go in strongly for completed 
sets. In this connection Mr. Ash 
states that they are easy to sell and 
yield big profits. The most popular 
priced sets are those ranging in 
price from $150 to $250, complete 
and installed. The company also 
demonstrates sets in the homes of 
prospects. In this connection Mr. 
Ash states that in practically all in- 
stances 90 per cent of the sets so 
demonstrated are sold. Of course, 
an offer to demonstrate a set is not 
made unless the salesman has reason 
to believe that a prospective buyer 
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Stock Every Month’? - 


Success, Says H. M. Ash, Jr. 





is seriously considering buying and 
is in doubt as to whether it can be 
operated by an inexperienced per- 
son, or whether it will give satisfac- 
tory results in his home. The sale 
of completed sets is 50 per cent of 
the company’s total radio sales. 

Mr. Ash also carries a very com- 
plete line of parts for those who like 
to build their own sets. The greater 
proportion of his customers are me- 
chanics familiar with the use of 
tools, although boys and young men 
without any mechanical training at 
all are also important factors. 

Mr. Ash has found that the sale 
of radio parts is a very important 
stimulant to the sale of tools, and he 
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More than $50,000,000 will be spent 
on tubes alone, $45,000,000 on bat- 
teries and another $50,000,000 on 
miscellaneous items. 





has instructed his salesmen to tact- 
fully suggest the purchase -of twist 
drills, pliers, hack saws, etc., when 
panels and parts are being sold. The 
selling staff consists of five salesmen, 
who know radio and includes two ex- 
perts who are qualified to discuss the 
most recondite and technical prob- 
lems with the most advanced “BCL” 
or “ham.” Whenever a_ problem 
arises, and many do, that are out- 
side the experience of the less tech- 
nical salesmen, one or the other of 
the experts is impressed into service 
and is invariably able to settle the 
problem to the satisfaction of every- 
body concerned. 

For the convenience of his cus- 
tomers a small stock of radio litera- 
ture, showing hook-ups, a discussion 
of technical problems, etc., is carried, 
and it has been found that the han- 
dling of these books stimulates the 
interest of the experimentally in- 
clined—a fact which naturally re- 
acts in increasing sales in the parts 
department. 

The company also handles a full 
line of miscellaneous items, such as 
chargers, etc., and does an unusually 
large and satisfactory business in 
these. The sale of batteries, Mr. 
Ash states, is a very important part 
of his business. 

One window is devoted exclusively 


to radio, and a great deal cf atten- 
tion is paid to keeping the display 
diversified and interesting. An ad- 
vertisement is carried daily in the 
local newspaper during the peak of 
the radio season. This ad calls the 
attention of prospective buyers to 
any new merchandise, to special of- 
ferings, etc., and has proved an ex- 
tremely potent sales builder. 

When asked how much capital 
would be required to install a radio 
department in the average hardware 
store, Mr. Ash said: “The capital re- 
quired for a small but representative 
radio stock is approximately $1,000. 
In my opinion, this stock should not 
be confined exclusively to parts by 
any means. From the start a hard- 
ware retailer should concentrate 
strongly on sets, because it is as easy 
to sell a completed set as it is to sell 
the parts for making one, and be- 
cause the margin of profit is much 
greater. 

“IT have noticed that many stores 
make a practice of placing a loud- 
speaker over the entrance of their 
store and use this every day for the 
purpose of demonstration. In my 
opinion, this is one of the most se- 
rious mistakes a hardware retailer 
can make, for unless the quality is 
extremely good it will have precisely 
an opposite effect from that intended 
and will discourage instead of help 
sales. Of course, in the event of a 
prize fight or some other event of 
importance, the use of a loud-speaker 
outside the store is highly desirable. 





Babson’s figures also show that 
about $250,000,000 will be spent 
sets and parts, exclusive of 
tubes. 





“It is also important that the re- 
tailer give purchasers of sets com- 
plete operating instructions. The 
manufacturers of radio sets almost 
invariably supply operating instruc- 
tions, but in order to prevent any 
possibility of dissatisfaction a re- 
tailer should never let a set leave his 
hands until he feels convinced that 
the buyer can operate it.” 
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$750 a Month in Radio Equipment Sales 


HOMAS B. JAMISON, Cleveland 

Heights, Cleveland, Ohio, started 
selling radio equipment a year ago 
and is now doing a radio business 
averaging $750 per month. Mr. 
Jamison handles high-grade equip- 
ment and demonstrates radio equip- 
ment in the homes of prospective 
customers. He has found that win- 
dow displays are the most effective 
means of stimulating radio sales and 
features a radio window for one 
week of every month.—Hardware 
Age, Feb. 22, 1923. 


Radio Adapted to Hardware Store 


XPERIENCE has shown Fuller- 

ton Bros. Co., Topeka, Kan., 

that radio is admirably adapted to 

the radio store. In this article, the 

company tells how it departmentized 

its stock and organized a systematic 

sales campaign. It employs trained 

salesmen and has had a special room 

for demonstrating sets.—Hardware 
Age, Nov, 22, 1928. 


———_ -— 


What to Stock and How to Sell It 


HE Martin Hardware Co., Ham- 
Tatton, Mo., started with a few 
“B” batteries, some bulbs, one or 
two variocouplers, and a few other 
accessories, and built up the business 
until it now carries about $1,000 
stock. In this article, the Martin 
Hardware Co. gave a complete list 
of the items needed to comprise a 
radio stock, and gave some important 
pointers on demonstration sets and 
also on merchandising.—Hardware 
Age, May 3, 1923. 


Turns Radio Stock Every Twenty-five 
Days 


N March, 1922, C. M. Felt, Hunt- 
ington, N. Y., established a radio 
department and placed V. J. Schu- 
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Hardware Stores 


That Found Profits 


in Radio Sales 


macher in charge, whose knowledge 
of radio and the theory back of it 
proved a valuable asset. Mr. Schu- 
macher found that the big demand 
in completed sets is for outfits sell- 
ing from $27.50 to $165. His aver- 
age stock is valued at $1,500 and he 
finds he is turning it every twenty- 
five days.—Hardware Age, June 28, 
1923. 


Installations and Demonstrations Build 
Radio Business 


N the strength of an offer to 

install ready for use each radio 
outfit complete, the James B. Bice 
Co., Dover,. Del., sold more than 
$1,200 worth of radio equipment in 
three weeks. These first three weeks 
were the first three weeks this com- 
pany handled radio equipment. As- 
sorted stock of complete sets and 
parts is valued close to $1,000. Av- 
erages $500 in sales weekly. The 
price quoted covered complete in- 
stallation, including ground connec- 
tions, aerial, soldering of any neces- 
sary connections, a brief course of 
instruction and the assurance that 
the equipment is perfect and’ will 
give results. Sets selling from $65 
to $200 are the most popular.—Hard- 
ware Age, July 26. 


Radio Department Makes Friends 
for Store 


HE radio department is playing 

an important part in the grow- 
ing success of the new store of Tol- 
ley & Palmer, New Rochelle, N. Y. 
The amount of radio stock carried is 
unusually large, one entire side of the 
store being given over to this de- 
partment, and as a result of its ac- 
tivities in this field the store. has 
made many loyal friends and conse- 
quently does a very satisfactory 
volume of business, not only in radio 
but in all lines carried.—Hardware 
Age, May 31, 1923. 


Find Big Demand for Completed Sets 


RUE & BLANCHARD CO., 

Newport, Vt., started in the 
radio business on a comparatively 
small scale. Because of the strong 
demand for completed sets, this com- 
pany has specialized in regenerative 
receivers that were simple to operate. 
The radio business increased to such 
an extent that the company has esti- 
mated that it will turn its stock about 
nine times this year. During the 
month of December the stock was 
turned approximately once.—Hard- 
ware Age, March 22. 





Radio Helps Sales in All Departments 


RVING VAN VORIS, Cobleskill, 

N. Y., has found that the sale of 
radio parts promotes good will and 
helps sales in other departments. 
The aim in starting was to supply 
the boys with what they need for 
crystal sets and although there was 
one radio store in business before 
the company started and another fol- 
lowed very shortly, both having an 
electrical supply background, Mr. 
Van Voris believes he has sold as 
many parts as have both these others 
together.—Hardware Age, Oct. 285, 
1923. 





$40,000 in Radio Sales in Nine Months 


HE Schroeter Bros. Hardware 

Co., St. Louis, Mo., has a record 
of sales for radio and radio equip- - 
ment for nine months of $40,000. 
Just two things were used to build 
up the sales to this point. The con- 
sistent advertising policy of the firm 
and the use of show windows on a 
busy street. The two forces work- 
ing together built up large sales. 
The company not only advertises 
radio consistently, but features the 
line strongly in connection with 
automobile accessories and_ tools. 
The company states that radio seems 
to fit into the hardware store with 
all the ease of a foot in an old shoe. 
—Hardware Age, Sept. 27. 
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Fixtures 





T a recent lighting-fixture mar- 
A ket and convention held in Chi- 
cago W..E. Barnes, of Wm. E. 
Barnes, Inc., Memphis, Tenn., was 
an interested spectator and was 
interesting to every exhibitor be- 
cause they had all heard, principally 
through HARDWARE AGE, what a 
large business he enjoyed in his elec- 
trical department. 

Mr. Barnes is a quiet young man, 
who does not go in for publicity but 
he does believe in doing things. He 
recently told a HARDWARE AGE rep- 
resentative that he could not see 
why people should be astounded at 
his large electrical sales, as he be- 
lieved the same thing could be done 
by any other hardware merchant, in 
view of the fact that the line was a 
logical one for the hardware store. 

It will be remembered that when 
Mr. Barnes decided to put in a stock 
of lighting fixtures he converted the 
coal bin under the sidewalk into a 
handsome show room that many met- 
ropolitan stores would envy. This 
department today at times requires 
the services of as many as five men 
to install the fixtures which have 
been sold. 


Goes After New Business 


Mr. Barnes is keenly aware to the 
possibilities of this line. He goes 
after the new business and at the 
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A section of the electrical department of Wm. E. Barnes, Inc., Memphis, Tenn. 


same time does not forget the re- 
placement business, which is very 
large. He has studied various light- 
ing effeets, and this information 
passed on to the salesmen has made 
it possible to’ render a service to the 
customer that would not ordinarily 
be given. The home owner who goes 
to Barnes for fixtures is always aided 
to pick the fixtures and the lights 
which go with the room and the col- 
orings of the walls and hangings... 

In January Mr. Barnes ran a half- 
page advertisement in the _ local 
papers announcing a sale of fixtures. 
This cost about $200 but it brought 
in the business and cleaned out the 
advertised numbers with a_ good 
profit. Installation was given free 
with all orders for $25 or over. 
Many mail orders were received with 
checks and money orders attached. 
A special notice in the advertise- 
ment called attention to the fact 
that mail.orders would receive very 
prompt attention. 

Mr. Barnes said that it has always 
been his policy never to advertise 
unless he had something that would 
appeal. He does not take large space 
and assume additional expense unless 
he has a lot of good things to be 
quoted at a price that will attract 
attention; then he goes the limit on 
publicity. He used the half page in 


question because he wanted to reduce 
stock and sell the samples out of his 
display room, so he put on a price 
that would make people sit up and 
take notice. He not only sold his 
samples and reduced his stock but 
made a nice profit in the bargain. 

There is a good margin of profit in 
electrical goods and hardware deal- 
ers who do not push them to the 
limit are passing up a money-making 
propoSition. 


Living Lamp a Big Ad 


Mr. Barnes seems to have ac- 
quired the habit of putting unusual 
ideas into his business. For in- 
stance, he is very much interested 
in his electrical department, not 
only because the merchandise is in- 
teresting but because it is decidedly 
profitable. : 

A short time ago he was called 
upon to represent his store in a large 
pageant and he accordingly decided 
to tell the people of Memphis about 
his electrical department. He had 
sold a considerable number of fancy 
little boudoir lamps made of mani- 
kins dressed in period style, with 
powdered wigs and flowing hoop 
skirts of silk. The concealed light 
under the skirt made the fixtures 
pleasing accessories to the dressing 
table. With this idea in mind he 
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conceived the idea of dressing up a 
live girl to represent one of these 
lamps. He obtained the services of 
a decidedly attractive young lady 
and had her dressed in much the 
same fashion as the lamps. A wire 
frame was made to hold several 
strong flashlights and these were 
placed under the folds of silk so that 


Showing Netting 
in a Novel Way 


WO seasonable items which are 

difficult for the average hard- 
ware merchant to show to customers 
are poultry netting and fencing. The 
Stewart Bros. Hardware Co., Mem- 
phis, Tenn., has a clever way of sell- 
ing this material in the front of the 
store without dragging its cus- 
tomers upstairs, down in the base- 
ment or back in the wareroom. 

William Stewart took a plank about 
60 in. long and painted it black. The 
height was spaced off along the edge 
in white lettering, and samples of 
the various kinds and widths of net- 
ting and fencing were stapled on. 
For instance: If the netting was 24 
in. wide the top of it would be right 
at the 24 in. lettering and the price 
ticket would be tacked right beside 
it. So on up the board for the 30 
in., etc. 

When a customer comes in for 
netting and is not sure just what 
height is wanted, the board is 
brought out. It stands conveniently 
against a counter and the customer 
can easily visualize the different 
widths at a glance and make his se- 
lection without inconvenience. 





Minnesota Dealer Goes 
on Cash Basis 


ARBER’S Hardware, Wykoff, 
Minn., recently announced to the 
community that after a certain date 


HARDWARE AGE 


the entire skirt would be illumin- 
ated. 

A number of Memphis firms were 
represented in different ways but 
when it came time for the entrance 
of the Barnes hardware exhibit the 
lights were dimmed and a page 
walked out with a card advertising 
the electrical department. Then the 





it would conduct business on a 
strictly cash basis. It was also an- 
nounced that this plan would allow 
the firm to do business on a 10 to 15 
per cent margin. As a starter, the 
announcement stated that prices had 
been reduced and several items were 
listed to prove the point. Mail or- 
ders with cash or to be sent C. O. D. 
were solicited. 

It will be interesting to see what 
this concern thinks of the plan at 
the termination of a year’s time. 
When it is considered that many 
hardware stores are carrying all the 
way from 10 to 25 per cent of their 
yearly business on their books, it 
would seem the cash basis would offer 
a@ more economical method of doing 
business and mean greater profit. 





Drinking Fountains 
Build Good Will 


HE main store of the Frank P. 

Hall Co., Columbus, Ohio, is a 
four-story building. Located near 
the exit doors on each floor you will 
find bubble-type drinking fountains 
and signs indicating rest rooms for 
men and women. “These are for the 
convenience and comfort of the pub- 
lic,” says Mr. Hall. “It is their pat- 
ronage and good will which have en- 
abled us to grow from a single small 
store to a four-story sales organiza- 
tion with three branches in the 
suburbs.” 
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—Wins by Eleven Inches 


HEN the issue of Jan. 24 was published we had an idea that the long store 
contest was over. We thought that Burhans & Black, Inc., of Syracuse, N. 
going to come out on top in view of the fact that their store was “300 ft. long 
from one door to the other and 45 ft. in width.” : 
Comes now a letter from the Stambaugh-Thompson Co. of Youngstown, Ohio, which 
reads as follows: “Referring to your recent article, ‘How Long Is Your Store?’ will 
say that we have always considered our store 300 ft. long, but by actual measurement 
our store is 300 ft., 11 in. long. We are using the entire building for hardware.” 
Looks as though the Stambaugh-Thompson Co. wins by 11 in. 
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living lamp followed and another 
flashlight concealed so that it lighted 
up her features as she walked across 
the stage made the picture complete. 
The audience got the idea imme- 
diately and, needless to say, Mr. 
Barnes had sold his electrical de- 
partment to a great many new cus- 
tomers in a very pleasing fashion. 


Job or Career? 


HE deading hardware dealer in 

a middle western town of 10,000 
recently advertised for a young man 
interested in learning the retail hard- 
ware business. A HARDWARE AGE 
representative was in the manager’s 
office when an applicant called. He 
said he came to see about getting a 
job in the store. The manager said 
there was no such opening. 

“Well, you advertised 
paper,” persisted the youth. 

“Not for a man seeking a job, but 
for a youth seeking a useful and 
profitable career,” returned the man- 
ager. “You will notice that the ad- 
vertisement reads: ‘Wanted, a young 
man to learn the retail hardware 
business.’ We have purposely re- 
frained from saying anything about 
hard work, opportunity, hustling and 
similar alleged essentials in want 
ad advertising. A man must be will- 
ing to hustle and work hard if he 
intends to master or become even 
conversant with the intricacies of re- 
tailing hardware. 

“There are no jobs in this store. 
We are all members of an organiza- 
tion which is succeeding by virtue 
of honest and intelligent service to 
the needs of the community. When 
we fail in that service we will all 
seek jobs. Do you think you could 
fit in with us?” 

It was too deep for the young 
man. He withdrew, after grunting: 
“Naw; guess I’ll try some other 
place.” 
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I. Archie Stanbarger, 
president of the firm 


tant, know the town of. Strass- 

burg, Ohio, and fewer still could 
tell you how to get there. Mention your 
interest in the Garver Bros. Co. stores, 
however, and you will receive more in- 
formation than you need. The Interur- 
ban electric line forgets that this little 
town of 917 people has a name. Instead 
of announcing “Strassburg,” the con- 
ductors frequently call “Garver’s.” The 
Garver store is the local interurban 
stop, waiting room and ticket office and 
it says so on the time-table. Why is 
this? Simply because Garver’s big store 
is “The Largest Country Stcre in the 
World,” and is the most important in- 
stitution in Strassburg. 


$999,985 in Sales in 1922 


The 1922 sales in this store lacked 
$15 of reaching the $1,000,000 mark. 
Garver’s does not confine its sales efforts 
to Strassburg alone, but covers a ra- 
dius of fully thirty miles and caters to 
the needs of farmers and townsfolk. The 
delivery service extends as far as fifty 
miles on some occasions. 

The hardware department caters to 
20,000 families and does a business that 
is 99 per cent cash. Garver’s makes it 
worth while to pay eash. Each customer 
receives a cash coupon to the ratio of 
% cent for every 25 cents worth. This 


ee people, living fifty miles dis- 


A $1,000,000 
Business in a 
Town of 917 


Exterior of Garver Bros. Co., Strassburg, Ohio 
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Are Divided 


In the hardware lines, annual 
sales records are divided as fol- 
lows: 

Enameled ware—$2,000. 

Harness, whips, saddlery— 
$2,500. 

Cream separators—$800. 

Auto accessories—$1,000. 

Steel goods—$2,500. 

Farm implements—$3,000. 

Gas engines—$1,000. 

Miscellaneous hardware — 
$10,000. 

Tires—$1,500. 

Churns—$800. 

Fertilizers—$3,500. 

Guns, ammunition and sport 
gocds—$2,500. 

Bee supplies—$1,800. 

Aluminum—$2,000. 

Oils and greases—$2,000. 

Stoves—$5,000. 

Roofing—$2,500. 

Poultry supplies—$2,500. 

Electric fixtures—$2,800. 

Fence—$4,000. 

Paint—$4,000. 

The striking thought in read- 
ing these items seems to us the 
fact that no one line is exces- 
sively large. These figures prove 
that well balanced stocks are 
easily moved at a profit. 





: “tomer service. 








G. Albert Garver. 
its general manager 





represents a true discount of 2 per cent 
for cash. The customers may redeem 
these coupons in either cash or mer- 
chandise. 


Smallest Overhead on Hardware 


Confmenting upon the several depart- 
ments, John Garver, Jr., says the hard- 
ware department operates on the low- 
est overhead. In this department no out- 
side solicitation is done. Mr. Garver be- 
lieves that outside solicitation creates 
more hard feeling than good will, it be- 
ing usually necessary to hire the outside 
men, who think first of making sales 
volume, and seldom consider that the 
house must have a profit and the cus- 
He believes that they 
make rash offers, causing the house 
embarrassment. If it were possible for 
a member of the firm to make such 
sales trips into the country, Garver be- 
lieves it would be splendid and profit- 
able practice. 


Strong for Advertising 


Garver Bros. Co. does plenty of ad- 
vertising. It has more than 100 out- 
door signs. You find them fifty miles 
from Strassburg, painted on barns, 
houses, fences, brick walls, farm gates 
and special poster boards. Some of the 
signs give motorists touring directions 
and invite them to visit “The Largest 
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Country Store in the World.” One sign 
is visible for a distance of one and one- 
half miles. A Cleveland tourist recently 
visited the store and was conducted 
through the various departments by 
G. A. Garver, who terminated the visit 
by selling the motorist a furniture suite 
costing $175. In the warmer months 
Garver’s entertains about fifteen vis- 
itors a day. 

Merchants in various lines come many 
miles to inspect the Garver plant, for 
it has a real reputation. Some time 
ago The American Magazine ran a 
story telling how G. A. Garver and G. 
Rudolph Garver bought a small store 
from their father almost twenty years 
before. The story told how consistent 
advertising and good service built up 
the business to a point where annual 
sales averaged $400,000. This is less 
than half the sales volume for 1922. It 
was G. A. Garver who is credited with 
being the first merchant to conduct a 
l-cent sale. A large chain of drug 
stores now uses this method regularly. 
The plan is to sell one article at full 
price and a second of the same item for 
1 cent. 

The Saturday Evening Post has also 
published a long story telling of the 
romance of this truly American busi- 
ness. These two magazine stories were 
in recognition of genuine ability and 
accomplishment. 


Store Paper Has 12,000 Circulation 


Speaking of Garver’s advertising; 
the most important publicity is the 
monthly store newspaper published by 
this firm. The Garver Store News has 
a circulation of 12,000 in a thirty-mile 
radius. It is an eight page sheet, full 
newspaper size, and contains news and 
stories about merchandise that is of- 
fered by the different departments of 
the store. Farm hints are featured and 
occasional cooking recipes are _ pub- 
lished. Basically it is an advertising 
sheet. This paper is mailed the first 
week of each month. The last week of 
each month a special four-page sup- 
plement printed on pink paper is dis- 
tributed telling of month-end bargains. 


The regular monthly edition of Gar- 
ver’s Store News creates an average of 
300 written inquiries. Some ask for 
further information, but many more 
order goods to be delivered C.O. D. The 
powerful sales force of Garver’s news- 
paper is particularly evident in the 
months of July and August, which are 
frequently depicted as slow months. In 
July, 1923, Garver’s hardware sales 
were within 18 per cent of peak month- 
ly sales volume for any month in the 
year. The August sales were 1 per 
cent better than those for July. The 
firm also issues an annual catalog 
which is sent to about 15,000 homes. 

Three stories, fireproof cement and 
brick, house the many wares of the big 
store. Business hours are from 7.30 to 
8.30, while on Saturday the store closes 
at 9 p. m. During June, July and 
August the store closes at noon on 
Wednesdays. The hardware depart- 
ment is on the right hand side of the 
store and occupies space on both the 
first and second floors. 

Annual sales in the hardware depart- 
ment exceed $200,000. Each year except 
1921 there has been a yearly gain in 
this department. On Sept. 1, 1923, sales 
for the first eight months of the year 
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showed a gain of 6 to 7 per cent over 
the corresponding period of 1922. 
Hardware represented about one-sixth 
of the entire stock, but the sales of 
hardware total 20 per cent of gross 
sales and the hardware stock is turned 
three and a half times a year. 


Entertainments for Farmers 


Last winter the company held three 
entertainments for farmer customers. 
The first show was held in Strassburg, 
the seeond at Wilmot, Ohio, and the 
third at Bolivar, Ohio. In each case the 
town hall was hired, admission was 
free and refreshments were served to 
an average attendance of 550, with 
about 100 people unable to get inside. 
The program started with motion pic- 
tures, followed by a farm lecture given 
by Wheelan McMillen, associate editor 
of Farm and Fireside. Mr. McMillen 
discussed marketing, fertilization and 
other pertinent problems of the farmer. 
Music was furnished by a band. The 
lecture was followed by educational and 
scenic films. The educational films cov- 
ered the manufacturing of products the 
Garver store is pushing. These enter- 
tainments were also held during the 
winter months when the farmer had 
plenty of time and not much diversion. 
Similar affairs are planned for the com- 
ing season. 

At the entertainments and on all 
other occasions where there is direct 
personal contact with the farmers Gar- 
ver Bros. Co. emphasizes the bare fact 
that the farmer only makes money sell- 
ing products, not in raising them. If 
the farmers are successful the store will 
be successful. 


Helping a Customer 


During the haying season last Au- 
gust one of Garver’s old customers was 
stricken with rheumatism. His hay was 
consequently untended and was spoil- 
ing. When Wednesday came the hard- 
ware staff voted to use their afternoon 
holiday by “taking in” this sick man’s 
hay. They drove out to the farm and 
put up fourteen loads of hay in that 
afternoon. The boys did a good turn 
and had an afternoon of fun. 





A section of the store showing the tire rack and accessory display 
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The farmer’s corner showing cream separators, churns, harness and horse 
blankets 


For twelve years a free noon lunch- 
eon has been served to twenty or more 
customers daily. On Saturdays about 
100 are served. The lunch consists of 
soup, bologna or similar meat, bread, 
butter and coffee. There is no string 
attached to the lunch offer. Anyone 
may partake, regardless of purchases 
he may or may not have made. Lunch 
is served on the balcony in a little lunch- 
room which employees are also per- 
mitted to use. 

Large carriage sheds and ample park- 
ing space are provided for the conve- 
nience of customers in the rear of the 
store and one will always find these 
sheds filled with horse drawn vehicles 
and autos. 

Fence is an active line at Garver’s. 
Frequently it is sold off the freight cars 
at an attractive price. One day three 
carloads were sold for cash, the buyers 
doing their own delivering. 

Garver Bros. Co. will use all adver- 
tising signs sent by manufacturers, 
providing the Garver store name ap- 
pears at the base. In and about Strass- 
burg one can see dozens of large sign- 
boards and posters featuring standard 
merchandise. The firm name appears 
at the base. These are in addition to 
Garver’s own house signs. 


Frequent Special Sales 


Successful special sales are common 
at this store. An anniversary sale cel- 
ebrating fifty-six years in business 
brought cash sales of $10,000 in one 
day. This was in 1922. The fifty-sev- 
enth anniversary sale in 1923 totaled 
$35,000 in a couple of days. 

Garver Bros. Co. recently took ad- 
vantage of the offer made by Farm and 
Fireside and held a very successful 
Farm and Fireside Week, which re- 
sulted in $16,101.42 sales for the week, 
as compared with $11,202.03 for the 
same week the previous year. Sales for 
the week previous to the special cam- 
paign were $13,303.83. This was the 
last week in September,, 1923. 

The plan is simple in operation. Sta- 
ple lines advertised in Farm and Fire- 


side were featured in the window and 
on display tables. Large advertising 
placards served as mountings for the 
clipped advertisements of the manufac- 
turers whose wares were being pushed 
at the time. 

Demonstrations were given on oil 
cook stoves, polishes, cream separators, 
and lanterns. Biscuits and cakes were 
baked on the oil stoves. The cakes 
and buttered biscuits were enjoyed by 
all the visitors, particularly the men. 


The Men Behind the Store 


Behind this progressive mercantile 


‘establishment are the officers of the 


company and their associates. G. Albert 
Garver, surviving brother in the origi- 
nal partnership, continues to be the 
chief guiding spirit of this large or- 
ganization. His title is that of general 
manager. He is a tireless worker, is 
fifty-six years old, is usually the first 
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man at the store in the morning and is 
seldom off duty. Mr. Garver is a very 
active church and Sunday school worker. 

I. Archie Stanbarger, fifty-one years 
of age, manager of the hardware 
department and president of the firm, 
joined the company back in the early 
days. He was, in fact, the first clerk 
hired by the two brothers. Mr. Stan- 
barger’s principles in doing business 
might well be summed up in three 
words, “Prompt, courteous service.” 
This is for salesmen who call to sell 
as well as for customers who call to 
buy. He always says “Time is money 
to everybody.” 

John B. Garver, Jr., son of G. Albert 
Garver, is the advertising manager and 
a live one. He handles full details of 
special sales, the monthly store news- 
paper, sales literature, newspaper ad- 
vertisements in county papers, displays 
and other publicity activities which keep 
the name of Garver constantly before 
thousands of people. 

P. A. Garver, sone of the late G. Ru- 
dolph Garver, the company’s first presi- 
dent, is the treasurer of the firm. C. M. 
Lebold is secretary. The hardware de- 
partment ha8 about ten salesmen. The 
store has a staff which numbers approx- 
imately 150 men and girls. 

Daily reports of sales in each depart- 
ment are made out and distributed each 
morning. There is friendly rivalry be- 
tween department managers to see who 
will show the best results. 

Big business done in the small town 
is always interesting and inspiring to 
merchants in all sections of the country. 
The success of Garver Bros. Co., how- 
ever, is unusual largely because of strict 
attention to a number of small but im- 
portant details. Think over some of the 
services extended by this company and 
see if there is not a lesson for you in 
the story of “The Largest Country Store 
in the World.” 





One of Garver’s demonstration displays of oil cook stoves and heaters 
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Better Borders Make 


Suggestions on Framing 


needs no comment, for everyone is 
familiar with this fact. A border 
sets off an ad in the self-same manner. 
In this parallel case the border repre- 
sents the frame and the picture is rep- 
resented by the type matter used inside. 


Too Little Variety 


That the possibilities of border ar- 
rangements are hardly scratched is very 
apparent when the advertising pages of 
newspapers are studied. Most of the ads 
use merely a plain rule border or per- 
haps a fancy border, and in a limited 
number of cases a hand designed border. 
In other words, in going through almost 
any newspaper, with the possible ex- 
ception of some of the larger metropoli- 
tan newspapers, one is impressed with 
the sameness of the borders that are 
used. This condition is no doubt due to 
two facts; first, a great many adver- 
tisers do not realize the importance of 
a border, and, second, the securing of 
different border effects is not a matter 
of common knowledge. 

To throw some light on this state of 


TD need a frame sets off a picture 





Fig. 1 


Plain single 
rule border 











affairs is the aim of this article, and, 
while it is impossible to cover the whole 
subject of borders in a single article, 
we can nevertheless show the hardware 
man the principal underlying border ar- 
rangements and how he may obtain for 
himself new and varied border designs 
for his advertisements. 

A great many retail advertisers think 
it necessary to have a specially hand de- 
signed border in order to get something 
that is different from the ordinary 
newspaper type of border but this :; 
not the case, as we will show. 

To explain in detail what we mean we 
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would ask you to consider the different 
figures that are shown on these two 
pages. 
Plain Rule Border 

Fig. 1 shows a plain single rule bor- 
der. This is the simplest form of bor- 
der that is used. The width of the rule 
will vary in thickness from a mere hair 
line to a width of % in. and more. This 
border, however, is a very valuable one. 
One of its outstanding qualities lies in 
the fact that it permits the greatest 





Fig. 2 


Double heavy 


rule border 


with single 
rule inside 














possible amount of type matter to be 
used in the ad, and this perhaps is the 
chief reason why it is so universally 
used. r 

It is especially adapted for small 
single and double ‘column ads where 
space must be conserved, but in using 
it we would recommend that the lighter 
rules be used, because this will usually 
permit more margin in the ad and 
therefore make reading easier. 


Combination Rule Border 


Fig. 2 shows a combination of rule 
borders. Here on the outside is used a 
double rule border of a little heavier 
line and inside a rule the same width 
as is shown in Fig. 1. This is a com- 
bination that should be made use of 
much more frequently than it is. The 
inside rule has the effect of focusing 
the eye on the type matter and by pro- 
viding a double margin makes an ad 
very easy to read. It also has a much 
more artistic effect than merely the 
plain rule border. Any dealer can easily 
indicate this combination to the news- 
paper compositor. 


Fancy Borders 
Figs. 3 and 4 are fancy borders. Fig. 


February 28, 1924 


By B. J. 


Es lelelolalelelolcles|oy 


Fig. 3 


Narrow 
fancy border 
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3 is a narrow border and Fig. 4 is a 
much wider style. It is obvious that the 
Fig. 4 border is more suited to an ad- 
vertisement which occupies. larger 
space. These fancy borders should be 
used much more often than they are at 
present, for the reason that they are 
generally superior to the plain rule bor- 
der where there is no illustration used 
in the ad. Any fancy border will set off 
an all type ad in a much better fashion 
than will a plain rule border. 


Combination Rule and Fancy Borders 


When we consider Fig. 5 we come to a 
real opportunity in border design. This 
figure represents a combination of three 
borders, two rule borders and one fancy 
border, but the effect as a whole is of 
one border. The reader of the ad does 
not separate these borders with his eye, 
but merely is impressed by the effect of 
the combination as a whole. It is pos- 
sible by combining rule and fancy bor- 
ders in this way to simulate many of 
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rule and 
fancy border 





the effects secured by hand designed 
borders and the combinations that are 
possible are practically limitless. For 
instance, different widths of fancy bor- 
ders may be used; different styles of 
rule borders may be’ used and even as 
many as four or five different horders 
may be combined to gain a wonderful 
effect. 

In this connection we would suggest 
that the most practical way to work out 
these combinations and to try differ- 
ent effects for yourself is to ask the 
newspapers to give you proofs of the 
borders carried in stock. Most news- 
papers have a regular border sheet or 
border book and even if they do not 
have this handy help they will be glad 
to pull a proof for you, showing you 
what they have in stock and, further- 
more, as most newspapers have linotype 
machines, they also have a fairly large 
stock of borders which are cast on this 
machine. It will be realized from this 
that the possibilities in border com- 
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binations are such as to provide a very 
large number of unusual and attractive 
border designs entailing no cost to you 
and very little extra effort for the news- 
paper. A little practice in working out 
these combinations will quickly show 
you that an endless number of designs 
can be arranged. 

The beauty of these combination bor- 
ders is that they have the effect of 
being specially designed. In fact, it is 
difficult for the layman to tell whether 
some of these combination rule and 
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fancy borders are not really hand de- 
signed. 
Odd Shape Borders 


Fig. 6 shows another type of border 
that is cast on the typesetting machines. 
This border, by reason of the circular 
formation, is very effective on small 
and medium size advertisements, as it 
immediately sets off any announcement 
by reason of its different character of 
design. There are a great many of these 
borders made in odd shapes; in circles, 
in squares, in diamonds, in flower form- 
ations and in. various other shapes so 
that in this one field alone numberless 
different borders can be used. 


Shaded Rule Borders 


Fig. 7 shows another type of border 
which is different from either the rule 
or the fancy borders. Your newspaper 
also carries quite a number of these 
types in stock and they will be found 
very useful in varying the appeals of 
your ads. 


Symbolic Borders 
Fig. 8 is a symbolic border design 


Better Advertisements 


and this particular flag design would be 
suitable for a Decoration Day ad or a 
Fourth of July announcement. These 
borders are made in both small, medium 
and large sizes. You will find that these 
symbolic borders are made in a great 
variety of designs; for instance, there 
are Christmas tree designs, Easter de- 
signs, designs made in the shape of a 
running flame, which are especially 
suitable for announcements featuring 
heating devices. 

The hardware man should look into 
these symbolic border designs and keep 
them in mind for special occasions 
throughout the year. They not only 
save the cost for specially designed bor- 
ders, but they make the ad tie up more 
closely to the particular day or season 
of the year when they are used. 

In other words, we are sure that once 
you begin to give this subject of border 
designs a little thought you will become 
interested in working out different bor- 
ders for your ads. You will also quick- 
ly appreciate the fact that new and 
novel effects will make your ad stand 
out on the newspaper page with a great 
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deal more effectiveness than those ads 
which make use of the ordinary types of 
borders which have been used again and 
again. 

It should also be kept in mind that a 
great many other combinations of bor- 
ders can be used, especially in larger 
ads. For instance, a very effective bor- 
der arrangement would be to have a 
wide fancy border over the outside bor- 
der and for the inside panels a smaller 
border of the same design. Such ar- 
rangement is wonderfully effective. 
Rule panels can also be worked out in 
the same way. 
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Reduces Number of Plow Bolts 


Numbers 1, 2 and 5 Elimi- 
nated at Meeting of Industrial 
Groups at Washington 





Question of Standardization of Car- 
riage Bolts and Nuts Referred 
to Committee 


Important progress in the elimi- 
nation of unnecessary types of plow 
bolts and in the adoption of standard 
sizes of carriage bolts and nuts used 
in the agricultural implement trade 
was made at a conference held at the 
Department of Commerce on Feb. 20 
and 21 and attended by representatives 
of the National Association of Farm 
Equipment Manufacturers, numerous 
manufacturers of bolts and nuts, the 
American Engineering Standards Sec- 
tional Committee embracing twenty-six 
other industrial groups, the United 
States Chamber of Commerce and offi- 
cials of the Division of Simplified Prac- 
tice of the department. The confer- 
ence voted to recommend to all manu- 
facturers, distributors and consumers 
that the new program should become 
effective on new production on Jan. l, 
1925, and on existing stocks on Jan. 
1, 1926. 

A feature of the meeting was an 
address by we weeny d of Commerce 
Hoover who declared that simplification 
represents “one of the foremost steps 
in the reduction of manufacturing 
costs.” Through simplification, he 
said, trade associations are enabled to 
make contributions on a sound basis 
to our industry and commerce. The 
progress reported by the conference 
would be of great value to the farmers 
and he congratulated the members on 
their achievements. 

The conference first took up the 
question of eliminating certain of the 
seven types of plow bolts now in use 
and after some discussion it was de- 
cided to abandon numbers 1, 2 and 5. 
When the question of carriage bolts 
and nuts, used in the agricultural im- 
plement trade, was reached, however, 
it became evident that there was such 
a divergence of types with respect to 
technical details as to make it imprac- 
ticable to make progress by continuing 
the discussion at a meeting composed 
of so many individuals. It was de- 
cided, therefore, to refer the subject 
to a subcommittee on technical stand- 
ards which included A. E. Norton of 
the American Society of Mechanical 
Engineers; W. J. Outcalt of the Gen- 
eral Motors Corporation, Detroit; H. 
W. Bearce, secretary of the National 
Screw Thread Commission; Ellwood 
Burdsall of Port Chester, N. Y.; 
William M. Horton of Cleveland, Ohio; 








J. H. Edmonds of Bethlehem, Pa.; 
Commander J. B. Rhodes and Com- 
mander John N. Ferguson of the 
United States Navy; Theodore Brown 
of Moline, Ill.; A. C. Lindgren and 
OQ. B. Zimmerman of the International 
Harvester Co., Chicago; Charles T. 
Ray of Louisville, Ky.; B. J. Kough of 
Moline, Ill.; C. B. LePage of the Amer- 
ican Society of Mechanical Engineers, 
New York; A. J. Schwartz of the 
Naval Gun Factory, Washington; F. J. 
Schlink, assistant secretary of the 
American Engineering Standards Com- 
mittee, New York City; Robert S. 
Burnett, of the Society of Automotive 
Engineers, New York; H. G. Sameit, 
secretary of the National Association 
of Farm Equipment Manufacturers, 
Chicago; H. J. Hirscheimer, president 
of the National Association of Farm 
— Manufacturers, LaCrosse, 

18, 

This subcommittee spent the greater 
part of two days, finally reaching an 
agreement which will be incorporated 
in a report that will be prepared for 
promulgation at an early date. 

_A. E. Norton, chairman of the Sec- 
tional Committee, outlining the value 
of the conference from a_ technical 
standpoint, stated that the steps taken 
would affect certain exports. He esti- 
mated that the standardization steps 
made by this conference in conjunction 
with other groups would eventually 
bring about the elimination of more 
than 50 per cent of the present number 
of open-end wrench sizes. 

“No longer will it be a case of the 
farmer taking an armful of wrenches 
out to make repairs—and then not 
finding the right size,” said A. €. Lind- 
gren of the International Harvester 
Co., discussing the proposals. “The 
proposed action will help the farmer 
in the purchase of tools. When he 
buys a %ths wrench, it will fit a % 
nut—which it frequently would not do 
in the past.” 


The following were present: 


H. W. Bearce, Secretary Nat’l. Screw Thread 
Commission, Bureau of Standards, 
Washington, D. C. 

simae,  eeiaee Implement Industry, Moline, 


A. E. Buelow, Lamson and Sessions Co., 
2188 Scranton Road, Cleveland, Ohio. 

Edward Burdsall, Russell, Burdsall, Ward 
Bolt and Nut Co., Port Chester, N. Y. 

Robert S. Burnett, Society of Automotive 
parca 29 West 39th St., New York, 


G. c. Carothers, Copper and Brass Re- 
search Association, 25 B’way, New 


York, N. Y. 
Erie Bolt and Nut Co., 


N. J. Clarke, ‘ane 
M. Crory, Bureau of Public Roads, 


Cleveland, Ohio. 
S. H. 
—— of Agriculture, Washington, 


U. S. 
D 


W. L. Crounse, HARDWARE AGE, Washington, 


John Donnan, Southern Hardware Jobbers 
Box 654, Richmond, 


Va. 
J. H. Edmonds, Bethlehem Steel Co., Beth- 
lehem, Pa. 


Association, P. O. 





A. L. Empey, Foster Bolt and Nut Mfg. 
Co., Cleveland, Ohio. 

Capt.. Ernest -W. England, 2349 Munitions 
Bidg., Washington, D. C. 

Commdr. John N. Ferguson, U. S. N., U. S. 
Navy Yard, Navy Department, Wash- 
ington, D. C. 

Hugo P. Frear, Bethlehem Ship Building 
Corporation, 25 Broadway, New York, 


as Be Harrison, Atlas Bolt and Screw Co., 
Cleveland, Ohio. 


H. J. Hirshheimer, Nat’l. Ass’n. Farm 
uipment Mfrs., La Crosse, Wis. 
P. E. Holden, U. S. amber of Commerce, 
Washington, D. C. 
William M. Horton, The Kirk-Latty Mfg. 
oe 1557 Clarence Ave., Cleveland, 


Ohio. . 

R. W. Hull, The Bourne Fuller Co., 1501 Mc- 
Cormick Bldg., Chicago, Ill 

I. L. Jennings, mson and Sessions Co., 
2188 Scranton Road, Cleveland, Ohio. 

J. O. Johnson, National Screw Thread Com- 
——_ ety Munitions Bldg., Washing- 
- EB © 

S. C. Kershaw, Columbus Bolt Works Co., 
Columbus, Ohio. 

B. J. Kough, John Deen Plow Works, Nat’l. 
Ass’n, Farm Equipment Mfrs., Moline, 


Til. 
P. G. Lang, Jr.,A. E. S. C. and A. R. E. A., 
B. & O. Bidg., Baltimore, Md. 
Ss. D matty, Kirk-Latty Mfg. Co., Cleveland, 
re) 


Cc. B. LeLoge, American Society Mechanical 
ten 29 West 39th St., New York, 


A. C. Lindgren, Nat’l. Ass’n. Farm Equip- 
ment Mfrs. International Harvester 


Co., Chicago. 
J. J. McBride, Railway Car Manufacturers 
Laseclanion, 165 Broadway, New York, 


Prof. ; Arthur E. 
Mechanical En 


Norton, Amer. Soc, 

neers, Harvard Uni- 
versity, Cambridge, Mass. 

illiam J. Outcraft, General Motors Corp., 
Detroit, Mich. 

has. T. Ray, B. F. Avery & Sons, Louis- 


y. 

. J. B. Rhodes, U. 8S. N., U. S. 
Navy Department, Naval Gun Factory, 
Washington, D. C. 

H. J. Sameit, Secretary, Nat’l. Ass’n. Farm 
Equipment Mfrs., Chicago, Ill. 

F, J. Schlink, Asst. Secy., Am. Eng. Stand- 
ards Committee, 29 West 39th St., New 
York, N. Y. 

Andrew J. Schwartz, Navel Gun Factory, 
32 R.-I. Ave. N. W., Washington, D. C. 
. W. Thurston, American Screw Co., 

Providence, . 

Capt. U 


J. Moultrie Ward, . S. A., War De- 
partment, 2345 Munition Bldg., Wash- 


ington, D. C. 
Ohio Nut and Bolt Co., 


R. J. Whelan, 

Berea, Ohio. 

Albert W. Whitney, Am. Eng. Standards 
nen, 120 W. 42d St., New York, 

Oliver B. Zimmerman, International Har- 
vester Co., 606 S. Michigan Ave., Chi- 
cago, Ill. 

Dr. Gries, Division of Building and Housing, 
Department of Commerce. 

E. L. Priest, Department of Commerce. 

Wm. A. Durein, E. W. Ely and H. ‘ 

Colwell, Division of Simplified Practice. 





Kahn Again President 
Truscon Steel Co. 


Julian Kahn was recently reelected 
president of the Truscon Steel Co., 
Youngstown, Ohio. 


New Blumberg Catalog 


William L. Blumberg Co., Inc., hard- 
ware and housefurnishings specialties, 
31 Warren Street, New York City, now 
has ready for distribution a new cata- 
log covering its entire line. 
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Hardware Mfrs. Will 
Meet with Southern 
Jobbers 


Conventions at New Orleans April 
8 to 11 Will Have Notable 
Address 


In line with the growing tendency of 
hardware wholesalers to secure a better 
understanding of the manufacturer’s 
problems, there will be a change in the 
business program of the joint conven- 
tions of the American Hardware Manu- 
facturers’ Association and the Southern 
Jobbers’ Association, to be held at New 
Orleans, April 8-11. At former con- 
ventions meetings were held every 
morning, the afternoons being set apart 
for recreation, but at the coming meet- 
ings just a sufficient number of morn- 
ing meetings will be held separately by 
each association to take care of matters 
of internal administration, and on 
Wednesday morning, Wednesday after- 
noon and Thursday morning, the dele- 
gates from both associations will gather 
in the convention hall and study and 
discuss trade practices and other prob- 
lems of mutual interest. R 

The topics to be discussed at these 
meetings will include addresses on the 
following subjects: “Is the Guarantee 
of Goods a Sound Business Policy?” 
“What Conditions, if Any, Justify Can- 
cellations?” “Sales Promotion Through 
Manufacturers’ Missionaries,” “What 
Will Be the General Business Conditions 
for the Next Six Months?” “Should Not 
All Hardware Jobbers Be Technically 
Equipped to Bid on Blue-Print Jobs?” 
“Are Resale Prices Desirable from the 
Viewpoint of the Manufacturer, Dealer 
and Consumer?” “What Is the Effect 
of Direct Shipments on the Manufac- 
turer and on the Distribution System?” 

The principal speaker for the joint 
opening session will be Col. Peter O. 
Knight, of Tampa, Fla. The title of his 
address is “The Mistake We Must Not 
Make.” 


Carborundum Co. to Add to 
Plant 


Plans have recently been completed 
for the erection of a new administration 
and office building for the Carborun- 
dum Co. at Niagara Falls, N. Y. The 
building complete with equipment is to 
cost approximately $300,000, and will 
be beyond doubt the finest building of 
its kind on the Niagara frontier. The 
structure will be built on a plot of 
land 394 x 217 ft., on Buffalo Avenue, 
near the buildings of the Niagara Falls 
Power Co. The building will be 200 ft. 
long, 62 ft. deep, three stories and base- 
ment, and will be complete to every last 





modern office device. It will even have 
a radio receiving station, a lecture room 
with a motion picture equipment and a 
cafeteria. 

The building will be of face brick 
with cut stone trim. The interior will 
be of reinforced concrete, with flat plas- 
tered ceilings. The task of supervising 
and construction will be in the hands 
of L. J. Call, construction engineer of 
the Carborundum Co. Work will be 
started at once, and the building is to 
be completed and ready for occupancy 
about Nov. 10. 


G. R. Gill Joins Forces 
McDougall-Butler Co. 


George R. Gill, for many years ac- 
tively identified with Washington paint 
and varnish circles, has joined the sales 
force of the McDougall-Butler Co., Inc., 
of Buffalo, N. Y. Mr. Gill for ten years 
acted as Washington distributor of the 
McDougall-Butler line, which is now 
handled by the Goodye Paint & Supply 
Co., 942 E Street, N. W., of Washing- 
ton. He will spend a good portion of 
his time cooperating with the Goodye 
Paint & Supply Co., developing the 
sale of McDougall-Butler products in 
the Washington district. 

Mr. Gill will continue to operate his 
retail paint store, located at 642 Penn- 
sylvania Avenue, S. E., not far from 
the Capitol. 


Obituary 


Edmund B. Roberts 


Edmund B. Roberts, second vice-presi- 
dent and general manager of Henry 
Disston & Sons, Inc., Philadelphia, Pa., 
died suddenly Feb. 22 in the forty-sev- 
enth year of his age at his residence, 
135 South Seventeenth Street, Philadel- 
phia. Mr. Roberts entered the employ 
of Henry Disston & Sons, Inc., in 1891 
as an office boy. He is survived by his 
widow, Mrs. Ida Shallcroff Roberts, and 
one brother, Elmer Roberts of Philadel- 
yy a services were private 

eb. 25. 


Harry M. Clark 


Harry M. Clark, aged 65, for more 
than twenty years connected with the 
McKeesport Tin Plate Co., McKeesport, 
Pa., in various capacities, died at his 
home at Otto, Pa., on Monday, Feb. 11. 
He was first employed by the company 
as a bookkeeper, then assistant treas- 
urer, secretary and finally company 
auditor, holding the latter position until 
about three years ago, when his health 
failed, and he retired. 

He is survived by his widow, one son 
and one daughter. He bélonged to the 
Masonic fraternity and was a member 
of the Pittsburgh Field Club and the 
Youghiogheny Country Club. 





American Automotive 
Methods Vogue Now 


in Europe 


Spark Plug Maker Tells About 
Prevailing Conditions in Euro- 
pean Manufacturing Centers 


The automotive industry in the old 
world has been thoroughly American- 
ized and business is now in a healthful 
condition, according to a statement by 
Albert Champion, president of the A. C. 
Spark Plug Co., Flint, Mich., upon his 
return from Europe, where he visited 
his factories in England and France. 

“American manufacturing and mer- 
chandising methods are winning over 
there. By their adoption European 
makers of motor cars and equipment 
have established their plants on a sound 
and profitable basis and recovered rap- 
idly from the heavy blows they suffered 
in that heroic five-year period of ter- 
rific sacrifice and slaughter. 

“In the old days they built only a 
few cars yearly and offered the buyer a 
choice of many models. Deliveries, gen- 
erally, were made only of the chassis 
and this necessitated the purchase of a 
body, custom-built, and of complete 
equipment. This meant a small output, 
high prices and comparatively few 
sales, 

“This is all changed now. The Euro- 
pean automobile manufacturer is stand- 
ardizing on one or two models and 
offering his cars to the public fitted 
with bodies and fully equipped. The 
production schedules call for outputs 
many times that of pre-war years. The 
Citroen company, for example, is build- 
ing 150 cars daily now, or more than 
the total output of all the automobile 
on in France combined back in 


“Motor cars are cheaper as a result, 
and more people can afford to buy them. 
Under the stimulus of an_ increased 
market, progressively cultivated by 
American merchandising and advertis- 
ing methods, the automobile business in 
England and France is growing rapidly. 

“Rurope now regards America as her 
teacher in the manufacture of and sale 
of automobiles and equipment. It was 
only two years ago that we established 
alliances with plants in England and 
France, where spark plugs were being 
made long before the AC company was 
founded. But today they are using our 
clay formulae, our designs, our factory 
equipment for the very good reason 
that they have found that American 
methods produce superior products and 
pay bigger dividends than their own 
methods did.” 


A. G. Eustis Opens Store 


A. G. Eustis has opened a new hard- 
ware store at Strong, Maine. 


i 
: 
a 
7 
i 
i 
; 
, 
i 
3 
A 
£ 
4 
; 
; 





58 


E. B. Shoemaker to Direct 
Field Sales for Bethlehem 


E. B. Shoemaker has recently been 
appointed field sales director of the 
Bethlehem Spark Plug Co., Bethlehem, 
Pa. Mr. Shoemaker will cover the lead- 
ing jobbing centers. 





Electric Shop to Add 
Hardware Lines 


Tierman’s Electric Shop, Hunter, 
N. Y., is contemplating the addition of 
a line of hardware, aluminum ware, 
toys, etc., and is desirous of receiving 
catalogs and prices from jobbers and 
manufacturers. 


Steel Hdwe. Co. to Move 


The Steel Hardware Co., Wichita, 
one of the oldest firms of the kind in 
southern Kansas, has taken a lease on 
a building in the heart of Wichita, op- 
posite the post office, which it will oc- 
cupy in the near future. The building 
is being remodeled at expense of $50,- 
000 and will be modern in every re- 
spect. . 

J. Arch Lewis, manager of the com- 
pany, says they expect to give Wichita 
the largest and finest hardware store 
in Kansas. “We expect to expand,” 
he says, “both our hardware and queens- 
ware departments, and also add many 
other articles to our stock which are 
not carried at present by any other 
Wichita hardware store.” 

The company plans to move to the 
new location about April 1. 





Schermer Bros. Add Hardware 
Department 


Schermer Bros., Lakewood, Ohio, 
have added a hardware department 
which will be under the supervision 
of G. Miller, who also manages the 
housefurnishings stock. 





Sargent & Greenleaf, Inc., Dines 
Veterans 


A banquet was recently tendered the 
foreman of Sargent & Greenleaf, Inc., 
manufacturer of bank, safe and key 
locks, Rochester, N. Y., at the Hotel 
Rochester, and included among the 
guests present ten men whose years of 
service totaled 427 years, or an aver- 
age of 43%, years per man. 

Speeches were made by John Butler, 
with the company for fifty-four and 
one-half years, as representative for 
the fifty-year class; Frank Arnott, the 
forty-year class; W. F. Diesel, vice- 
president, the thirty-year class; George 
Holcomb, the twenty-year class; David 
Robinson, the ten-year class, and W. R. 
Hill, president, as the youngest. 





Gadd Returns to Hardware 
Business in Iowa 


George T. Gadd is reengaging in the 
amine business under the trade name 


HARDWARE AGE 


of the George T. Gadd Hardware Co., 
323 South Third Street, Cedar Rapids, 
Iowa, and is desirous of receiving cata- 
logs from wholesalers and manufactur- 
ers, particularly on fine tools, cutlery, 
sporting goods and builders’ hardware. 


Cut Prices—The 
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Union Sisdeware Co. 
Outlines Growth 


In commemoration of its sixtieth an- 
niversary, the Union Hardware Co., 
Torrington, Conn., has recently issued 
a statement briefly outlining the history 
and growth of the company from its 
inception to the present time. The 
business, according to this statement, 
which is now known as the Union Hard- 
ware Co., was established in 1854 and at 
that time the principal, if not the only 
product, was ice skates. The Union 
Hardware Co. was incorporated in 1864. 
The manufacture of roller skates was 
started about 1876 and the catalog at 
that time also listed numerous other 
items. 

The products of the Union Hardware 
Co. are now as follows: Ice skates, 
roller skates, steel fishing rods, fishing 
reels, gun implements, police goods, 
tackle blocks, hack saw frames, screw 
drivers, tool handles and other wood 
goods. 

For many years Achille F. Migeon 
was president. In 1888 Thomas W. 
Bryant joined the company as secretary 
and treasurer and upon the death of 
Mr. Migeon in 1903 succeeded to the 
presidency. Under his leadership hag 
occurred most of the growth of the com- 
pany until today it is using approxi- 
mately 350,000 sq. ft. of floor space, em- 
ploys about 1200 hands, and has a cap- 
ital stock of $1,800,000. 





Earl and Slusser Take Over 
Wilson Store 


L. H. Earl of Lima, Ohio, and J. C. 
Slusser of Vaughnsville, Ohio, new 
owners of the O. See Wilson hardware 
store, Ottawa, Ohio, will take posses- 
sion of this business Jan. 1. Mr. Earl 
has been in the hardware business for 
more than twenty-five years and is a 
lifelong friend of Mr. Wilson. 





B. S. Ulrich Sells Business 


B. S. Ulrich, Sycamore, Ohio, has 
sold his retail hardware business to his 
son Dale and L. B. Grandstaff, posses- 
sion to take place Jan. 1. The new 
owners will incorporate under the firm 
name of The Ulrich-Grandstaff Hard- 
ware Co. 





Murphy Bros. Discontinue 
Hardware Business 


In order that it may devote its en- 
tire attention to its rapidly expanding 
business in sheet metal contracting, 
roofing and furnace work, Murphy 
Bros., 22 North Park Row, Erie, Pa., 
has recently discontinued its retail 
hardware, stove and paint business. 





Department of Commerce Ex- 
perimenting with Fibers 


The United States Department of 
Agriculture is seeking fibers suitable 
for binder twine to be used in future 


years. Experiments are now being 


conducted with henequin, sisal, maguey 
and abaca — in the Philippines. 
irgin Islands. 


Porto Rico and 














February 28, 1924 


HARDWARE AGE | 59 


Some Thoughts from the New York 
Advertising Club 


EW YORK CITY has the greatest advertising 

| \ club in the world. In New York at Thirty-fifth 

Street and Park Avenue this club has a magnifi- 

cent club house. It does not rent this club house—it 

owns it. The Advertising Club formerly had very 

modest quarters down on Twenty-fifth Street. It first 

decided it would build its own club house. Afterward 
it bought a building. 

Now I happen to be a member of this club and I 
know a good many of its members. When it started 
its campaign to raise money to build the club house 
and to increase the membership of the club, I said 
to myself—“It will be fun to watch these fellows get 
into action. With that crowd of go-getters in the sell- 
ing and advertising field, when they go out for some- 
thing like a club house for themselves you can just bet 
the fur is going to fly.” 

Well, the way they all worked, from the president 
clear down to the newest member, was a sight to see. 
Every morning when I opened my mail somebody in- 
quired whether I had secured my new member. This 
club has a newspaper of its own. It is called—The 
Advertising Club News. The “News” was full of 
accounts of their activities. They had an honor list 
and a 100-point list and they pinned all kinds of decora- 
tions and medals on old club members who brought 
in new club members. 


Not Handsome—Simply Gorgeous 


Their present home was owned by a very wealthy 
and prominent New York family. The interior decora- 
tions are not handsome—they are simply gorgeous. 
They have fire places built of onyx that look as if they 
were just taken out of some of the old medieval palaces 
in Italy or France. As you enter the front door there 
is a broad winding staircase of pure white marble. 
There are gilded railings made of hand wrought iron. 
The ceilings remind you of the Palace of Versailles 
where the Peace Treaty was signed. Certain rooms 
take you back in their magnificence to the ball rooms 
of Fontainebleau. 

Well, the other night sez I to myself—“I guess I will 
go around, have dinner at the Advertising Club and 
take a look at all this gorgeousness.” So I telephoned 
a friend to meet me there at seven o’clock. As I 
happened to be ahead of time I bought a cigar, took 
a seat in the hall and watched the sales managers and 
the salesmen and the advertising men in their temple 
of art. 

Now you know, I am a roughneck myself. I am a 
sales manager. I am an ex-salesman and I want you 
to know I am proud of all these things but say, girls, 


it was funny to see the members enter this club, check -- 


their coats and hats at the left and then wander up 
that marble staircase under that gilded ceiling. Of 
course they tried to look careless, just as if it were 
their habit to retire every night in a silk covered bed 
with a Louis XIV canopy. 


When my friend arrived, and, by the way, he is 
one of these men who is affected by every wave of 
emotion or feeling, he is just as delicate in his recep- 
tion of sensations as one of these arrangements that 
register earthquakes on the other side of the globe, 
I took him up the white marble staircase. On the 
second floor in enormous rooms that looked like the 
habitat of kings, queens, princes and ambassadors, 
sales managers and advertising men were nonchalantly 
lounging in easy chairs and knocking their cigarette 
ashes carelessly on the carpet. We took a seat on one 
of the low easy sofas. I looked at my friend. He was 
tremendously interested. “Say,” he remarked, “I 
never saw anything just like this before in my life.” 
“What’s the matter with it?” I inquired. “Well,’ he 
answered, “this club reminds me of a palace in Europe 
with a lot of Cook’s tourists being led through it by a 
guide. Say, isn’t it funny?” Then he began to laugh 
and we sat there shaking that sofa as we giggled and 
laughed like two school girls. 

Then we ascended, “ascended” is the only word to 
use, that marble staircase to the third floor and took a 
seat at a small dining table. Here the spell was 
broken. The dining room in gorgeousness does not 
compare with the lower floors. It is evident that in 
the old building the third floor was composed of bed- 
rooms. We rather guessed that the partitions had 
been torn down to make way for the dining room and 
when the job was done there were not enough Fon- 
tainebleau or Versailles or Sans Souci ceilings and 
side walls to go around. 

The restaurant was crowded. The waiters were 
rushing around just about as much rattled in appear- 
ance as they appear to be in other restaurants. Not 
one of the waiters would wait long enough to take 
your order, just as it is in other well-regulated eating 
places. However, I fixed our waiter with my eye and 
remarked—“Now, brother, just stand right here with- 
out any side jumping or jazz steps tntil you get this 
order.” It was hard for him to do it. He looked 
around the room and he saw a dozen things that he 
should have rushed after but we looked fierce and so 
he stayed. Blessed is the waiter who will stand still 
long enough to take your order! 


Well Worth Seeing 


Now when any of the hardware fraternity come to 
New York if they will call on me at HARDWARE AGE, I 
will give them a card to the Advertising Club. Not 
only is the club well worth seeing but so are the adver- 
tising men, the sales managers and the salesmen who 
make up this club. 

Why shouldn’t salesmen and advertising men have a 
club that looks like a king’s palace? They are entitled 
to this club and all of the French and Latin inscrip- 
tions on the fireplaces. Why? Just because they 
raised the money and bought it. They did not call 
on anybody else to help, either. They turned this 
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trick themselves. Every sales manager and ad writer 
and ad illustrator and salesman who enters this club 
and climbs that marble staircase pushes out his chest 
and thinks more of himself. Why shouldn’t we have 
a club that we can grow up to? Why shouldn’t I 
lounge in an easy chair under a gilded ceiling and drop 
ashes on the carpet just as if I had never carried a 
permit to travel in the caboose of a freight train? 
During the day we may have to sit around and wait 
our turn to submit our brilliant ideas to some great 
advertising gazabo. We may have to talk to him about 
the “interrupting idea” or any of our other advertis- 
ing stunts. We may have to listen patiently while he 
tells us what he thinks about advertising but at 6 
o’clock the day’s work is done and we can adjourn to 
the Advertising Club, sink into easy chairs, rest our 
weary feet on andirons in the style of the salamander 
of Francis I, lift our eyes upward and read inscrip- 
tions in ancient French, carved over the mantelpiece— 
inscriptions that were possibly read by the kings of 
France when they warmed their shins in front of the 
fireplaces in the Chateau of Chinon. 

New York City is the center of advertising and 
selling not only for the United States but for the 
entire world and this advertising club to a man with 
imagination is one of the most striking monuments of 
the power of advertising and selling. Please remember 
that this club was not bought by contributions from 
corporations. It came into being from the voluntary 
contributions of actual workers in the advertising and 
selling field. 

As I sat reposing in the club my mind was carried 
back to the magnificent quarters I have seen of the 
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various guilds in London, in Venice and in German 
and French cities. These guild buildings and halls 
were erected by the contribution of the actual workers 
in the various guilds. Then I thought, how much 
better for the advertising and sales workers to create 
a beautiful thing like this club as an expression of 
their joy in their work than to have such beautiful 
buildings pulled down and destroyed as they have 
been in Russia and in other countries where the 
radicals have flaunted themselves in the name of labor. 

Every great worker loves to do a beautiful thing, 
whether it be in wood or iron or marble or even in 
advertising and selling. The old painters and sculp- 
tors were artisans. Michael Angelo and Raphael mixed 
their own paints. Possibly the gorgeousness of the 
Advertising Club of New York points the way in which 
labor can express itself in beauty. Possibly when 
Michael Angelo climbed down from the scaffolding in 
the Sistine Chapel in the Vatican after having painted 
steadily lying on his back for ten hours, he was not 
any more beautiful to look upon than some of these 
sales managers at the Advertising Club, but Michael 
Angelo, while not beautiful himself, was creating a 
beautiful thing. 

We all know that a great deal of advertising is very 
beautiful and artistic. Why shouldn’t we salesmen 
make our work beautiful too? Possibly after a while 
the beauty of our work may show in us and 80 when 
we visit the Advertising Club, there will not be quite 
such a contrast between the beauty of our surround- 
ings with our own personal appearance. 

I have said it!!! 

“THE SALES MANAGER.” 





J. H. McNulty to View 
Tomb of King Tut 


J. H. McNulty, president of Pratt & 
Lambert, Inc., varnish makers, with 
Mrs. McNulty, sailed Feb. 16 from 
New York on the Cunard liner S. S. 
Berengaria, bound for Cherbourg, 
France. Before returning, Mr. and 
Mrs. McNulty will visit the famous 
tomb of King Tut-Ankh-Amen at 
Luxor and the _ recently exploited 
Valley of the Kings. 





E. J. Wood to Open Long Island 
Store 


Edgar J. Wood is to open a retail 
hardware store at 384 Long Beach 
Road, Oceanside, Long Island, N. Y., 
March 1. Mr. Wood will carry a line 
of hardware and _  housefurnishings, 
and is requesting catalogs covering 
these lines. 


Fate-Root-Heath Co. Issues 
Catalog 


The Fate-Root-Heath Co., 90-92 West 
Broadway, New York City, has recent- 
ly issued a catalog showing its com- 
plete line of cobblers’ outfits, shoe lasts 
and stands, grist mills, corn shellers, 


and lawn mower sharpeners. 

The company has recently developed 
a new baked enamel finish, and is now 
marketing its products in gold and 
red, a combination which is said to 
have materially increased sales, be- 
cause of its attractiveness. 


/ 


Emmons & Herbert Bros. 
to Expand 


Emmons & Herbert Bros., Lyndon- 
ville, Vt., have placed stock orders with 
a view of engaging in the retail hard- 
ware business. Mr. Emmons was asso- 
ciated with the Eaton Hardware Co. 
of that town for fifteen years, and the 
Herbert brothers for about twenty-two 
years. 


ee 


Two New Philadelphia Stores 


The Neighborhood Stores have re- 
cently opened two general hardware, 
paint and housefurnishing stores at 
5246 Market Street and 2739 North 
Front Street, Philadelphia, Pa. 





Allen F. Smith Sells Business 


Allen F. Smith, Griswoldville, Mass., 
has sold his business to Wayne A. Smith 
and has gone to Pasadena, Cal. 


Landon P. Smith Sails 
for South 


Landon P. Smith, president of the 
Smith & Hemenway Co., Inc., manufac- 
turers of “Red Devil” glass cutters, 
pliers, and other light hardware, sailed 
recently with Mrs. Smith and daughter 
on the Morgan Line steamer Momus 
for New Orleans and other Southern 
points. Mr. Smith will spend some 
time in Florida and will also visit Cuba, 
returning early in April. 


A. P. Greene now with Osborne 
Hardware Co. 


Arthur P. Greene, for many years as- 
sociated with the Belcher-Loomis Hard- 
ware Co., Providence, R. I., is now with 
the Osborne Hardware Co., 245 High 
Street, Holyoke, Mass. 


Kardon Products Co. Catalog 


A new catalog and guide book, 
known as No. 600, has recently been 
issued by the Kardon Products Co., 
manufacturer of electrical devices and 
wireless apparatus, 101 Varick Street, 
New York City, which features the 
more prominent hook-ups working Kar- 
don units. 
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- Pacific Northwest Ass’n 


Urges Relief 





President 
J. R. Stevenson 


of the Pacific Northwest Hard- 

ware and Implement Association, 
held at the Davenport, Spokane, Wash., 
Feb. 6-8, proved to be one of the most 
interesting and instructive the organi- 
zation has ever held. The question box 
discussion was of decided benefit to the 
dealers, particularly the session in 
which “The Three Graces”’—expense, 
margin and profit—were discussed. 
The addresses were also of a decidedly 
high order, 


sie nineteenth annual convention 


Help for Farmers 


Probably the two most important 
acts of the convention were the indorse- 
ment of the McNary-Haugen bill for 
the relief of wheat farmers and the 
approval of a plan for joint dealer ad- 
vertising of the facts of the implement 
industry in the Pacific Northwest farm 
papers. President Z. Y. Coleman of 
Toppenish, Wash., made an ideal pre- 
siding officer and was succeeded in the 
office by J. R. Stevenson of Pomeroy, 
Wash. The Washington Hardware and 
Implement Underwriters declared its 
customary 50 per cent saving, while 
A. Z. Wells of Wenatchee, .Wash., was 
reelected president. E. E. Lucas of 
Spokane continues as secretary of both 
organizations. 

The convention was called to order 
shortly after 10 o’clock . Wednesday 
morning, Feb. 6, by President Z. Y. 
Coleman of Toppenish. The Rev. L. 
Morgan Chambers then pronounced the 
invocation and the assemblage joined 
in singing “America.” A cordial ad- 
dress of welcome by Mayor Charles A. 
Fleming of Spokane was fittingly re- 


for Wheat Farmers 
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hevwing rreswuent 
Z. Y. Coleman 


Also Approves Plan for Advertising 


Facts of Implement Industry— 
J. R. Stevenson New President 


sponded to by President Coleman. The 
appointment of committees followed. 
“The Clean-up Squad of Commerce” 
was the title of an address by Orno 
Dale Strong, publisher of The New 
West Trade, Spokane. Following which 
a number of jobbers and guests deliv- 
ered short talks on business conditions. 


Interesting Question Box Discussion 


Rivers Peterson then opened the 
question box discussion with the ques- 
tion, “What business have the drug 
stores to sell sporting goods and like 
articles on Sunday?” Some dealers 
reported that this problem had been 
solved by means of mutual understand- 
ing. The invoking of the Sunday clos- 
ing law was not regarded as being par- 
ticularly practicable. 

The question box discussion was con- 
tinued in the afternoon session with 
the question, “Do toys pay?” An in- 
teresting discussion ensued on this sub- 
ject, at the conclusion of which it was 
stated that toys would pay good re- 
turns provided the dealer makes his 
store the leading toy store in town, 
carries a representative line and ad- 
vertises it properly. 

Other features of this session were 
addresses by Capt. John W. Gorby, di- 
rector National Transportation Insti- 
tute, Chicago, on “Transportation, the 
Basis of Business Development,” and 
by Rivers Peterson, Indianapolis, Ind., 
on “Gobs of Paint.” 

A silent tribute was then paid.to the 
memory of ex-President Wilson, the 
audience standing for a minute in si- 
lence -with bowed heads. 

Reference was then made to the pub- 


licity plans of the implement manufac- 
turers and the appointment of a 
committee of three to meet the repre- 
sentatives of the farm papers was 
moved and carried. 

The question box was then resumed 
with the question, “Can a cash busi- 
ness be successful?” This was fol- 
lowed by another discussion on “Does 
it pay to have parcel post shipments 
insured?” The consensus of opinion 
was that it did not. 


Implement Problems Taken Up 


Thursday morning, Feb. 7, opened 
with an executive session for the dis- 
cussion of implement problems espe- 
cially. 

“What percentage of mark-up should 
implement parts and repairs carry?” 
was the first questioh discussed. About 
30 per cent on sales was suggested, but 
it was deemed a better plan for manu- 
facturers to bill at list, with adequate 
trade discounts. 

“How many times do dealers turn 
implement stocks?” was the next sub- 
ject. One dealer said almost two, while 
others thought 1% the average. 

“Does it pay to have outside solici- 
tors for implements?” came next, and 
on this there was no unanimity. 


The Problem of Distribution 


The jobbers’ viewpoint on distribu- 
tion was represented by Roy R. Gill, 
Holley-Mason Hardware Co., who de- 
scribed the necessary services per- 
formed by jobbers which under modern 
conditions it is increasingly difficult to 
eliminate—such as assembling, ware- 
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housing, financing and assuming ship- 
ping risks. 

There are other systems like mail 
order houses and chain stores that de- 
part somewhat from the regular sys- 
tem, and jobbers and retailers were 
urged to cooperate in increasing their 
efficiency so as to successfully compete 
with such contenders. It is just as es- 
sential for the dealer to keep in close 
touch with his customers as it is for 
the jobber with his customers—the 
dealer. 

With regard to jobbers’ price lists, it 
was said that that service might be 
resumed if desired, but it would only 
be an added expense to the cost of dis- 
tribution. Keep stock in good shape, 
buy in small quantities and work for 
turnover. 


The Retailer’s Viewpoint 


Distribution from the viewpoint of 
the retailer was discussed by F. A. 
Ernst, Seattle, who described the im- 
possible situation that would exist if 
all retailers were out of business and 
consumers and manufacturers endeav- 
ored to deal direct. Two modern ten- 
dencies, he said, made it more and more 
impossible to eliminate the middleman. 
These are specialized, large scale and 
centralized production; and the fact 
American consumers spend as fast as 
they earn. Instead of elimination, we 
need education and efficiency and should 
get rid of dead stock. We must encour- 
age simplification by manufacturers 
and simplify our own stock as well. 
Turnover is of the utmost importance. 
The average turnover in hardware 
stores is two and one-quarter; let’s 
work for four. Take stock frequently, 
keep stock cards, keep them posted up, 
and use them before buying. 


Underwriters Cut Another Melon 


Thursday afternoon featured the 
eighteenth annual meeting of policy- 
holders of the Washington Hardware 
and Implement Underwriters. 

President A. Z. Wells of Wenatchee, 
in a brief address, announced that this, 
eighteenth, melon cutting, amount- 
ing to about $60,000 on policies expiring 
during 1924, added to the $438,181 saved 
to policy holders in the previous sev- 
enteen years, would make practically 
one-half million dollars returned. Of 
the 50 per cent saving, 30 per cent is 
credited to renewal premiums and 20 
per cent to individual account until that 
is built up to 125 per cent of the an- 
nual premium. Employees are entitled 
to the association insurance. 

The report of the secretary showed 
insurance in force Dec. 31, 1923, of 
$6,698,804, on which the premiums 
amounted to $132,073. A little less than 
half is reinsured. 

N. F. Raymer, Reardan; W. P. Lu- 
cas, Portland, Ore., and R. S. Erb, Lew- 
iston, Idaho, were elected directors for 
three years, succeeding themselves, the 
secretary casting the unanimous ballot, 
on motion by Stevenson. 

As a finance committee, J. N. Nan- 
kervis, Moscow, Idaho; A. T. Holmes, 
St. John, and D. P. Hayes, Waitsburg, 
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were elected to succeed themselves in 
the same manner, on motion of Z. Y. 
Coleman. 

President Z. Y. Coleman then -took 
the chair, convening the Pacific North- 
west Hardware and Implement Asso- 
ciation. ‘ 

Chairman Stevenson offered a reso- 
lution favoring the McNary-Haugen bill 
for marketing surplus wheat, follow- 
ing which J. K. McCormack, president 
Union Securities Co., was introduced 
and spoke in favor of the proposed 
law. 

Capt. J. W. Gorby then delivered an- 
other address on “The Tragedy of the 
Unfit.” 

A question box discussion on the ad- 
visability of dealers assisting in the 
recovery of agriculture then ensued. 
Diversification of products was urged 
and it was felt that the over-extension 
of credit was an exceedingly bad thing 
for everyone. 

During the evening session Secretary 
E. E. Lucas showed lantern slide pic- 
tures illustrating the services of the 
national and State associations. This 
was followed by a motion picture en- 
titled “The Menace,” illustrating the 
fire losses occasioned by carelessness. 
“Getting the Most Out of Retailing” 
was a two reel film shown through the 
courtesy of the National Cash Register 
Co., in which the leaks that eat up 
profits, good and bad advertising, win- 
dow displays and salesmanship. 


“The Three Graces” 


The Friday morning session, Feb. 8, 
opened with a discussion of expense, 
margin and profit during the course of 
which Messrs. Erb, Jameson and Wells 
gave a demonstration of how a dealer 
should handle the items of expense and 
margin in order to derive a profit. This 
was one of the unique features of the 
convention and made a decided impres- 
sion upon all present. 

Following a discussion of the buy- 
ing of futures, the nominating com- 
mittee reported the following as direc- 
tors for three years: 

H. J. Sudmeier, Selah; R. S. Butter- 
field, Moscow, Idaho; Z. V. Leslie, 
Mansfield; W. E. Doelle, Cashmere; 
W W. Howell, Yakima; W. H. Rich- 
ardson, Harrington. To fill the unex- 
pired terms of O. A. Welch of Coulee 
City, C. G. Jennings of Tacoma. All 
were elected. 

H. J. Hodge, Abilene, Kan., secre- 
tary National Federation of Implement 
Dealers’ Associations, then talked on 
“The Association and the Dealer.” 

R. S. Butterfield reported for the com- 
mittee to investigate the proposed deal- 
ers’ implement advertising campaign 
that it seemed practical and recom- 
mended that representatives of the 
farm papers be given the floor to ex- 
plain the plan. 

A. W. Stypes, Fred S. Young and J. 
R. Gerber spoke for four farm papers 
of the Pacific Northwest, representing 
that manufacturers are carrying the 
message of the implement industry 
publicity program to dealers, and it is 
up to dealers to carry it on to the 
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farmer. They want $20 each from 600 
dealers, the advertising to be in the 
name of the three dealers’ associations 
if desired. 

After discussion, motion by Tomp- 
kins, seconded by Stevenson, carried 
that the association indorse the plan, 
but without placing the association un- 
der any obligations in the matter. 

The newly elected president, J. R. 
Stevenson, Pomeroy, was then intro- 
duced; also the newly elected second 
vice-president, R. S. Butterfield, Mos- 
cow, Idaho. The new first vice-presi- 
dent, C. G. Jennings, was not present. 

Then followed the address by Mr. 
Peterson on “Business Barometers.” 

It was decided that the 1925 meeting 
would be held in Spokane, and it was 
also suggested that the Seattle mid- 
summer meeting be held in July during 
the market week. 


Resolutions Adopted 


Chairman Stevenson offered resolu- 
tions which were adopted: 1, supporting 
the McNary-Haugen bill for the relief 
of wheat growers and agriculture in 
general and requesting support of our 
Congressmen; 2, indorsing the Hard- 
ware Merchants’ Ethical Code, as rec- 
ommended by the National Association 
at the Richmond convention in June; 
3, reaffirming belief in simplification and 
commending manufacturers, the Na- 
tional Retail Hardware Association, 
National Federation of Implement Deal- 
ers’ Association and other agencies 
which have been active in the move- 
ment. , 

H. J. Hodge urged the association to 
be represented at the next federation 
convention. 

As a sort of delayed president’s an- 
nual address Retiring President Cole- 
man gave a fine talk on the last mid- 
summer meeting in Seattle, the na- 
tional convention in Richmond, touched 
on some essentials in advertising and 
salesmanship, and commended the ef- 
ficiency of Secretary E. E. Lucas. 

For the Washington Hardware & Im- 
plement Underwriters the reelection of 
A. Z. Wells, Wenatchee, president, and 
E. E. Lucas, Spokane, attorney in fact, 
and the election of R. S. Erb, Lewiston, 
Idaho, as vice-president was announced. 


The Convention Banquet 


The banquet tendered the visiting 
merchants and other guests by the job- 
bers and manufacturers Friday even- 
ing at the Davenport was fully up to 
expectations. Every chair in the Marie 
Antoinette ballroom was occupied, with 
a heavy overflow in the balcony. After 
a delightful menu and a musical pro- 
gram consisting of numbers by Leon- 
ardo Brill, Marian Marschante, the 
Rogers Singing Trio and Hugh Winder, 
Toastmaster Roy R. Gill introduced Re- 
tiring President Z. Y. Coleman and 
President Elect J. R. Stevenson. Fea- 
tures of the evening were the showing 
of Columbia Basin pictures, with ac- 
companying lecture by Fred A. Adams, 
and a home-spun farce entitled “The 
Congressional Record” by the Uni- 
versity Club Little Theater Players. 
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Idaho Dealers Discuss Distribution, 
Simplification and Advertising 


Convention 


Held at Boise, 
Jan. 29-31 


a Success 


discussions, enjoyable entertainment 

and an excellent banquet were 
among the outstanding features of the 
annual convention of the Idaho Retail 
Hardware and Implement Dealers’ As- 
sociation, which was held at Boise, 
Idaho, Jan. 29-31. Vice-President C. 
M. Merrick of Buhl was elected presi- 
dent for the ensuing year. All in all 
the deliberations of the association pro- 
ceeded without a hitch and when the 
final adjournment was taken all of those 
who were in attendance felt that they 
had participated in cne of the most in- 
teresting and instructive gatherings 
ever held in the history of the organi- 
zation. 

Owing to the illness of President H. 
W. Wulff of Weiser, Vice-President C. 
M. Merrick of Buhl called the first 
session of the convention to order, fol- 
lowing which the assemblage joined in 
the singing of “America.” Two vocal 
selectiorfS came next, and then Dean 
Paul Roberts pronounced the invocation. 
Acting Mayor Edward Smith of Boise 
extended a cordial welcome, a fitting 
response being made by Mr. Merrick. 

“The Basis of a New Business Pros- 
perity” was the topic of an address by 
Orno Dale Strong, publisher The New 
West Trade, Spokane. Rivers Peter- 
son, editor Hardware Retailer, Indian- 
. apolis, followed with a talk on “Gobs of 
Paint.” 

A number of the dealers told of sim- 
ilar activities in cooperating with farm- 
ers to get better results in farm pro- 
duction. 


The Returned Goods Evil 


S. M. Coffin, sales manager Northrop 
Hardware Co., Boise, opened the 
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Secretary HE. EH. Lucas 


Wednesday morning, Jan. 29, session 
with an address on “Distribution.” He 
said in part: 

“As jobbers and retailers there are 
three problems in which we should be 
specially interested: 1, returning goods 
to jobber; 2, abuse of the guarantee; 
and, 3, reducing expense through in- 
creasing turnover. 

“The most important feature of any 
mercantile business is turnover. Profit 
will take care of itself if turnover is 
properly adjusted. I believe a stock 
that turns four times a year will 
produce twice the profit that the same 
stock turned, under identical conditions, 
three times a year, will produce. Get 
the maximum turnover in your busi- 
ness. That reduces your overhead, you 
can make lower prices and get more 
business. That is the way all success- 
ful businesses have been built. 

“The undue return of goods to job- 
bers goes into his expense of business 
and the cost is passed on to the ulti- 
mate consumer. So far as we can co- 
operate to reduce this loss we are elim- 
inating waste and doing a good work. 

“The abuse of the guarantee also 
adds to the cost of distribution. If you 
are going to make good your own or the 
manufacturer’s guarantee, do it with a 
smile. But if you make an adjustment 
that is clearly not warranted you are 
injuring yourself and merchandising as 
a whole.” 

A general discussion followed this 
address, in which a number of angles 
of the distribution were taken up and 
thoroughly thrashed out. 


C. M. Merrick 
of Buhl 
Elected 


President 


“The Tragedy of the Unfit” was the 
title of an address by Capt. John W. 
Gorby, director, National Transporta- 
tion Institute, Chicago. 


Committees Named 


At the opening of the Wednesday 
afternoon session the chair appointed 
the following committees: 

Resolutions—H. C. Baldridge, W. H. 
Cammerer and G. H. Rosevear. Mem- 
bership—C. S. Graybill, C. Baldridge 
and H. C. Sims. 

“The Three Graces”—expense, mar- 
gin and profit—were then discussed. 

C. S. Graybill briefly discussed mar- 
gin, explaining that there are different 
necessary mark-ups or margins in dif- 
ferent businesses and in different com- 
munities; that this mark-up must be 
adequate to cover all the actual ex- 
penses of the busiriess or there is no 
net profit. He added that in the West- 
ern retail implement businesses a 
mark-up of 33 1/3 per cent over cost 
or 25 per cent on sales is generally 
considered necessary and that this does 
not leave to exceed 5 per cent net profit 
on sales. 

Mr. Peterson then emphasized the 
fact that there is no such thing as gross 
profit. Its use encourages the public 
to think that a merchant’s profit is 
something different from, and more 
than, what it really is. 


He then asked the audience what are 
the items of expense, listed them as 
they were suggested, and discussed them 
as follows: Salesmen’s salaries, rent, 
owners’ salaries, insurance, office help, 
postage, taxes, advertising, delivery, 
light, heat and water, depreciation of 
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fixtures, telephone and telegraph, in- 
terest on borrowed money, bad debts, 
donations, office supplies, store supplies, 
collections and miscellaneous. 

Capt. Gorby followed with another 
talk on “Transportation the Basis of 
Business Development.” 

“Getting the Most Out of Retailing” 
was the title of a two reel moving pic- 
ture shown through the courtesy of the 
National Cash Register Co. It pictured 
the proper and improper methods of 
preparing advertising copy, dressing 
windows and selling merchandise. 

The Thursday morning, Jan. 31, ses- 
sion was opened with several songs by 


the S. H. I. P. Club. 


W. W. Cooley, San Francisco, Cal., 
district advertising manager of the 
Burroughs Adding Machine Co., gave 
an interesting talk on “Where Has My 
Penny Gone?” He exhibited samples 
of the earliest known devices for add- 
ing and calculating, and gave an ex- 
cellent insight into the business meth- 
ods adopted by several nationally 
known concerns. 


Baldridge on Simplification 


H. C. Baldridge, ex-president of the 
association, and now Lieutenant Gov- 
ernor of Idaho, delivered an address on 
“Simplification,” during the course of 
which he said: 


“Secretary Hoover estimates that 40 
per cent of the capital, labor and 
thought in American industry is wasted 
as a result of needless duplication and 
multiplication of varieties of goods 
made. 


“Simplification covers the activities 
concerned with the elimination of un- 
necessary styles, sizes and types of arti- 
cles. 


“Standardization is concerned with 
the interchangeability of parts. 

“The following reductions are typical 
of the work done in many lines, some 
accomplished by individual concerns, 
others. through organized efforts of 
trade associations: 


“A certain two horse wagon fur- 
nished in 1918 in 876 types was reduced 
in 1922 to sixteen; baskets from sev- 
enty-eight to eleven; bed springs, 206 
to twenty-eight; glass bottles, 210 to 
twenty; malleable chain, 2044 to 820; 
pocket knives, 1500 to 300. The Rem- 
ington Arms Co. has introduced a sim- 
plified line of loaded shells whereby an 
assortment of seventy different loads 
covers the entire range of needs for 
which formerly 1600 combinations were 
made. The International Harvester Co. 
has standardized its farm machines and 
advertises as advantages to farmers 
low prices, better machines, improved 
dealer service and quick repairs on the 
farm. 

“The chief benefits of simplification 
are:.1, It lowers unit cost to. the public 
by making mass production possible; 
2, by simplifying the carrying of stocks 
it makes deliveries quicker and prices 
lower; 3, it stabilizes production and 


HARDWARE AGE 


employment by broadening the possi- 
ble market and making it safe for the 
manufacturer to accumulate stock.” 


Some Real Advertising. Hints 


The question box discussion came 
next, with Mr. Peterson in charge. C, 
M. Merrick asked: “How can I advertise 
better?” H. C. Baldridge stated that 
he believed in newspaper advertising 
and that it pays, but he insisted the im- 
portant thing is not to put an ad in the 
paper and leave it there. indefinitely. 
He stated that he has a standing order 
with the printer that no ad of his is 
to run more than twice without author- 
ity. He told how he conducted a farm 
products show, advertised it, and how 
the local editor gave him front page 
publicity. J. L. Keithly then stated 
that he advertised about twenty items 
showing mail order price and his price 
side by side, and considers this the best 
advertising he does. Another dealer 
stated that he had painted two boards, 
one with his paint, the other with mail 
order house paint, and invited his trade 
to compare them and watch how time 
and the elements affect them. 

Another question, “Does it pay to sell 
toys?” was also discussed. Several 
retailers said that they sold them and 
added they help sell other things. 

The appointment of a nominating 
committee, consisting of Messrs. Keith- 
ly, Taggart and Davis, was made by the 
vice-president. 

During the course of the Thursday 
afternoon, Jan. 31, session H. C. Bald- 
ridge gave another excellent address on 
the “Relation of the Implement Indus- 
try to Other Businesses.” He offered 
figures showing that farm implements 
are not as high comparatively as labor 
and other materials. It used to be that 
90 per cent of our population was en- 
gaged in producing raw foods, etc., for 
themselves and the remaining 10 per 
cent; now about one-third of our popu- 
lation seems able to produce amply for 
themselves and the other two-thirds. 
Invention and farm implements is the 
obvious reason. No greater calamity 
could befall the agricultural industry 
than if the farm implement industry 
was wiped out. It. is estimated that 50 
cents’ worth of machinery takes the 
place of $8 worth of labor. He said in 
part: 

“A man will pay the price of the 
cheapest automobile without a murmur 
—he will even wonder how it can be 
sold so cheap—and then he’ll rave about 
the high price of a grain binder, when, 
as a matter of fact, the grain binder, 
pound for pound, is one-third cheaper, 
not to mention its greater human 
utility. 

“We should quit talking price ad- 
vances and talk the great and compara- 
tive utility at the price of the imple- 
ments we sell. We need not apologize 
for our position. Let’s go after the 
business. 

“In the last ten years the implement 
business has decreased 71 per cent, 
while the automobile business has in- 
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creased 343 per cent. Farmers are not 
the only ones that have been hit hard; 
farm implement manufacturers have 
lost millions.” 

C. A. Cowan, representing the In- 
ternational Harvester Co.; supplemented 
Mr. Baldridge’s remarks. 

Mr. Peterson followed with his ad- 
dress on “Business Barometers.” 


Resolutions 


Resolutions offered by Chairman 
Baldridge were adopted: 1, Thanking 
the convention speakers, Owyhee Hotel, 
S. H. I. P. Club, jobbers and manufac- 
turers and others for courtesies and the 
banquet; 2, recommending district 
meetings; 3, indorsing the fight of the 
Intermediate Rate Association for fair 
freight rates; 4, indorsing the hardware 
merchants’ ethical code as framed by 
the N. R. H. A.; 5, indorsing hardware 
simplification and commending it to 
manufacturers. 


C. M. Merrick President 


Chairman Kiethly, speaking for the 
resolutions committee, offered the fol- 
lowing nominations: President, C. M. 
Merrick, Buhl; vice-president, L. W. 
Spaulding, Payette; directors to serve 
three years, L. E. Salladay, Twin Falls, 
and G. H. Rosevear, Glenns Ferry. 

With Mr. Baldridge acting as chair- 
man the report was unanimously adopted 
and the above declared elected. Mr. 
Merrick was given an ovation and re- 
sponded feelingly in thanking the as- 
sociation. 

Various facts regarding the selling 
of hardware were interestingly por- 
trayed by means of colored slides of 
the services of the National Associa- 
tion, showing store fronts, store and 
stock arrangement, fixtures and sales 
promotion and advertising service. 


A 100 Per Cent Banquet 


The banquet and entertainment ten- 
dered the dealers, their ladies and 
guests by the jobbers and manufac- 
turers has probably never been excelled 
any where at any time. 

Over 150 people comfortably filled the 
Orange Room at the Owyhee. It was a 
truly social event. The program was 
entirely in the hands of the S. H. I. P. 
of Idaho, the motto of which is: “Each 
of us has a weakness, but together we 
are strong.” E. Bell was a most kindly 
and talented captain and the program 
was neatly hung on excerpts from the 
ship’s log describing its recent cruise 
all over the world and finally up the 
Columbia, Snake and Boise rivers to 
its home port. During this cruise many, 
both of the crew and passengers, were 
called upon; each was limited strictly 
to one minute, and every one of them 
seemed inspired to perform most cred- 
itably. | : 

Local talent furnished music and 
other entertainment; it was all care- 
fully selected and good. The S. H. I. P. 
song was sung twice. Dancing fol- 
lowed until a late hour. 
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Retiring President P. A. Cawley 


resolutions, addresses by Hamp 

Williams and Herbert P. Sheets, 
president and secretary respectively of 
the National Retail Hardware Associa- 
tion, a special question box session, and 
the election of a new president were 
the highlights of the twenty-first an- 
nual convention of the Connecticut 
Hardware Association, Feb. 14 and 15 at 
the Hotel Taft, New Haven, Conn. 

R. G. Church, Meriden, Conn., was 
elected president of the association to 
succeed P. A. Cawley, Bristol. Allyn 
Fuller, Canaan, and Alfred Rosenberg, 
Rockville, were elected first and second 
vice-presidents respectively. Henry S. 
Hitchcock, Woodbury, was reelected 
secretary and George W. Stevens, Staf- 
ford Springs, was reelected treasurer. 

The gist of the resolutions adopted 
by the Connecticut dealers was: 1—A 
request that manufacturers reconsider 
and attempt to correct the uneconomic 


[xs passage of five important 
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practice of selling direct to employees 
and consumers. 2—Re-ratification of 
the hardware dealers’ code of ethics. 
3—General indorsement of simplifica- 
tion and specific indorsement of the 
elimination of all sizes of garden hose 
except the five-eighth inch diameter 
size. 4—Indorsement of tax reduction. 
5—Indorsement of the right of manu- 
facturers to have resale prices and their 
right to maintain such prices on pat- 
ented and copyrighted articles. 

In his address to the association 
Hamp Williams told of his experiences 
in the retail hardware business, out- 
lined his profit-sharing plan, quoted the 
late Andrew Carnegie to the effect that 
“most people make the mistake of med- 
dling too much with their assistants” 
and declared that “hired men and wom- 
en are running the country,” and that 
the hired men and women should get a 
fair share of the profits they help to 
make. 


Sheets on Simplification 


Herbert P. Sheets in his talk recom- 
mended simplification in the paint in- 
dustry and told about the failure of 
negotiations at Washington last year 
between manufacturers, members of the 
Department of Commerce and repre- 
sentatives of the National Retail Hard- 
ware Association. Mr. Sheets said that 
75 per cent of all house paint sales are 
confined to nine or ten colors and white 
and black. At the conclusion of his 
talk cards were distributed for the 
dealers to sign urging manufacturers to 
confine production to not more than 
twenty-four colors and white and black. 

A. C. Gilbert, president A. C. Gilbert 
Co., New Haven, spoke about the boy 
builder and the growing demand for 
toys of all kinds, especially mechanical 
and educational toys, and of the hard- 
ware dealers’ opportunity in this con- 
nection. 

Ben Patterson, Jr., vice-president, 
Patterson-Sargent Co., New York, told 
the Connecticut dealers “facts about the 
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paint business,” and also stressed the 
need for simplification. 

C. L. Bardo, general manager of the 
New York, New Haven and Hartford 
Railroad Co., spoke about railroad con- 
ditions, freight problems and the in- 
creasing burden of expenses that, he 
said, the railroads have to bear. G. J. 
Basset, president of the New Haven 
Chamber of Commerce, welcomed the 
dealers to that city. 

At the close of the convention the 
annual banquet was held. The two 
speakers were Robert M. Hutchins, sec- 
retary Yale University, who spoke 
about Yale in Connecticut, and John L. 
Davis, D.D., pastor of Trinity Metho- 
dist Church, New Britain, who spoke on 
the psychology of success. 

Some of the questions asked and an- 
swered during the question box session 
presided over by Allyn Fuller were as 
follows: 

1—When is canvassing profitable ? 





First Vice-President Allyn Fuller 





66 


Alfred Rosenberg, Rockville, said that 
a great deal of hardware can be sold 
to farmers in the fall, spring and win- 
ter months by going out on a house-to- 
house canvass at the same time that 
implements are sold. He said it was a 
good thing for the hardware dealer to 
do, that he has found it both practi- 
cable and successful, and that it is pri- 
marily a matter of getting acquainted 
with the farmer, his wife; his children 
and his dog. 


2—What is the best way to sell rope 
—by measure or weight? 

Differences of opinion existed, the 
majority, however, favoring measure. 
Some dealers said that they use cards 
showing how many feet there are to 
the pound. 


3—Can you press and sell waste 
paper at a profit? 

It can be sold at 30 cents a 100 Ibs. 
Mr. Seaman of South Manchester said, 
adding that it is not only profitable but 
a time-saver. 
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4—What efforts are you making to 
encourage women’s trade?. 3 

The gist of the answers was show-- 
ing all possible courtesy, installing toys. 
and housefurnishings and giving cus- 
tomers what they want. 


5—What do you think of the present: 
wave of installment plan sales? 

The general opinion was that it is a. 
serious matter and very detrimental to: 
the small dealer, especially in rural Sec- 
tions. 


6—Does the popularity of radio war- 
rant a hardware dealer stocking radio 
supplies ? 

The answers in the affirmative. Some 
dealers said that it was one of the best 
turning lines they have today. Most of. 
them recommended having men familiar 
with the line to handle it. 

7—What per cent profits should a. 
live hardware store show on gross 
sales? 

The answers ranged between 5 and 


10 per cent net profit on gross sales. 


The World’s Largest Circular Saws 


} circular saws, each 108 in. in 
diameter, have just been completed 
by Henry Disston & Sons, Inc., and 
shipped from Philadelphia to the Eureka 
Lumber Manufacturing Co., Hoquiam, 
Wash. These saws are exact duplicates 
of two Disston cut-off saws installed in 
the same mill in April, 1920, which won 
fame as the largest saws in the world. 
These record-breaking saws are used for 
cutting giant cedar logs into shingle 
bolts. Each saw was made from a 
steel ingot weighing 1140 lb. This in- 
got was reheated, rolled and trimmed 
until the weight of the finished saw was 
795 lb. Their circumference is more 
than 28 ft., and the rim when operat- 
ing at full speed travels at the rate 
of 130 miles an hour. 

The teeth are inserted in the blade, 
190 being required for each saw. They 
are of the spiral tooth type, a Disston 
invention, being inserted in the blade 
on spiral lines, which insures smooth 
cutting and gives them full clearance 
without the necessity of setting them. 
They are sharpened by automatic ma- 
chinery. 

The manufacture of saws 9 ft. in di- 
ameter required steel of special com- 
position, free from any defect, uniform 
in hardness and composition, having 
great tensile strength. This steel was 
made in the Disston plant by a special 
process and cast in a solid block. 

Then the ingots from the crucibles 
were heated and hammered into slabs, 
which in turn were rolled into plates, 
one for each saw. Mills of enormous 
strength drew the plates to the correct 
dimensions for the saws, after many 
operations. Next the plates were made 
ready for the insertion of the teeth, 
hardened and tempered, and given the 
correct tension for operating at the ter- 
rific speed at which they must run. 


Regular equipment in the Disston 
plant was used to make these saws, and 
they went through production in a rou- 
tine way, requiring only extra help as 
“holders up” during the smithing proc- 
ess. 

Henry Disston & Sons regularly cata- 
log solid tooth circular saws up to 7 ft. 
in diameter and inserted tooth circular 
saws up to 8 ft. in diameter. The 
size of the leading type of large in- 
serted tooth log saw is about 54 in. 
in diameter, which is small in com- 
parison with the 108-in. saws just made. 

Among the large saws made at the 
Disston plant was one with a diameter 
of 100 in., used for cutting stone. In 
each tooth of this saw was set a dia- 





mond, to give the cutting edge. An- 
other record-breaking Disston saw was 
one manufactured for a large steel 
works and used for cutting armor plate. 
This saw, 86 in. in diameter, had a blade 
1 in. thick and was the first circular 
inserted tooth saw for cutting metal 
made and used in the United States. 

The Disston plant also produces band 
saws as large as 18 in. wide and 64 ft. 
long, with teeth on both edges, so as 
to cut on both the forward and the 
backward movement of the log. 

A new inserted tooth saw, known as. 
the “Invincible,” has been developed re- 
cently by the Disston organization. In 
this saw the teeth are inserted in a new 
way that makes it impossible for them 
to start forward or get out of align- 
ment. The design of the gullet is such. 
as to give extra throat room and carry 
all of the saw-dust out of the cut, per- 
mitting faster operation. 





Winchester-Read Store Sold 


The Winchester Store announces that 
the lease on its store at 364 Washing- 
ton Street, Boston, formerly operated 
as the Wm. Read Sons Co., and more 
recently as ‘the Winchester-Read Store, 
has been sold. Preparations are under 
way for a sale, with a view of liqui- 
dating stocks to permit their removal 
and consolidation with stock of the 
Winchester Store, Tremont and West 
Streets, Boston. The company plans 
to continue to operate the last named 
store as heretofore. 





Williams Hardware Co. Opens 


The Williams Hardware Co., succes- 
sors to the Churchman Hardware Co..,. 
Bryan, Ohio, held its formal opening 
Dec. 6. The owners of the new.com- 
pany are J. B. Warren and I. M. Null. 
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Montana Association Debates 
Problems of the Farmer 





of Montana, members of the Mon- 

tana Implement and Hardware As- 
sociation, attended the sixteenth annual 
convention of that organization, Feb. 
6-7, in Billings, the meeting being held 
in the Commercial Club auditorium. 


New Officers Elected 


[cr tontans and hardware dealers 


The convention was presided over by 
W. C. Renwick, Billings, president of 
the association. The following officers 
were nominated and elected to fill the 
chairs for the coming year: 

C. V. Wilson, Helena, president; W. H. 
Barnett, Harrison, vice-president; A. C. 
Talmage, Bozeman, reelected secretary- 
treasurer; W. Ulmer, Miles City, and 
M. C. Grinde, Billings, directors, one- 
year term; Carl A. Rahn, Billings, and 
E. W. Talmage, Joliet, directors, two- 
year term; F. W. Beneppe, Bozeman, 
and D. L. Chambers, Billings, directors, 
three-year term. : 

President Renwick’s address, the re- 
port of the secretary-treasurer, A. C. 
Talmage of Bozeman, and the appoint- 
ment of committees featured the open- 
ing session. 

The convention ended with a banquet 
at the Commercial Club on Thursday 
evening at which W. P. Hogarty of the 
Great Western Sugar Co. and P. J. 
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President C. V. Wilson 


Peckens were the speakers. J. R. Yates 
of Billings was toastmaster, and the 
newly elected president, C. V. Wilson, 
was introduced. 


Comparison of Prices 


During a round table discussion of 
problems facing the trade, which dis- 
cussion was led by Mr. Thurber, the 
prices for farm machinery became an 
important subject before the convention 
Wednesday afternoon. 

The discussion of the prices of farm 
machinery, which farmers have com- 
plained are still too high, brought out 
the fact that if the average binder was 
priced on a pound-for-pound basis with 
the average kitchen range, it would cost 
$350; if it were priced on the same 
basis with the world’s cheapest automo- 
bile, it would cost $450. 

It was stated that twenty leading 
farm equipment manufacturers in the 
United States during 1921 and 1922 lost 
$50,000,000. The manufacturers’ volume 
of sales in 1922 was 53 per cent less 
than for 1920, while the American farm- 
ers’ sales for 1922-28 averaged only 18 
per cent less than for 1920-21. Only 
3 1/3 cents out of every dollar the 
farmers received from the sale of all 
farm products during the crop years of 
1922-23 went to the farm equipment in- 
dustry. 

It was also learned, from Govern- 
ment and trade statistics, that ap- 
proximately 80 per cent of all the 
money paid by the farmers to farm 
machinery manufacturers was paid out 
for labor, not only in the implement 
factories but also in steel mills, for- 


ests, in the mines and on the railroads. 

Before adjourning, the body selected 
Helena as the convention city and set 
the time for Feb. 18 and 14, 1925. 

The convention was called to order 
promptly at 10 o’clock by President 
Renwick, and the first order of busi- 
ness was the submission and adoption 
of the secretary’s report of last year’s 
meeting held in Bozeman. A report 
was received from the directors rec- 
ommending changes in membership 
requirements and it also was adopted. 
By the change manufacturing and job- 
bing houses will be permitted to main- 
tain one member each in the associa- 
tion, but the traveling representatives 
of such houses may only become asso- 
ciate members. By a vote of the as- 
sociation the board of directors was 
also made a standing committee on 
nominations for the officers of the asso- 
ciation. 


The Question Box 


During the time the “question box’’ 
was before the meeting Wednesday 
afternoon the following questions were 
discussed: 

“Should binder twine be sold for cash 
or on time? If on time, should it be 
on a note’or open account?” L. W. 
Zimmer, a Minneapolis jobber’s agent, 
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started the ball rolling by making the 
emphatic declaration that binding twine 
should be sold for cash only. It was 
explained that in the Dakotas the man- 
ufacturers and jobbers had forced the 
retail dealers to sell twine for cash 
by themselves demanding cash, and it 
was asserted that many retail dealers 
who had fought the move at the time 
had later thanked the manufacturers 
and jobbers for placing it in effect. 


Auto Business Discussed 


The automobile business was dis- 
cussed to some extent by the implement 
and hardware men when some one 
placed in the question box a query ask- 
ing for opinions on whether the plan 
used in financing auto sales would be 
successful in disposing of farm imple- 
ments. 

A remark by O. A. Thurber of the 
Minnesota Implement Dealers’ Associa- 
tion to the effect that the auto industry 
employs better salesmen than the im- 
plement business brought President 
W. C. Renwick up standing to disagree 
with him. 

“A large number of automobile 
sales are made on the basis of taking 
an old car in at a cash value in addi- 
tion to a cash down payment,” said 
Mr. Renwick, “which leaves the pur- 
chaser still owing about half the price 
of his new car. If implement dealers 
wanted to take old machinery in part 
payment for new and add it on a cash 
payment which would bring the sale 
terms to one-half cash down, there 
never would be an occasion for a dealer 
to have to take back his implements, 
I certainly do not agree that there are 
any more ‘high powered’ salesmen in 
the automobile than in the implement 
business.” 

A further discussion of the influ- 
ence of the automobile upon the eco- 
nomic life of the country brought the 
statement from the floor that the 
farm women have very much to do with 
the fact that the automobile is the one 
thing on the farm on which the far- 
mer keeps up his payments, regardless 


Percolator Has Unique Feature 


The Mirro Cold Water Percolator, 
recently placed on the market by the 
Aluminum Goods Pr Co., Manitowoc, 
Wis., is the result of years of experi- 
ment and research. Its well-balanced 
and artistic design makes it a most at- 
tractive and practical item as will be 
seen from the accompanying illustra- 
tion. Percolation starts with cold water 
in about a minute. This tendency to 
percolate almost instantly makes it es- 
pecially admirable for use on electric 
stoves, for it sometimes seems annoy- 
ingly long, especially when it is the 
order to get a meal in a hurry, to wait 
for the ordinary percolator to start per- 
colating. It is said to make excellent 
coffee. The fine perforations in the 
filter cup keep the grounds from fall- 
ing into the pot. The spreader plate 
with which the percolating inset 1s 
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of whatever else has to go by the board. 
The women, it was stated, want the 
automobile for the use and pleasure 
of the whole family. 

It was also pointed out that whereas 
the fafmer uses his car 365 days a 
year, the binder is used only ten days 
of the year. If an implement dealer 
sells a binder for a small cash pay- 
ment, and he tries to crowd the farmer 
for the balance when it falls due, he is 
oftentimes told to take his binder and 
go home with it, a dealer asserted, 
whereas he would go to almost any 
length to retain possession of his car. 
One of the participants in the discus- 
sion said that statistics show that, in 
1922, 19,000 automobile dealers went 
bankrupt in the United States, which, 
he submitted, was a pretty good indi- 
cation that the implement business is 
conducted on sounder principles than 
the automobile business. 


McNary-Haugen Bill Comes Up 


Urging the implement dealers to sup- 
port the export commission plan of 
farm relief, as embodied in the Mc- 
Nary-Haugen bill, now before Congress, 
L. W. Day, representing the Montana 
Wheat Growers’ Association, said that 
the measure, if enacted, will result in 
Montana wheat growers receiving, for 
the hard milling wheat that forms 85 
per cent of Montana’s wheat crop, 
a premium of 50 cents a bushel over the 
market price. 

W. A. Selvidge, in discussing the 
Burtness bill, now before Congress, 
which embodies the Coulter plan of 
Federal loans to farmers for the pur- 
pose of speeding diversification, said 
that in the event the measure became 
a law, there was a lot of volunteer work 
that would have to be done by the busi- 
ness men of the community in order 
that their communities have equal ad- 
vantage with others under the terms of 
the bill. The loans, Mr. Selvidge said, 
probably would be made upon the rec- 
ommendation of the county agent if 
that recommendation received the in- 
dorsement of the business men’s com- 
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mittees which would have to be ap- 
pointed to pass upon the applications. 
He ventured the kelief that the imple- 
ment and hardware dealers would be 
ready to do whatever share of this work 
might fall to them. 

The Coulter plan is calculated to 
loan the farmer $1,000 on five years’ 
time at 6 per cent so that he can buy 
cows, hogs, sheep, chickens and that 
sort of thing and so remain upon the 
farm until he can get another start. 

O. M. Thurber, assistant secretary 
and manager of the Minnesota Imple- 
ment Dealers’ Association, then spoke. 
Through his address he adhered to the 
general statement that the prosperity 
of the whole nation is based upon the 
prosperity of the agricultural industry 
and never got away from the idea that 
the implement business in particular is 
dependent upon agricultural prosperity 
and the hardware business also but to 
a somewhat smaller extent. 

At its closing business session the 
convention adopted xs resolution of re- 
gret on the death of former President 
Woodrow Wilson, out of respect for 
whose memory it had recessed for an 
hour Wednesday afternoon during the 
time of Mr. Wilson’s funeral. 

The association also indorsed a sug- 
gestion made by W. A. Selvidge of 
Billings that individual merchants 
write to the eastern concerns from 
which they purchase goods and ask 
them to aid in the matter of farm relief 
legislation to the extent of getting their 
eastern Senators and Representatives 
in Congress to support the bills which 
are being considered. 

At the Thursday session addresses 
were made by F. L. Tipton, northwest- 
ern sales manager for the Interna- 
tional Harvester Co.; J. H. Morgan, 
Minneapolis, representing the Wheeling 
Corrugating Co.; F. E. Fallon, Louis- 
ville, Ky., representing B. R. Avery & 
Sons; P. B. Garoutte of Denver, rep- 
resenting the American Steel & Wire 
Co., and others. All spoke upon trade 
subjects of interest to implement and 
hardware merchants. 


equipped distributes the water evenly 
over the ground coffee, uniformly ex- 
tracting the flavor from all of the cof- 
fee. The hard, dense metal of which 
the Mirro cold water percolator is 
made, together with its highly-polished 
surface, makes cleaning easy. It is 
durably built. The base and spout are 
welded on. There are no seams nor 
crevices to catch dirt. The replaceable 
handle is well shaped to fit the hand. 
The percolating inset is substantially 
made. The large base heats quickly, 
and instant and steady percolation is 
insured by the deep well and automatic 
valve pump which forces the water 
through the tube to the top. The large 
and efficient production facilities of the 
manufacturer make it possible to manu- 
facture this item at a cost that enables 
the retailer to resell it at a reasonable 
price with profit. 
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PASHA Dealers Want 


I1—Tax Reduction 


2—Simplification 


3— Decimal Pricing and Packing 


4 Price Maintenance 


o9—Stoppage of Jobbers Selling Direct 


ISCUSSION of ways and means 
1) of lowering the cost of distrib- 
ution; the passage of resolu- 
tions: 1, indorsing tax reduction; 2, 
the passage of a constitutional amend- 
ment abolishing tax exempt securities; 
3, indorsement of the lawn hose sim- 
plification plan for the elimination of 
all but the %-in. size garden hose; 4, 
indorsement of the decimal system of 
pricing and packing; 5, indorsement of 
the Stevens-Kelly price maintenance 
bill and 6, condemnation of jobbers 
who sell direct to consumers, together 
with the election of new officers were 
the principal features at the twenty- 
third annual convention and exhibition 
of the Pennsylvania and Atlantic Sea- 
board Hardware Association Feb. 12 to 
15 at the Commercial Museum, Phila- 
delphia. 
B. Frank Antrim, Camden, N. J., 
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Hugh F. McKnight, retiring president 











was elected president of the associ- 
ation to succeed Hugh F. McKnight, 
Pittsburgh, Pa.; John Ditz, Clarion, 
Pa.; Robert Murray, Honesdale, Pa., 
and Harry D. Kiser, Philadelphia, Pa., 
were elected first, second and third 
vice - presidents, respectively, and 
Sharon E. Jones, Philadelphia, Pa., was 
re-elected secretary-treasurer. 


Vauclain on Wages 


The first session of the convention 
was held Feb. 11 at the Bellevue- 
Stratford Hotel. Hugh F. McKnight, 
president, presided. The _ principal 
speaker of the evening was Samuel M. 
Vauclain, president of the Baldwin 
Locomotive Works, Philadelphia, Pa. 
In speaking about business conditions 
Mr. Vauclain said: 

“All railroads of the country are 
looking for an increase in business of 
from 10 to 20 per cent. I think I am 
perfectly safe in guaranteeing to you 
that if the hardware business is 
pushed as it should be pushed we will 
have 1,250,000 cars complete and ready 
to haul before we are six months 
older.” 

Mr. Vauclain said that the living 
conditions of the multitude are im- 
proving and emphasized the necessity 
of improving educational facilities 
throughout the country. 

“The better the common people can 
live the better our business will be 
and the better it will be for the entire 
country,” he said. “There is nothing 
in low wages that should cause you 
to hold back in your business affairs. 
Look upon it in the same light that 
my good wife looked upon it when I 
first mentioned to her the income tax 
I had to pay. I expected to have some 
sympathy. ‘Why,’ she said, ‘you ought 
to be glad you are able to pay it.’ 

“Now, let us be glad that we are 
able to pay these high wages. Let us 
be glad that the people who work for 
us can earn high wages. Let us be 
delighted to know that through these 
high wages they will demand a better 


: elass of living. 


UDETUAPURTTTETHAETERETNOTONLS  oPOERLPENT ERED ENELEDEGESIOCEOGEEE ceceede Coreeeerreeeprists 








COMADAD EDERAL ETERIAEL ED ee 


UES OU CLOOERLOGEL DatebedeeceSGanatcegaaaee 








B. Frank Antrim, president 





SPENOPNER ALENT ATONTAPAEENTED caTeeROr ee eete eee ‘. 





G 


“One part of the nation cannot pros- 
per unless prosperity comes to the 
other part. It is said that high wages 
today prevent business. Don’t believe 
that. Forty years ago when we had 
low wages, when the average earning 
power of men in our factory was about 
$12 a week, the labor cost per unit 
of product was 25 per cent greater 
than it is today. Even though we pay 
2% times the wages per capita that 
we paid forty years ago, it is not 
what you pay your laborer, gentlemen, 
but it is what the unit costs—what. the 
cost of labor is per unit of your 
manufacture. , 

“In other words, if forty years ago 
your labor cost was 35 per cent of 
your sales and today at twice the price 
for labor the cost is only 26 to 28 per 
cent of the prices of your sales, I can- 
not see Where you are suffering any 
loss. By this general prosperity 
throughout the country you all have 
been advanced to a higher sphere of 
activity. We have developed a higher 
degree of prosperity, and we have 
learned not only to love our neighbors 
as ourselves, but we have learned to 
enjoy life in a manner that we did 
not enjoy life forty or fifty years ago.” 

Harry C. Spillman, educational di- 
rector, Remington Typewriter Co., 
New York, spoke on the importance 
of man power in the handling of im- 
proved labor saving devices. He stated 
that even the most practical labor 
saving machines need efficient men to 
run them. Mr. Spillman expressed the 
opinion that the high cost of doing 
business was largely caused by the 
high cost of getting people to think. 


McKnight on Conditions 


At the morning session Feb. 12 Hugh 
F. McKnight, president of the associ- 
ation, said. in part: 
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“Our country is particularly fortu- 
nate in that we have had stability in 
hardware prices and absence of in- 
flation in face of the large gold re- 
serves held in the United States. Our 
basic industries seem to be on a firm 
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basis of progress as evidenced by steel, 
copper and oil. The foreign situation 
seems more hopeful, and if we of the 
United States can, with safety, export 
more goods, the gold reserves we hold 
can be diminished with consequent 
safety to our industries and general 
trade conditions.” 

Sharon E. Jones, secretary-treasurer 
of the association in his annual report 
outlined the work accomplished by his 
office during the past year. Mr. Jones 
said that the exhibition hall had been 
rearranged and increased 10 per cent 
in space capacity. He said that last 
year exhibitors sold goods in excess of 
$2,096,000. 

Charles Coolidge Parlin, Curtis Pub- 
lishing Co., Philadelphia, Pa., advo- 
cated consistent advertising as one of 
the most practicable ways to increase 


business. Mr. Parlin was followed by 
Roy F. Soule, editor of Hardware 
Dealers’ Magazine, who emphasized 


the importance of the trade press to 
the industry as a whole. 

At the Feb. 13 session Herbert P. 
Sheets, secretary-treasurer of the 
National Retail Hardware Association, 
advocated the indorsement by the 
hardware dealers of specific programs 
of simplification, particularly that of 
eliminating the production of excessive 
colors by paint manufacturers. He 
recommended that not more than 
twenty-four colors and black and white 
be produced, 


Sargent on Decimal System 


Murray Sargent, secretary Sargent 
& Co., New Haven, Conn., spoke on the 
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decimal system. Some of the points 
that he emphasized were as follows: 

“On Oct. 9, 1919, Roy F. Soule, then 
editor of HARDWARE AGE, wrote an 
article entitled the “Little Red School- 
house of Hardwaredom,” in which ap- 
peared the following: ‘We inherited 
the dozen and gross system from Eng- 
land. When we won our liberty we 
adopted the decimal system for our 
cash, but we clung to the clumsy count 
in merchandise. 
the money losing mathematical mis- 
takes, nine-tenths of the figure errors 
are made because of the overdose of 
dozens and fractions of dozens that call 
for a lead pencil.’” 

Mr. Sargent said that the change 
from the dozen and gross to the deci- 
mal system can be made at a relatively 
nominal expense. “The advantages of 
the decimal system,” Mr. Sargent said, 
“are especially evident at inventory 
time for manufacturer, jobber and re. 
tailer alike. The tendency to adopt 
the decimal system is steadily increas- 
ing. There seems to be no reasonable 
doubt but that we shall see its general 
adoption on builders and shelf hard- 
ware as well as many other items in 
the hardware field in the next few 
years. 

Following Mr. Sargent’s address a 
vote was taken and resulted in unan- 
imous indorsement of the decimal sys- 
tem. 

The subject of distribution occupied 
the attention of the convention at the 
Feb. 14 session. Herbert R. Conner, 
eastern sales manager, Pike Mfg. Co., 
New York, discussed some of the costs 
of modern distribution, and declared 
that “the standard manufacturers are 
trying to give you the best they can, 
put up as attractively as they can and 
they are trying to give you as much 
profit as they can at all times, and I 
think when I say that I am speaking 
universally for the manufacturers as 
a whole.” 


Munroe on Distribution 


W. G. Munroe, president :Supplee- 
Biddle Hardware Co., Philadelphia, 
Pa., discussed distribution from the 
jobbers’ point of view. Mr. Munroe 
said in part: 

“The basis of all success in business 
is imagination. 

“The ideals of today are the prac- 
tices of tomorrow, and ideals must 
precede practice. 

“Wholesalers so far as I know make 
no claim to superior efficiency; but we 
do know we are performing service in 
distribution that somebody has to per- 
form, and that we can handle that dis- 
tribution more economically by com- 
bining the outputs of thousands of 
producers; than those producers could 
perform themselves if they carried 
their goods direct to the retailers. 

“It is my personal opinion and I be- 
lieve this view is shared by many 
others, that the responsibility of the 
manufacturers of their recognized 
sole distributors is to educate the 
public as to the functions of indi- 
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vidual businesses so that the consumer 
ean intelligently see the various ele- 
ments that enter into the fixing of the 
prices of articles that they purchase.” 


Murray on Costs 


Robert Murray, Honesdale, Pa., 
speaking on the same question from 
the retailer’s viewpoint, said in part: 

“For economical distribution it is 
necessary to do sufficient business to 
bring our costs of operation in line 
with our investment. Most of us can 
do more business if we so desire and 
are willing to work intelligently. 
There are always ways and means to 
get more business and unless we secure 
a volume in proportion to our invest- 
ment, our cost of doing business will 
be at an altitude that will prevent a 
fast growth by making our retail 
prices too high. 

“The cost of doing business needs to 
be restrained, governed, and regulated 
very carefully, for if our costs of 
operation increase without a _ corre- 
sponding. increase in profitable business 
our profits vanish and possibly a loss 
ensues. On the other hand, if we can 
organize our advertising and other 
selling factors as to increase our 
profitable volume with a small propor- 
tional increase in expense, our profits 
increase very rapidly. It is then easy 
to further increase our volume for 
the reason that we can keep our. retail 
prices at a lower point, as the in- 
creased volume has automatically re- 
duced the cost of operation. 

“In controlling costs of operation I 
do not believe in reducing salaries or 
wages, on the contrary, I believe in 
increasing them, and in making every- 











John A. Ditz, first vice-president 





one, particularly the bosses, earn more 

either with their brain or muscle. 
“Some of us think we are working 

too hard, but generally if we study 
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our job we find that it is not so much 


hard work as misapplication and bad 
management that tires us. Only too 
often we, as Owners or managers are 
wasting our energy at work which 
someone else for far less salary than 
we draw, could do better. The head 
of a business should have time to study 
and control his business, and if he 
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does not do this the business needs 
a new manager.” , 

Hamp Williams, president of the 
National Retail Hardware Association, 
in his address, told of his experiences 
in the retail hardware business, out- 
lined his profit sharing plan, quoted 
the late Andrew Carnegie to the effect 
that “most people make the mistake 
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of meddling too much with their as- 
sistants.” He declared that “hired 
men and women are running the 
country,” and that the hired men and 
women should get a fair share of the 
profits they help to create. 

The question box received conspicu- 
ous attention at the different sessions 
and numerous questions were discussed. 
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Coming Hardware Conventions 





NATIONAL RETAIL HARDWARE ASSOCIATION 
CONVENTION, San Francisco, Cal., June 16, 
17, 18, 19, 1924. Herbert P. Sheets, secre- 
tary, Indianapolis, Ind. 


AMERICAN HARDWARE MANUFACTURERS 
ASSOCIATION, in conjunction with the 
Southern Hardware Jobbers Association 
Convention, New Orleans, La., April 8, 9, 
10, 11, 1924. Headquarters, Roosevelt 
Hotel. F. D. Mitchell, secretary-treasurer, 
1819 Broadway, New York, N. Y. 


CALIFORNIA RETAIL HARDWARE IMPLE- 


MENT ASSOCIATION CONVENTION AND EXHI- 
BITION, Civic Auditorium, San Francisco, 


March 18, 19, 20, 21, 22, 1924. LeRoy 
Smith, treasurer, 112 Market Street, San 
Francisco. 


HARDWARE ASSOCIATION OF THE CARO- 


LINAS CONVENTION, Wrightsville 
N. C., June 17, 18, 19, 1924. T. W. Dixon, 
secretary-treasurer, 717-718 Commercial 
Bank Building, Charlotte, N. C. 


MISSISSIPPI RETAIL HARDWARE AND IMm- 
PLEMENT ASSOCIATION CONVENTION, Biloxi, 
June 9, 10, 11, 1924. Guy Nason, secretary, 
Starkville. 


PANHANDLE HARDWARE AND IMPLEMENT 
ASSOCIATION CONVENTION, Hotel Amarillo, 


Beach, 


Amarillo, Tex., May 19, 20, 1924. C, L. 
Thompson, secretary-treasurer, Canyon, 
Tex. 


SOUTH DAKOTA RETAIL HARDWARE ASSO- 
CIATION AND EXPOSITION, Coliseum Build- 
ing, Sioux Falls, March 4, 5, 6, 7, 1924. 
C. H. Casey, secretary, Metropolitan Life 
Bldg., Minneapolis, Minn. 


Winchester Conventions 


CLUB CITY PLACE 
Virginia Richmond Jefferson Hotel 
Georgia, Florida, Ala- 

bama and NBastern 

Tennessee with North 

and South Carolina Atlanta, Ga. Warehouse 
New Mexico Albuquerque 





Montana and Northern 


Wyoming 
Arkansas 





Billings, Mont. 


Little Rock Marion Hotel 





Ingenious Chart Enables 
Retailer to Figure Profits 


A profit chart has been issued by 
Hibbard, Spencer, Bartlett & Co., Chi- 
cago. This chart is a very ingenious 
device made of celluloid in pocket size 
and which can be used to great advan- 
tage in marking up a bill of goods 
without any figuring. 

For instance, if an item is billed at 
$9 per dozen, the tab on the chart is 
pulled out to that figure and the indi- 
cator shows that the items are worth 
75 cents each. Then if the dealer de- 
- sires to add 25 per cent to his cost 
price, the indicator also shows that the 
price should be .938 cents which is 20 
per cent on the selling price. The very 
fine feature of the chart, outside of the 
labor saving in figuring and percentage 
computations, is the arrangement to 
show the percentage of mark-up both 
on the cost and the selling price. For 
instance, 25 per cent on the cost is 20 
per cent on selling; 33 1/3 per cent on 
cost is 25 per cent on selling; 50 per 





cent on cost is 33 1/3 per cent on the 
selling price, etc. 

The chart will show these computa- 
tions on merchandise billed from 50 
cents per dozen to $75 and on items 
costing from .042 cents each to $6.25, 


_and of course various combinations can 


be made for higher figures. 


Combined Blow Torch, Brand- 
ing and Soldering [ron 


The “Everhot” Brand- 
ing Iron, made by the 
Everhot Mfg. Co., May- 
wood, Ill., is a branding 
iron, soldering iron and 
blow torch. The barrel is 
made of seamless brass 
tubing with ends of solid 
brass. The filler cap is in 
the end of the barrel, and 
barrel, when filled, will 
hold one-half pint of gasoline. The 
pump with which pressure is applied is 
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SOUTHERN CALIFORNIA RETAIL HARDWARE 
ASSOCIATION CONVENTION AND EXHIBITION, 
Los Angeles, March 11, 12, 13, 1924. H. L. 
Boyd, secretary, 435 San Fernando Build- 
ing, Los Angeles. 


SOUTHERN HARDWARE JOBBERS ASSOCIA- 
TION, in conjunction with the American 
Hardware Manufacturers Association Con- 
vention, New Orleans, La., April 8, 9, 10, 
11, 1924. Headquarters, Roosevelt Hotel, 
John Donnan, secretary, Richmond, Va. 


SOUTHEASTERN RETAIL HARDWARE AND 
IMPLEMENT ASSOCIATION, composed of Ala- 
bama, Florida, Georgia and Tennessee, 
Convention and Exhibition, Atlanta, Ga., 
May 27, 28, 29, 1924. Walter Harlan, sec- 
retary, 701 Grand Theater Building, At- 
lanta, Ga. 


DATES . 
March 4-5 


March 11-12 
March 11-12 











located in the filler cap. Has two 
shut-off valves: Check valve, which 
holds each stroke of the pump; and 
needle valve on end of plunger, which 
seats on bottom of pump, thus pre- 
venting gas or air leaking back through 
the pump. Gasoline is generated up to 
the burner head. It works entirely 
around the firing chamber and is thor- 
oughly pre-heated before it ignites; the 
result is an immediate hot and blue 
flame. Properly handled, this torch 


can be taken out on the windiest and 
stormiest days and it will not blow out. 





The torch is supplied with tips suitable 
for various purposes. 
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Senate Frustrates Concerted Attacks 
on U.S. Tariff Commission * 


Hostile Resolutions Shelved and Commission Work Upheld 
—Value of Webb-Pomerene Act to Export 


(WASHINGTON, D. C., Feb. 25, 1924) 
HE critics in Congress of the 
| United States Tariff Commission 
have lost the first battle in their 
campaign to abolish the Commission. 
The protectionists are therefore some- 
what elated and are disposed to be 
hopeful that all future attacks will 
share a like fate. 

For many weeks there have been 
mutterings about the Capitol and in 
both Republican and Democratic camps. 
The Republicans have criticized the 
Commission for undertaking investiga- 
tions which squinted at the purpose of 
the Commission to revise certain rates 
of the Fordney-McCumber tariff law, 
while the Democrats have based their 
assaults upon the personal perform- 
ances of certain members of the Com- 
mission. 

Since the passage of the Fordney- 
McCumber law the Commission has 
received upwards of 200 complaints 
with regard to tariff rates and has 
ordered a score or more of comprehen- 
sive investigations. Some of these 
inquiries have been practically con- 
cluded but up to date no specific recom- 
mendation has been made to the Presi- 
dent for the promulgation of either 
increase or decrease in rates of duty. 


Commission in No Haste 


On several occasions the Commission 
has postponed further inquiry under 
circumstances which made it look as 
though the Commission did not desire 
to proceed further in the particular 
investigation on foot. The rumor has 
been current here that this slowing 
down of the Commission’s machinery 
had resulted from a suggestion re- 
ceived from “higher up.” 

All this speculation and gossip has 
served to surround the Tariff Com- 
mission with an atmosphere which 
certainly does not make for efficient 
functioning. But to make matters 
worse aggressive assailants of the 
Commission have been demanding in- 
vestigations by Congress designed to 
disrupt the Commission and force its 
complete abolition. 

Resolutions looking to this end have 
recently been brought forward in both 
branches of Congress, the attack being 
centered upon Commissioner Glassie 
who is alleged to have taken part in 
an investigation of the sugar industry 


Trade Shown by Official Data 
By W. L. CROUNSE 


while certain members of his im- 
mediate family were holders of sugar 
stocks. Of course, this is a pretty 
small seandal compared with the Tea- 
pot Dome affair but it has served to 
excite considerable interest in both 
Houses. 


Senate Tables Resolution 


The sensation came to an untimely 
end, however, when the Senate during 
the past week laid on the table the 
resolution assailing the Commission. 
The movement in the House has also 
received a setback and it now appears 
probable that no serious attempt will 
be made during the current session to 
do away with the Commission. 

Certain critics of the Commission’s 
methods are preparing to attack the 
Commissioners when the annual budget 
bill, which appropriates the Commis- 
sioner’s salaries, is called up for dis- 
cussion. Such attacks are frequently 
made upon various branches of the 
Government, notably on the Civil 
Service Commission, but in the forty 
years that I have observed Congres- 
sional proceedings from the gallery I 
do not recall a case where a commis- 
sion was starved out of existence by 
the withdrawal of its appropriation. 


Trade Commission Attacks Grocery 


Combination 


The Federal Trade Commission is 
pursuing vigorously its attack upon 
combinations of manufacturers and 
jobbers alleged to be made for the pur- 
pose of limiting distribution and keep- 
ing trade in certain favored lines. The 
latest assault has been made upon an 
alleged combination of wholesale 
grocers in Colorado who, according to 
the complaint of the Commission, have 
“cooperated together to prevent -com- 
peting dealers doing business in the 
territory served by respondent, and 
selling both at wholesale and retail, 
from securing commodities direct from 
manufacturers or other original sup- 
pliers at prices accorded wholesale 
dealers.” 

The respondents in the case are the 
Colorado Wholesale Grocers’ Club, an 
association of wholesale dealers in 
foodstuffs and groceries, organized for 
the purpose of cooperating to promote 
and protect their common interests, 


and a number of so-called brokerage 
companies “engaged in a_ brokerage 
business in foodstuffs and groceries.” 

Various cooperative means are out- 
lined in the complaint, among which 
was the practice of threats of boycott 
and other forms of intimidation to 
compel manufacturers to refuse to sell 
to dealers who were not exclusively 
wholesalers. These alleged acts, the 
complaint states, tend to and do ob- 
struct the natural flow of commerce, 
and deprive dealers in respondent’s 
territory of the advantage in price 
which they would obtain under con- 
ditions of free competition. 

Under the law whenever the Com- 
mission has reason to believe that an 
unfair method of competition has been 
used against the public interest, it must 
issue its complaint. However, the 
question whether or not such method 
has been used is not passed upon finally 
until after respondents have had thirty 
days in which to answer and the issue 
has been tried out. 


Good Work Under Export Trade Act 


The Federal Trade Commission 
reports that the total value of goods 
exported under the Export Trade Act 
(Webb-Pomerene law) during the first 
eight months of 1923 amounted to 
approximately $63,000,000. The 
largest item consisted of foodstuffs, in- 
cluding meats, lard, milk, sugar, corn- 
starch, corn flour, etc., of which 220,- 
500,000 pounds valued at $25,900,000 
were exported to twenty-one foreign 
countries. 

- The second largest item was lumber, 
a total of 243,800,000 feet, valued at 
$13,336,000, was exported. Pitch pine 
was shipped to the United Kingdom, 
continental Europe, South and Central 
America; walnut lumber to Scotland, 
the Scandinavian countries, the 
Netherlands, Belgium and New Zea- 
land; redwood to Australia, South 
America, United Kingdom and Japan. 

Sixteen foreign countries purchased 
more than 284,000,000 tons of phos- 
phate rock and crude sulphur valued 
at $8,700,000. 

The exports of rubber goods, includ- 
ing tires, tubes, elastic webbing, etc., 
amounted to nearly $5,000,000. Export 
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Higher Prices Thought Likely 
by Some Market Observers 


TATE retail hardware conventions have held the attention of a large 
proportion of the hardware trade during February, but general sales 
have been large in most sections, although winter goods have not been 


particularly active. 


The possibility of shortages in builders’ hardware is being discussed in some 
sections, because of the extensive building programs that have been planned, 
and because, it is said, factories are behind on their production schedules, 
which, it is claimed, has been brought about by the consistent demand for 
builders’ hardware throughout the winter. 


Many market observers believe that the general tendencies in the market 
point to higher prices, although no radical price movements are considered 


likely. 





Manufacturers’ Price Changes 


¥ ANDERS, FRARY & CLARK, New Britain, 
Conn., has issued new. prices on vacuum bottle 


parts. 


items. 





One manufacturer of builders’ hardware has recently 
announced a 10 per cent advance in prices on several 


Price Changes from Jobbing Centers 


NEW YORK.—Jobbers have made 
an advance of 7% per cent on files 
effective. Other price changes were 
of a minor nature. The New York 
State Retail Hardware Association 
convention and exhibition occupied 
the attention of the local trade dur- 
ing most of the past week. The 
general tone of the market is strong. 
The snow fall during the week in- 
creased the sale of snow tools and 
helped some of the city retailers to 
move part of their winter stocks that 
have been held up by the mild 
weather. 


CHICAGO.—The prevailing cold 
weather has curtailed somewhat the 
movement of seasonable goods for 
spring, but a great many dealers are 
ordering out lawn mowers, poultry 
netting, wire cloth and screen doors 
for immediate shipment. The fol- 
lowing price changes were put into 
effect this week: 

Files have advanced 10 per cent; 
commercial putty, 100-lb. kits, has 
declined 30°cents per hundred; lin- 
seed oil advanced 2 cents per gal.; 


turpentine declined 1 cent per gal. 

PITTSBURGH. — There were no 
changes in prices of any moment in 
the local market in the past week. 
The market is strong and some job- 
bers say they look for higher prices 
on some goods in the very near 
future. Included in these are wire 
products, track tools and several 
other lines. 


CINCINNATI.—The tendency un- 
doubtedly is toward higher prices, 
but few changes are being made. 
Linseed oil and turpentine advanced 
in this market last week, but no other 
changes were put into effect. The 
first of March is expected to see a 
number of advances, as advance in- 
formation is reported to have become 
available, though the trade generally 
is not looking for any drastic 
changes. 


TWIN CITIES.—There have been 
no price changes of note during the 
past week, with the exception of re- 
vision of price lists and discounts 
on cap screws, which results in a 
substantial advance on the larger 


sizes. Market conditions are appar- 
ently very firm and practically all 
changes being made are in nature of 
advances. 

There has been a further advance 
in the price of Half and Half solder, 
now quoted at*36 cents per lb. as 
against 34 cents last week. 


BOSTON.—The advances clearly 
have the advantage in the market 
this week. For instance, one line of 
builders’ hardware has been ad- 
vanced approximately 10 per cent; 
files cost 10 per cent more than 
heretofore; certain makes of shin- 
gles have appreciated approximately 
7% per cent; tarred felt has gone 
up about $10 a ton and certain 
makes of sheathing paper about as 
much; cap and set screws cost 10 per 
cent more on discounts; sheet lead 
% cent a pound, and genuine Still- 
son wrenches about 5 per cent. 
Horseshoes are up 75 cents per keg 
and wedges % cent per lb. A few 
styles of pails have been reduced 
slightly in price, while others have 
advanced. 
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Convention 
Sales Reported Large 


Business done by hardware jobbers 
in New York during the past week 
was confined largely te transac- 
tions on the floor of the Seventy-first 


Regiment Armory, where the New 
York State Retail Hardware Asso- 
ciation exhibition was held from 
Feb. 19 to 22. Most of the local 
jobbers and manufacturers had 
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booths or representatives at the 
hardware show and the amount of 
business done during the week, ac- 
cording to early estimates, ‘was 
larger than had been expected. 


The usual amount of pick-up busi- 
ness was carried on in the market 
during the time of the convention, 
but most of the local retailers, mem- 
bers as well as non-members of the 
association, visited the hardware 
show some time during the week. 


Local jobbers have put into effect 
a 7% per cent price advance on 
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Nicholson, Black Diamond, Arcade 
and K. & F. files. 

Gillette safety razor blades are 
now being packed in packages of 5 
and 10 instead of 12. 

Kester solder was advanced again, 
this time 1% cents a pound. It is 
now quoted in the local market at 
64c. a pound. Clinch nails are being 
quoted at 51 cents. 

Spring goods are reported to be 
moving, although they were tempo- 
rarily sidetracked last week, when 
the snowstorm materially helped the 
sale of winter goods. 


CURRENT MARKET QUOTATIONS 


The following are New York jobbers’ 
quotations to retailers on some of the 
seasonable lines principally in demand: 


AXES.—Handled axes, 2% to3Ib., $19.25 
per doz.; 3% to 3% Ib., $19.25 per doz.; 
3% to 4% Ib., $19.75 per doz.; 4 to 5 Ib., 
$20.25 per doz.; 4% to 5% Ib., $20.75 per 
doz.; 5% Ib. only. $22.75 per doz. 

House axes, 2% Ib., 19-in. handles, 
$14.25 per doz. 


BOLTS AND NUTS.—Common carriage 
bolts, small, 40-5 per cent; large, 40 
per cent. 

Machine bolts, small, 45 to 45-10 per 
cent; large, 45 to 45-10 per cent. Lag 
screws, 45-10 per cent. 

Stove bolts. 75 to 75-5 per cent, both 
flat and round head. 

Sink bolts, 75 to 75-5 per cent. 

Tire bo'ts, 45 to 50 per cent. 

Step bolts, 40-5 per cent. 

Screw anchors, 75-10 per cent. 

Lag screw shields, 80 per cent. 
Machine bolt shields, 65 per cent. 
CARPET SWEEPERS.—Bissell, ‘‘Amer- 
ican Queen,” $54 per doz.; “‘Club,”’ $108 
per doz.; ‘‘Elite,’’ $60 per doz.; ‘““Grand 
Rapids,”’ Nic., $48 per doz.; ‘Grand 
Rapids.” Jap., $44 per doz.; ‘“‘Grand,”’ 
Jap., $60 per doz.; ‘‘Parlor Queen,’’ $56 
per doz.; ‘“‘Princess,’’ $50 per  doz.; 
“Standard,” Jap., $36 per doz.; “‘Univer- 
sal,” Nic., $46 per doz.; ‘‘Universal,”’ 

Jap., $42 per doz. 

GALVANIZED PAILS. — Galvanized 
pails, 8-qt., 19c. each; 10-qt., 22c. each; 
12-qt., 24c. each; 14-qt., 27c. each; 16- 
qt., 32c. each. 

Heavy galvanized pails, 12-qt., 35c. 
each; 14-qt., 40c. each; 16-qt., 46c. each. 

Galvanized tubs, No. 1, 69c each; No. 
2, 78c. each; No. 3, 91c. each. 


GARDEN TOOLS:— 

Manure Forks.—Drop ferrule, oval 
drop-forged tines, selected D ash handle, 
4 12-in. tines, $1.58 each; 5 13-in. tines, 
$1.76 each: 6-12-in. tines, $2.05 each; 
5 13-in. tines, 4-ft. handle, $1.50 each; 
6 13-in. tines, 4-ft. handle, $1.70 each. 


— 


(Lots of six, 5 per cent off.) 


Hay Forks.—3 oval 12-in. drop-forged 
tines, bronzed and polished, select ash 
handle, strapped ferrule 5-ft. bent han- 
dle, $1.12 each; 6-ft. bent handle, $1.35 
each. (Lots of six, 5 per cent off.) 

Spading Forks.—Malleable D handles. 
strapped ferrule; angular drop-forged 
tines; 4 tines, 76c. each; spading forks, 
wood D handle, strapped ferrule, 4 
heavy tines, $1.64 each; 5 heavy tines, 
$2.08 each. 

Wooden Rakes.—Wooden hay rake, 12 
teeth, two bows, 40c. each: same with 
three aluminum steel bows, 14 teeth, 
varnished head, 63c. each. 

Lawn Rakes.—Three wood bows, 24 
teeth, 55c. each; same with 3 aluminum 
steel bows, 24 teeth, 72c. each. 

Ladies’ Lawn Rake.—Two wood bows, 
18 teeth, varnished head, 5-ft. handle, 
50c. each. 

Wire Lawn Rake.—24 wire teeth, 20- 
in. head, malleable socket, securely fast- 


ened to head, pinned teeth and head, 
55c. each. 


Genuine Yamada lawn rake, 95c. each. 

Stee! Rakes.—Medium steel garden 
rakes, bronze finish, straight teeth, 5%4- 
ft. ash handle, 12 teeth, 77c. each; 14 
teeth, S8lce. each; 16 teeth, 89c. each. 
Malleable, 12 teeth, 32c. each; 14 teeth, 
36c. each; 16 teeth, 40c. each. 


Garden Hoes.—7-in. steel blades, black 
finish, 4%-ft. ash handle, solid shank, 
36c. each; 7-in. blade, bronze finish, 71c. 
each; 6-in. blade, bronze finish, 77c. 
each. Mortar hoe, forged steel blade, 
bronze finish. solid shank, 6-ft. ash 
handle, 9-in. blade, 95c. each. (Lots of 
six, 5 per cent off.) 

Trowels.—Garden trowels, 6-in. blued 
steel blades, black-enameled handle, 
riveted tang, 7c. each; heavy solid steel 
6-in. blade, half polished, riveted shank, 
hardwood handle, 10c. each; 1-piece 
socket, 6-in. forged steel blades, polished 
and enameled red, length over all, 13% 
in., 29c. each. All steel trowel, 17c. 
each. Socket pattern, solid forged one- 
piece blade and _ socket, wood-grip 
handle, 60c. each. 


Hand Spading Forks.—Three heavy 
flat tines, polished and japanned, black- 
enameled, handle. 10 in. over all, 10c. 
each; 4%-in., malleable tines, half pol- 
ished, brass ferrule, polished handle, 
10%4c. each. f 


Lawn Weeder.—3 steel spring tines, 
tinned black-enameled handle, 10c. 
— 4 steel tines, 42-in. handle, 44c. 
each. 


LAWN MOWERS.—Plain bearing, 8-in. 
drive wheels, 5-in. reel, 3 steel knives, 
screw adjusting, 12-in., $5.60 each; 14 
in., $5.85 each; 16-in., $6.25 each; 18-in., 
$6.65 each. 

Ball-bearing lawn mowers, self ad- 
justing, 8-in. drive wheels, 5%-in. diam- 
eter reel, screw-adjusting cutter bar, 3 
steel knives, 12-in., $7.25 each; 14-in., 
$7.60 each; 16-in., $7.95 each; 18-in., 
$8.30 each. 

Ball-bearing lawn mower, self-adjust- 
ing, 9-in. drive wheels, -in. diameter 
reel, 4 self-sharpening knives, 14-in., 
$9.15 each; 16-in., $9.50 each; 18-in., 
$9.85 each. 

Ball-bearing lawn mower, self-adjust- 
ing, hardened cones, 10%-in. open drive 
wheels, 4 self-sharpening knives, 6-in. 
diameter reel, 14-in., $10.35 each; 16-in., 
$10.90 each; 18-in., $11.45 each; 20-in., 
$12.10 each. 

Seif-adjusting, ball-bearing lawn mow- 
er, 10%-in. wheels, 6-in. diameter reel, 
5 shear cutting self-sharpening knives, 
16-in., $14 each; 18-in., $14.65 each; 20- 
in... $15.30 each. 

Cut nails, $4.50 base per keg. 

Wire nails, and brads in small lots, 70 
per cent off list. 

Roofing nails, 1 x 12, 100 Ib., $8.20; gal- 
vanized and plain, $5.20. 


POULTRY NETTING.—From New York 
stock, 40-2% per cent; f.o.b. Pittsburgh, 
45-5 per cent. 


ROPE.—First grade Manila rope, 18%c. 
base per lb.; hardware grade. 16%%c. 
base per Ib.; Ist grade sisal, 15%c. per 
Ib.; 2nd grade sisal, 14%c. per Ib. 
SASH CORD.—First grade, 5lc. to 55c. 
per Ib. base. Prices vary in different 
sections of the city. 


SOLDERING COPPERS.—%* Ib. to pair, 
28c. per pair; 1 lb. to pair, 36c. per pair; 
1% lb. to pair, 48c. per pair; 2 Ib. to 
pair, 62c. per pair; 2% Ib. to pair, 76c. 
per pair; 3 lb. to pair, 90c. per pair; 4 
Ib. to pair, $1.20 per pair; 6 lb. to pair, 
$1.80 per pair. 


SOLDER.—Kester string solder in 1-Ib. 
spools, 64c. per spool. 

Barsolder, commercial grade, 38c. per 
lb. Strip solder, in 5-lb. boxes, 44c. 
per Ib. 


SCREWS.—Flat head _ steel machine 
screws, 70 per cent. 
Round head steel machine screws, 70 
per cent. 
Flat head brass machine screws, 60-10 
per cent. 
Flat head steel wood screws, bright, 
full packages, 75-20-5-5 per cent. 
Galvanized brass, 70-20-5-5 per cent. 
Flat head brass, 70-20-5-5 per cent. 
Round head blued, 7214-20-5-5 per 


ent. 
Round head nickel plated, 6214-20-5-5 
per cent. 

oe head brass, 6714-20-5-5 per 
cent. 

Prices vary in different sections of 
the city. 


TOOL HANDLES. (Agricultural).—Hay 
fork handles, bent, 5-ft. 33c. each; 6-ft., 
5le. each. 

“ee fork handles, bent, 414-ft., 29c. 
each. 

Spading fork handle, 4%4-ft., 36c. each. 

Hoe handle, shank or socket style, 
4%-ft., 22c. each. Mortar style, 6-ft., 
45c. each. 

Long shovel handle, bent, 41%4-ft., 37c. 
each. 

Long spade handle, 41%4-ft., 37c. each. 

Bent D handle, manure fork style, 46c. 
each. Spading fork style, 46c. each. 
Shovel style, 50c. each. Spade style, 
50c. each. 

Malleable D fork handle, manure fork 
style, with strap ferrule and cap, 58c. 
each. Spading style, 40c. each. 

Spading style, with strap ferrule and 
cap, 63c. each. 


WIRE CLOTH.—Jobbers’ quotations, 
f.o.b. New York: 

Black wire cloth, 12-mesh, $2.30 per 
100 sq. ft. 

Galvanized wire cloth, 12-mesh, $2.75 
per P sq. ft.; 14-mesh, $3.25 per 100 
sq. ft. 

Copper wire cloth, 14-mesh, $7.25 per 
100 sq. ft. 

Bronze, 14-mesh, $7.50 per 100 sq. ft.; 
bronze, 16-mesh, $8.95 per 100 sq. ft. 

Wire cloth, galvanized square mesh 
cloth, %-in. mesh, $5 per 100 sq. ft.; 
%-in. mesh, $5.25 = 100 sq. ft.; %-in. 
mesh, $5.50 per 100 sq. ft. 


c 
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Chicago Expects Big Spring Business 
in Builders’ Hardware—Prices Steady 


(Chicago office HARDWARP AGE) 
HE convention of the hardware retailers, held in 
Chicago last week, has enlivened business in the 
wholesale fields, and has brought to the city hundreds 
of merchants, who are placing orders on a liberal basis 


for a large variety of merchandise. 


Builders’ hardware, unquestionably, will be in great de- 
mand this spring, as construction work is the largest 
known at this season, with prospects regarded as favor- 
able for a continuation throughout the year. 

Buying of finished steel and pig iron has enlarged at a 


ALARM CLOCKS. — Orders being 
booked in large volume; deliveries from 
thefactories continue slow; prices firm 
and unchanged. 


We quote from jobbers’ stocks, 
f.o.b. a America, $11.40 in doz. 
lots, $11.04 in case lots: Blue Bird, 
$13.20 in ‘doz. oe $12.84 in case lots: 
Black Bird, 96 in doz. lots, $18.36 
in case ‘ots: ankle, $20.88 in doz. 
lots, $20.16 in case lots: Lookout, 
$13.20 in doz. lots. $12.84 in case lots; 
Sleepmeter. $15.12 in doz. lots, $14.64 
in case lots. 


AMMUNITION AND FIREARMS — 
Future bookings for ammunition are ex- 
ceptionally heavy. Lefever Arms Co. 
have refused to accept any more orders 
for 1924 delivery of double barrel guns. 
Dealers should take advantage of the 
jobbers’ present stocks by placing their 
future orders for Lefever guns at this 
time. 


AUTOMOBILE ACCESS ORIES.— 
There has been no change in price. Fu- 
ture orders are being placed in excel- 
lent volume, and a very healthy busi- 
ness is looked for this spring. 


We quote from jobbers’ 
f.o.b. Chicago. 
Spark Plugs.—Splitdorf, 50c. each; 


stocks, 


; lots of 100. 41c. each; Champion 
Blue’ Box line, 53c. each; A. C. Titan, 
58c. each; lots of 100, 56c. each; A. Cc. 
Special Ford, 44c. each. 

Spot Lights.—Anderson, No. 3286, 
$6.50 each. 

Horns.—E, A. Electric (Ford), $4 
each. 

Jacks.—Reliable Jacks. No. 46, $2.50 
each; in lots of 10, $2.25 each: Sim- 
plex. No. 36, $1.80 each: Ajax, No. 
6. 90c. each: National Standard, No. 
21. $1.20 each. 

Pumps.—Rose, 14%4-in. cylinder, $1.55 
each. 

Chains.—Non-skid, dozen pair lots, 
33%4 per cent discount; 50 pair lots, 
40 per cent discount. 

Tires and Tubes.—30 x 3% non- 
skid, fabric, $8.65 each; cord, vit. vag 
each: gray inner tubes, 30 x 
$1.20 each; red inner tubes, 30 x ai 
$1.80 each. 


AXES.—Current demand is active, with 
‘ best sales on competitive grades. It is 
expected that present prices will rule 
till at least April 1, at which time fall 
prices will be announced. 


We quote from _ jobbers’ 
f.o.b. Chicago: First quality single 
bitted unhandled axes, 3 to 4-lb., $14 
doz., base: double bitted, $19 doz.. 
base; good quality black unhandled 
axes, same weight, single bitted, $13 
doz., base; single bitted handled axes, 
$15 to $22 per doz., according to qual- 
ity and grade of handle. 


BICYCLES.—Sales on bicycles are 
rather slow, but orders for future de- 
livery show an improvement. 


stocks, 


ments. 


diate shipment. 


BUILDERS’ HARDWARE.—Factories, 
generally, are from two to three months 
behind with their orders. The outlook 
for spring business was never so bright. 
Prices are strengthening up; in fact, 
one factory has advanced prices 10 per 
cent. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 3% x 3% steel butts, 
old copper and dull brass finish, in 
case lots, $3.12 per doz. pair; 4 x 4 
steel butts, old copper and dul! brass 
finish, in case lots, $4.40 per doz. pair; 
heavy bevel inside sets, case lots, 
$7.80 per doz.; steel bit-keyed front 
door sets, $1.90 per set; wrought brass 
bit-keyed front door sets, $3.25 per 
os: cylinder front door sets, $7.50 per 
set. 


CAP AND SET SCREWS.—Manufac- 
turers issued new list prices on Feb. 1 
which average about 50 per cent over 
the old lists. 


CHAIN.—Prices firm; demand 
tinues active for all sorts of chain. 


We quote from jobbers’ stocks, 
f.o. b. Chic ~ %-in. proof coil chain, 
$8.25 per 100 lb.; American coil chain, 
40-10 per cent off list; No. 004% elec- 
tric welded cow ties, $2.75 per doz. 


COTTON GLOVES.—Fall orders com- 
ing in very satisfactorily; market firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Knit wrist gloves, 6-o0z. 
$1.80 per doz. pr.; 8-oz., $2.10 per doz. 
pr.; 10-o0z., $2.30 per doz. pr. 

COPPER RIVETS AND BURRS.—De- 
mand unusually heavy; present prices 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Copper rivets and 
burrs, 40-10 per cent discount. 


CLIPPING AND SHEARING MA- 


con- 


CHINES.—Demand continues excel- 
lent; prices unchanged. 
We quote from jobbers’ stocks, 


f.o.b. Chicago: Stewart No. 1 clipping 
machine, $12.75 list: one man power 
shearing machine, $21 list: top plates 
No. 90 and 360, $1.25 each list: bottom 
plates No. 99 and 361, $1.75 each list; 
dealers’ discount, 33% per cent. 
Stewart electric clipping machine, 
pedestal type, $85 list: shearing ma- 
chine, $90 list; dealers’ discount, 25 
per cent. 


DOOR SPRINGS.—No change in price. 
Commitments for spring delivery com- 
ing in in excellent volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Perfect No. 2, 35c. 
doz.; No. 3, 40c. doz.; No. 4, 44c. doz.; 
No. 5, 52c. doz.; No. 6, 63c. doz.; No. 
7, 70c. doz.: Reliance, light, $1.80 ‘doz.: 
medium, $2. 50 doz.; heavy, $3.75 doz.; 
Torrey’s, $3.60 doz. 


ELECTRICAL MERCHANDISE.—Sat- 
isfactory volume of sales reported. 


very satisfactory rate and is crowding the capacity of the 
steel mills and blast furnaces to keep uv with require- 
Consumers are very anxious for supplies, and 
mills find it very difficult to meet requirements for imme- 


Although there has been some decline in prices, values 
are showing steadiness with a disposition to firmness. 

Money conditions continue easy, with a reserve ratio of 
the Federal Reserve Bank near to record figures and with 
only a moderate borrowing demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 14, rubber covered 
wire, $7.60 ~ 1090 ft.; in 1000-ft. 
lots, $7.35; 18 lamp cord. $15 per 
1000 ft.: in 1000-ft. lots, $13.75; ™M-in 
brush brass key sockets, 20c. each; 
two-way plugs, 60c. each; in lots of 
ten, 52c. each: one-piece attachment 


plugs, 13c. each: two-niece attach- 
ment plugs, 12c. each: dry cells, 
boxes of 59. 30%c. each; less than 


case lots, 34c. each. 


EYE HAMMERS AND SLEDGES.— 
Prices considered very reasonable; 
therefore orders are being booked in 
liberal volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Striking or black- 
——- sledges, 5-lb. and heavier, 10c. 
per 


FIELD FENCE.—No change in price; 
some warm weather would help increase 
sales. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Field fencing, 60% per 
cent discount from list. 

FILES.—Leading makers have advanced 
prices 10 per cent; the increased cost 
of labor is given as reason for necessity 
in making this advance. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Disston files, 50-10 
per cent off list; Black Diamond files, 
40-10-5eper cent off list. 

FISHING TACKLE.—Future orders 


taken last fall now Leing shipped. 


FOOD CHOPPERS.—Sales are all that 
could be expected at this season of the 
year. , 

We quote from jobbers’ stocks, 
f.o.b. Chicago: Food choppers, Uni- 
versal No. 0, $15 per doz.; No. 1, 
$18.20 per doz.; No. 2, $22.25 per doz. 

GALVANIZED AND TIN WARE.— 
No change in price has been made, ex- 
cept a cut price of $2.40 on one-gallon 
galvanized can, which has been made by 
one Chicago jobber. 


We quote from jobbers’ 
f.o.b. Chicago: 
ized after made water pails, 
$1.85 doz.; 10-qt., 


stocks, 
Competition galvan- 
8-qt.. 
$2.10 per doz.; 12- 
qt., $2.30 doz.; 14-qt., $2.57 doz.; gal- 
vanized wash tubs, No. 1, $6 doz.; 
No. 2, $6.75 doz.; No. 3, $8 doz.; 2-gal. 
galvanized kerosene can (tin breast), 
$4.25 doz.; 5-gal. galvanized kerosene 
can (galvanized breast), $7.50 doz.; 
1-bu. galvanized baskets, $7 doz. 


GLASS AND PUTTY.—No decided 
changes have taken place this week in 
the volume and character of window 
glass business. Price on commercial 
putty declined 35 cents per hundred. 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A and 
B, up to 40-in., 85 per cent discount; 
over 40-in., 83 per cent discount; 
double strength A, all brackets, 84” 
per cent discount. Commercial putty, 
100-lb. kits, $3.20; glaziers’ points, 
— 1, 2 and 3, one doz. packages, 

c. 


HATCHETS.—Prices were largely re- 
duced late in 1923 and are considered 
favorable. Sales are increasing in vol- 
ume as spring approaches. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Size 2, extra quality, 
broad hatchets, $17.15 per doz.; com- 
petitive grade, $12.40 doz.; warranted 
shingling hatchets, No. 2, $13.15 doz.; 
competitive forged shingling hatch- 
ets, No. 2, $8.45 doz. 


HANDLED HAMMERS.—Prices are on 
attractive basis since the late 1923 re- 
ductions; orders continue to show sub- 
stantial increase in volume. 


We quote from jobbers’ stocks, 
f.o.’. Chicago: No. 11% first quality 
nail hammers, $12 per doz.; 12-oz. 
ball pein, $8.80 per doz.; competitive 
forged nail hammers, $5.60 per doz.; 
cast steel hammers, $4 per doz. 


HANDLES, TOOL.—No change made 
in this line; prices strong, with advanc- 
ing tendency; sales reported active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 
Axe Handiles.—No. 1 hickory, $4 


doz.: No. 2, $3 doz.; finest selected 
white hickory, $6 doz.; special white 
second growth hickory, $5 doz. 

Hatchet and Hammer Handies.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.50 doz. 


HANDLES, AGRICULTURAL. — No 
change in price expected. As the sales 
depend on crop and general business 
conditions, it is too early to forecast. 
However, there was a great shortage of 
handles last year. 


We quote from jobbers’ 
f.o.b. Chicago 

Hay Fork Mandies.—Straight. 
chucked and bored, wa grade, 4%- 


stocks, 


ft., $4.50 doz.; 5-ft., 50 doz.; XX 
4% -ft. . $4 doz.; 5-ft., $4.80 doz.; X 
4%4-ft., $2.40 doz.; 5- iw $2.80 doz. 


Hay Fork Handles. —Bent, chucked 
and bored, best grade with strap, fer- 
rule = cap, 414-ft., $7.50 doz.; 5-ft., 
$8.50 d ~—¢ bent, with strap, fer- 
rule aa cap, 4 -ft., ; 4%-ft., 
doz., 4% -ft., 2 &-ft., 
X bent, 4%-ft., $3 doz.; 
5- ft., $3.40 doz. 

Manure Fork Handles.—Bent, best 
grade, 4-ft., $4.75 doz.; 4% ft., $5.10 
doz., XX bent, i-ft., $4.15 doz.: 4% -ft., 
$4. 7 doz.: X bent, 4-ft., $2.60 doz.; 

4, $2. 95 doz. 

nohen Hoe Handies.—XX 4%-ft., 
$3.45 doz.; X 4%-ft., $2.40 doz. 

Garden Rake Handies.—XX 5%-ft., 
$5.25 doz.; X 5%-ft., $3.25 doz. 

Shovel Handles. —Regular pattern, 
XX 4%-ft., $5.90 doz.; X 4%-ft., $3.90 
doz.: D- handle, best erade, $7. 95 doz.; 
x grade, $6 doz. 

Spade Handles.—D-handle, best 
grade, $7.75 doz.; X grade, $6 doz. 


HINGES.—Prices continue firm; noth- 
ing to indicate a decline; current busi- 
ness good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: erty! strap py in 


bundles, 4-in., $1.12; 5-in., $1.57; 6-in., 
$1.93; 8-in., ‘$3. 21; 10- in.. $4. '§2 per 
doz. pairs. Extra heavy T hinges in 


ag es, 4-in., $1.74; 5-in., $1.85; 6- 
$2. 31: 8- in., $3.95; 10-in., $5.64. per 
ok pairs. 
ICE CREAM FREEZERS. — Orders 
continue to show fair volume. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1- 


qgt., $4.85 2-qt., $5.65 list; 3-aqt., 
$6.75 list; 4-qt., $8.25 list; 6-qt., $10.45 
list; 8-qt., $13.50 list; 10-qt., $18 list; 
12-qat., $2.85 list; 15-qt., 55.60 list; 
20-qt., $33.20 list: 25-qt., $42.60 list; 
Arctic 1i-qt., $4 list; 2-qt., $4.60 list; 
3-qt., $5.55 list; 4-qt., $6.80 list; 6-qt., 
$8.60 list; 8-qt., 10 list. All the 


above less 50 per cent discount. 
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INCUBATORS.—Nothing in sight to 
slow down unusual demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Incubators, 35 per cent 
discount; brooder stoves, 30 per cent 
discount: insulated chicken waterers, 
$3.25 each. 


NAILS.—Large inquiry for nails in 
carload lots from dealers. Mills antici- 
pate a heavy demand as soon as warm 
weather will permit building to con- 
tinue. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire nails, 
$3.80 per keg, base; cement coated, 
$3.25 per keg, base. The extra for 
galvanized maile is now $2.25 for 1-in. 
= longer; $2.50 for shorter than 
-in. 


OIL STOVES.—Interest particularly 
active in this line for spring delivery. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Old line New Perfec- 
tion 2-burner stoves, $17 each list; 
3-burner, $22 each list; 4-burner, $28 
each list: new Improved New Perfec- 
tion 2-burner, $22 each list; 3-burner, 
$28.50 each list; 4-burner, $35 each 
list; Superfex 2-burner, $36 each list; 
3-burner, $45 each list; 4-burner, 
$58.50 each list. All subject to 30 per 
cent discount. Lots of ten or more 
are subject to 30-5 per cent discount. 


PAINTS AND OILS.—Linseed oil ad- 
vanced 2 cents per gal.; turpentine de- 
clined 1 cent per gal.; shellac, 4-lb. 
goods, declined 25 cents per gal. All 
paints and oils in excellent demand; 
outlook for spring business very en- 
Ss 


quote from jobbers’ 

sak 4 Chicago 
Linseed Oil alton. barrel lots, $1.10 
per gal.; 5-barrel lots, $1.05 per gal. 
Linseed Oil —Boiled, barrel lots. 
$1. hy per gal.; 5-barrel lots, $1.07 per 


$1.12 per 


stocks, 


ga 
> inepameamnee —Barrel lots, 


> Alcohol.—Barrel lots, 
55c. per ga 
White Lead.—100-Ib. kegs, $14.50 


per keg; 50-lb. kegs, $7.50 per Kes 
25-lb. kegs, $3.80 per keg; 12%-l 
kegs, $2 per keg. 
Dry Paste.—In barrels, 6c. per Ib. 
Shellac.—(4-lb. goods) white, $3.50 
per gal.; orange, $3.25 per gal. 
English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 


PYREX OVEN WARE.—New individ- 
ual teapot announced; sales increasing. 


We quote from jobbers’ stocks, 


f.o.b. Chicago: , 
Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 


Casseroles.—Round, No. 167, $12 
doz.;: No. 168, $14 doz.: : No. 183, $12 
doz.: No. 184, $14 doz 


Casseroles. 5 Oval, No. 193, $12 doz.; 
No. 197. $14 d 
Pie Plates. aie. 202, $6 doz.; No. 
203. $7.20 doz.: No. 209, $7.20 doz. 
Tea Pots.—2-cup, $20 doz.; 4-cup, 
$24 doz.; 6-cup, $28 doz. 
Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 
RADIO.—Acute shortage of tubes not 
improved; manufacturers improving de- 


liveries on complete sets. 
REFRIGERATORS.—The outlook for 
spring business is excellent. Several of 
the manufacturers report that their 
output is sold. 


ROLLER SKATES.—Demand heavy, 
especially in the South. 


We quote from jobbers’ stocks 
f.o.b. Chicago: Chicago boys’ bali 
OT te $1.45 pair; Girls’ ball bearing, 


5 pair. Union boys’ ball bearing, 
$1.55 pair; girls’ ball bearing, $1.65 
pair. 


ROOFING PAPER.—Prices very firm 
after the recent advances, and further 
increase in price not unlikely; spring 
demand opening in very good volume. 
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We quote from jobbers’, stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2 per square; 
best talc surfaced, $2.35 per square; 
medium. talc surfaced, $1.65 per 
square; light talc surfaced, $1.05 per 
ees red rosin sheathing, $70 per 
on 


ROPE.—The Mexican situation has 
practically stopped the supply of sisal 
fiber. The Yucatan sisal district is still 
completely under revolutionistic control. 
Manila fiber costs are also very firm at 
the recent advanced levels. Prices may 
go still higher. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality manila 
rope, standard brands, 17%c. per Ib.; 
No. 2 manila rope, 16%c. per Ib., base: 
No. 1 sisal rope, highest quality, 
standard brands, 14%c. per Ib., base; 


No. 2 sisal rope, standard brands. 
13%c. per lb., base. 


SASH CORD.—Local prices still un- 
changed; business good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7 sage ag brands, 
$11 per doz. hanks; No. 8, $12.60 per 
doz. hanks. 

SASH PULLEYS.—Steel pulley prices 
declined approximately 10 per cent; 
good business is reported. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 


50c. doz.; barrels, 54c. doz.; Common 
sense, 2- -in., 60c. doz.; barrels, 54c. 
a No. 105, 52c. doz.; barrels, 48c. 
Oz 


SCREEN DOORS. — Orders taken 
earlier in the season now being shipped 
out by the local jobber, and everything 
indicates a good, healthy demand. 
We quote from jobbers’ stocks, 
f.o.b. Chicago: Screen doors, No. 266, 
2-8 x 6-8, $23.15 doz.; No. 296, rer 
6-8, $28.20 doz.; No. 311, 2-8 x 
$33.20 doz.; No. 515G, 2-8 .. 6-8, 546 
doz.; Window screens, No. 833, $5.30 
doz.; No. 2433, $6.50 doz. 
SCREWS.—Stocks ample; sales good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Flat head bright 
screws, 80 per cent new list: round 
head blued, 78 per cent new list; flat 
head brass, 76 per cent new list; 
round head brass, 74 per cent new 
list; japanned, 74 per cent new list. 


SOLDER AND BABBITT METAL.— 
Prices very firm; tin and lead have 
taken almost steady advances now for 
several months. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Warranted, 50-50 sol- 
der, $34 per 100 Ib.; medium, 45-55 
solder, $33 per 100 lb.; tinners, 40-60 
so'der, $32 per 100 lb.; high speed 
babbitt metal, $25 per 100 Ilb.; Stand- 
ard No. 4 babbitt metal, $12 per 100 


Ib. 
STEEL GOODS.—Prices are firm. Be- 
cause of the scarcity and high price of 
ash timber and high wages there is no 
possibility of a decline. If there should 
be any change in these goods, it will 
more likely be an advance. 


STEEL SHEETS.—Demand continues 
good; prices firm. 


We uote from jobbers’ stocks, 
f.o.b. hicago: 28-gage galvanized 
sheets, $5.85 100 28-gage 


per b.; 
black sheets, $4.70 per 100 ib. 


STOVE PIPE AND ELBOWS.—Fall 
orders are being placed freely by deal- 
ers, in view of the fact that prices con- 
tinue the same as last fall, with no 
prospect of a decline ahead. 


pipe, t 


gage, 6-in. elbows, $1.60 per Bos. 


? 
f 
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.WHEELBARROWS. — Orders are in 
good volume as the spring selling sea- 
sen opens. Prices firm and_ un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wood bar- 
rows, $3.50 each; common steel tray 
barrows, $5.50 each; steel leg garden 
barrows, $6 each. 


WIRE GOODS.—Dealers are insisting 
on immediate shipment of all futures 
on wire cloth and poultry netting. Or- 
ders for barbed wire and staples are 
improving, but do not equal nails and 
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We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $3.70 per 100 lb.; catch weight 
spool galvanized cattle or hog wire, 
$4.60 per 100 Ib.; 80-rod spool gal- 
vanized hog wire, $1.98 per spool; 
No. 9 galvanized, plain wire, $4.15 
per 100 lb.; polished fence staples, 
$4.25 per 100 lb.; catch weight spools 
painted barb wire, $4.30 per 100 lb.: 
12-mesh black wire cloth, $2.10 per 
100 sq. ft.; 12-mesh galvanized wire 
cloth, $2.45 per 100 sq. ft.; 14-mesh 
bronze wire cloth, $6.70 per 100 sq. 
ft. in 50-ft. rolls; galvanized before 
poultry netting, 45-10 per cent dis- 
count; galvanized after poultry net- 
ting, 45 per cent discount. 


WRENCHES.—Trimo monkey wrenches 


17 


advanced 15 per cent; no change on 
Coe’s or kindred lines of monkey 
wrenches, 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Agricultural wrenches, 
60 per cent off list; Coe’s wrenches, 
40-10 per cent off; engineers’ 
wrenches, 25 per cent off; knife han- 
dle wrenches, 40-10 per cent off. 
Stillson, 60-10 per cent off: Trimo, 
60-7% per cent off. 

Snap-on Wrenches.—No. 101 Mas- 
ter Service set, $15.25; No. 202, Heavy 


Duty set, $8: No. 404, Universal 
Socket set, $7; No. 505B Screw 
Driver set, $3.40. All Snap-on 


Wrenches less 40 per cent f.o.b. Mil- 
waukee. 








field fence. 


Heavy Buying by Railroads a Feature 
of Pittsburgh Steel Market 


(Pittsburgh office of HARDWARE AGE) 


HE leading feature of the local steel market is the 
continued heavy buying of the railroads, which from 
week to week seems to be getting heavier instead 
of falling off. So far this month, no less than 80,000 cars 
or more have been placed, nearly all the leading railroads 
having bought heavily of cars, or else are actively in the 
market. The largest buyers of late are the New York 
Central and the Pennsylvania Railroads, which together 
have bought nearly 50,000 cars themselves, while other 
roads have been heavy buyers. For the cars placed lately 
by the two above named roads, it is estimated that close 
to 200,000 tons of plates, shapes, steel bars and other 
forms of finished steel will be needed. The Norfolk & 
Western Railroad has just bought 600 cars for early 
delivery. | 
The Steel Corporation is operating its blast furnaces 
and steel works to more than 90 per cent of capacity, 
while it is estimated that the independent steel mills are 
running close to 85 per cent on the average. This country 
is making at the present time steel ingots at the rate of 


Machine bolts, small; rolled threads, 


about 45,000,000 tons per year, this being a record out- 
put. More blast furnaces are being started nearly every 
day, this showing that the steel works owners have con- 
fidence that the present heavy demand for their products 
will continue for some time to come. Jobbers are in- 
creasing their stocks of all kinds of finished steel prod- 
ucts, and the stage seems tobe all set for a big spring 
business. 

New demand for pig iron has fallen off some, but this is 
due to the fact that large consumers have covered ahead 
for some time, and are temporarily out of the market. 
The American Radiator Co. is reported to have bought 
about 25,000 tons of pig iron last week for forward deliv- 
ery. Prices on iron are firm but no higher. 

Conditions in the hardware trade show no important 
change. The volume of business is fair, but not as large 
as expected it would be at this time. Prices are firm on 
practically all goods, with chances favoring advance on 
some lines in the near future. The recent cold weather 
has increased sales of winter goods very materially, and 
stocks have been reduced to considerable extent. 


vere. The reduction in prices of $15 


AXES.—It is expected that prices on 
axes for the fall trade will be given out 
by the makers on April 1, or very short- 
ly after that date. In the meantime, 
demand is fair, the trade placing orders 
only for such quantities as are required 
for actual needs. Prices are reported 
firm and makers are shipping promptly. 


We quote from jobbers’ _ stocks, 
f.o.b. Pittsburgh, as follows: 

First grade, single bitted axes, 
handled, $19 per doz.; unhandled, $15 
per doz.; double bitted axes, handled, 
$24 per doz.; unhandled, $20 per doz.; 
second grade axes, single  bitted, 
handled, $17.50 per doz.; unhandled, 
$14.50 per doz.; double bitted, han- 
a $21 per doz.; unhandled, $18 per 

OZ. 


BOLTS AND NUTS.—Buying is being 
done conservatively, and so far sales 
of nuts and bolts at the recent advance 
of about 5 per cent in prices have been 
very light. As is usual in cases of an 
advance in prices on any steel com- 
modity, the large consumers were cov- 
ered for some time ahead, when the ad- 
vance was made, and any new buying at 
the higher prices has been by the small 
trade that buys in small lots. Specifica- 
tions against contracts are fair, but 
there is not much snap to the market. 
It cannot be told now whether the 
higher prices will hold, as they have not 
been tested out. Present prices and dis- 
counts on bolts and nuts, also on rivets, 
to the large trade, are as follows: 


60, 10 and 5 per cent off list; Machine 
bolts, all sizes, cut threads, 60 and 5 
per cent off list; Carriage bolts, *%* x 

in,. smaller and_ shorter, rolled 
threads, 60 and 5 per cent off list; 
Carriage bolts, cut threads, all sizes, 
50, 10 and 5 per cent off list; Lag 
bolts, 65 and 5 per cent off list: Plow 
bolts, Nos. 1, 2 and 3 heads, 50 and 
10 per cent off list; Other style heads, 
20 per cent extra: Machine bolts, 
c.p.c. and t. nuts, % x 4 in., 50 and 
5 per cent off list; Larger and longer 
sizes, 50 and 5 per cent off list; Hot 
pressed squares or hex. nuts, blank, 
4.25c. off list; Hot pressed nuts, 
tapped, 4.25c. off list; C.p.c. and t. 
square or hex. nuts, blank, 4c. off list; 
C.p.c. and t. square or hex. nuts, 
tapped, 4c. off list; Semi-finished hex. 
nuts: *-in. and smaller, U. S. S., 80 
and 5 per cent off list: %-in. and 
larger, U. S. S., 75 and 5 per cent off 
list; Small sizes, S. A. E., 80, 10 and 
5 per cent off list: S. A. E., -in. 
and larger, 75, 10 and 5 per cent off 
list: Stove bolts in packages, 75, 10 
and 5 per cent off list: Stove bolts in 
bulk, 75, 10, 5 and 2% per cent off 
list; Tire bolts, 60 and 10 per cent off 
list; Bolt ends with hot pressed nuts, 
60 and 5 per cent off list; Bolt ends 
with cold pressed nuts, 50 and 5 per 
cent off list; Turnbuckles, with ends, 
%-in. and smaller, 50 to 55 and 5 per 
cent off list; Turnbuckles, without 
ends, %-in. and smaller, 65 and 5 to 
70 and 10 per cent off list; Washers, 
5c. to 5.25c. off list. 

Rivets.—Large structural and ship 
rivets, base, per 100 .75: Small 
rivets, 70 and 10 per cent off list. 


CHAIN.—Conditions in the chain indus- 
try are only fairly satisfactory, de- 
mand being mostly for small lots to 
cover actual needs, while competition 
for business being placed is very se- 


per ton made effective from Jan. 10 
last on procf, BB and BBB chain, %-in. 
and smaller, and on 9/16-in. and larger, 
$10 per ton, has not increased the new 
demand to any great extent, if at all. 
The full schedule of prices in effect now 
on the different grades of chain was 
given in the Pittsburgh market report 
printed in HARDWARE AGE of Jan. 31, 
those prices being for large lots, the 
usual advances being charged for small 
lots from stock. . 


INCUBATORS. — Local jobbers say 
their trade in incubators so far this 
year has been about double that of last 
year, and it is intimated that the sup- 
ply of incubators this year may run 
short of meeting the heavy demand 
from the users. Prices are practically 
the same as those in effect last year. 


IRON AND STEEL BARS. — Séme 
large consumers have decided it would 
be good policy to buy a little further 
ahead in view of the fact that the mills 
are getting pretty well crowded, and 
there may be delay in deliveries later on 
unless they get their orders in early. 
The mills still have some large con- 
tracts to complete that were taken be- 
low the 2.40c. price, and on these speci- 
fications are liberal. The demand for 
iron bars is steady, but only fairly 
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PITTSBURGH BASE PRICES 





carload, per 100 Ib.: 


*Applies minimum carload 80,000 Ib. 


steamship lines, via the Panama Canal, 
steel, common wire products, 
No. 12 gage and lighter, 50c.; 
not over 12 in. in diameter, 55e. : 
carload lots, minimum 36,000 Ib. 


rods, 40e.: 





including cut or wire nails, 


over 12 in. 


Note: It should be understood that prices given below are f.o.b. mill or warehouse, Pittsburgh, and are quoted only for 
carload shipments from mill of warehouse to retailers. For smaller lots, the usual advances apply. 

Anneéie’a fence wire, bass, No. 9 BRS POF BOO BD. ..oicctocccsecc copebdbwececesveccoce $3.00 
rr, en rr, i er: er De <'s cob bps eke 6.080 hab tc cau bd be Ceeesedeststanecatt 2.85 
en, , , SP e wa th bw bb 6b 6 0s OE Rae Oh 6 cb oue 6 cbbidbeh 6tke ote 6.25 
pe ae RS a a ere ere a 3.90 
ee Se sen, De, ee en 2 Me OD, c's ce ces noes uebsdevecesesdobepesbescuan 3.45 
Pee STs WTS, DRM, ER TOS Geb oo 06 682 ooh 05s teehee pesddccce dblwec Seabees ides 3.55 
er re, Sn. Cee MN Boos ode cébes ceb ad ee cdband ooceceenee 60 and 10 off list 
ns eC Ss ca wise pine 6 6.ebe 6p ERED 66866080 SESE Ee 60 of list 
Beacnene Bore, Gwe. GHG tC. RU, Be HM SOs. ik cee b ber dete cctcerveccces 50 and 5 off “17 
Nails, steel, cut, base, per Ke®... 0... cece eee e cere ewer eee reece cece eeseeseescees $3. 
eS i ee pe et ching wane 0 COUN Dwar eke ese 660 tan Cheeoeonteeas 310 
Common iron bars, i cna haa i eo < 6 66%. ud os = oles} ons ee eb os Vek ke veh 2.50c. 
Pane see See Gare PO tis & ob 6 0.6 0.00.0 oe 0000 ebn ese eteee eo » ean het edemia 2.60c. 
Sheets. blue annealed, i. Mi id's dw Gals kde Ce oa bh da tee oe 0h <ve ae deeb 00 Oe ae ae 3.10c. 
Seaeee, Wee Oe MU WE UD. cc ccs ice veccsccncecs eer eae ee Sa 2.90c. 
rr rr ee eS hs ose Wes bebo oe 60 Oe He 056.0 o Be 0 6 60% Reb wés-0 se 
a a aa a Sil rates eel a ss we is Mice eas OOS OU Oi Se ee 2 F0c. 
rr i rn i i Me Ty Me, i, ok oo che c.c 0s bceesececedeswibeedcteess $3.90 
rr er ee. Ce Mi Ch ok vin bg cb 6 0 cb Ge Meee bes» oeecesegeenctodeen’ 3.05 
Staples, galvanized. base. per KEG... 1... cece eee e cree cece ccc cecceceerersasceccens 3.90 
Steel pipe, ee ee ie ie ine wth ae eee 660.8 al 60 per cent off list 
Steel pipe, galvanized, butt welded, SS ls ovt« 6be 8 CS OnweeKs 66668 481% per cent <= list 
ae Sl et 8 kg nk ce ce nee ems ba 6 ba bee » 75 
rr er, es Cr eo bn on be e.60 66 Oe ee Oe 80 69664 66 ov aen 65 per cent off list 
ee ee ee ee, ee en. . oo as 6 a ve oe dheseweneed axe tne 29 per cent off list 
Wrought iron pipe, galvanized, l-in. to 1% -in...... cee ce ee cee ce ee cee 12 per cent off list 


Freight Rates 


All rail freight rates from Pittsburgh on finished iron and steel products, carload lots, 36,000 lb. minimum 


Philadelphia, domestic. $0.32 PD svstivedseoahek See . Gee, oon nde das $0.43 *Pacific Coast........ $1.15 
Philadelphia, export... 0.235 Cleveland ............ 0.215 Kansas City......... 0.735 *Pac. Coast, ship plates 1.20 
Baltimore, domestic... 0.31 Cleveland, Youngstown a ‘pd (pipe). 0.705 Birmingham icuee saan 0.58 
Baltimore, export..... 0.225 Comb, ....cccsecess 0.19 as ON bb bose ce weds 0.60 Ree 0.56 
New York, domestic... 0.34 Detroit .....cceeeeess 0.29 Baebes. oe sersececcecic 0.735 Jacksonville, all rail.. 0.70 
New York, export..... 0.255 Cincinnati ........... 0.29 Omaha (pipe) ....... 0.705 Jacksonville, rail and 

Boston, domestic...... 0.365 Indianapolis ......... 0 31 Dt «cuhw gees 's-5 os 1.26 Se. indisd ob Gees 0.415 
Boston, export........ Dae SD - w hv ccwevesteus 0.34 7Denver (pipe) ..... 1.17 INOW  OFIGARS « . oo cc ces 0.67 


+Minimum loading 46,000 Ib. 


Rates from Atlantic Coast ports (i.e. New York, Philade ,nia and Baltimore) to Pacific Coast ports of call on most 
ship plates, 40c.; ingots and muck bars, structural 
spikes, and ‘wire hoops, 40c.; sheets and tin plates, 40c. ; 
; wire fencing, netting and stretcher, 40c.: 
214c. per in. or fraction thereof additional. 


are as follows: Pig icon, 35c.:; 


wire rope cables and strands, 45c.; 
in diameter, 


sheets 
pipes 
All rates per 100 lb. in 








heavy. Prices on both iron and steel 
bars are quite firm. 


We quote soft steel bars, rolled 
from billets, at 2.40c. base; bars for 
cold-finishing of screw stock analy- 
sis, $3 per ton over base; reinforcing 
bars, rolled from billets, 2.40c. base; 
refined iron bars, 3.25c. base, in car- 
load lots or more, f.o.b. Pittsburgh. 
The above prices are for carloads or 
larger lots; jobbers and warehouses 
charging the usual advances for small 
lots from stock, 


LAWN MOWERS.—tThe retail trade 
has been buying heavily of mowers in 
order to have full stocks to meet the 
expected heavy demand from their cus- 
tomers when the season opens. Makers 
of the better known mowers report they 
have their output pretty well sold up 
for this year, and a shortage in supply 
may develop before the season closes. 
Prices are firm and are about the same 
as. in effect last year. 


Local jobbers are quoting ball bear- 
ing mowers as follows: 14-in., $7.50 to 
$10 each: 16-in., $8 to $14; and 18-in., 
$8.50 to $15, prices depending entirely 
on the quality and reputation of the 
mower. 


POULTRY NETTING.—Local jobbers 
are having about double the business so 
far this year in poultry netting than 
they had last year, their stocks being 
rapidly depleted, and several will have 
to place additional crders to meet the 
heavy demand they are having from 
their retail trade. Prices are about the 


same as last year and are very firm. 


Local jobbers are quoting 45 and 5 
per cent off list for galvanized after 
weaving, and 45 and 10 and 5 for gal- 
vanizing before weaving. 


SHEETS.—Effective from Feb. 18, the 
American Sheet & Tin Plate Co., the in- 
terest of the Steel Corporation, opened 
its books for orders for sheets and tin 
plate at present prices for delivery in 
second quarter. This means that the 
independent sheet and tin mills will fol- 
low in the same action, some having al- 
ready done so. It is said that heavy or- 
ders for sheets have already been placed 
for second quarter delivery, but in the 
case of tin plate practically all the mills 
are sold up for second quarter, with 
some business on their books for third 
quarter shipment, prices on this deliv- 
ery to be those in effect at the time 
shipments are made. The demand for 
all grades of sheets is quite active, the 
American Sheet & Tin Plate Co. and the 
independent mills now operating to 
close to 85 per cent on the average. 


Regular prices on No. 28-gage black 
sheets are 3.85c. at ogee and for: 28- 
gage galvanized are 5c. at mill, these 


prices being for An athe or larger 
lots. Jobbers charge the usual ad- 
vances for small lots from stock. 


SHEET ZINC.—Several producers have 
lately revised extras on sheet zinc to a 
slightly higher basis. The market is re- 
ported very firm. 


SHOT.—Effective on Feb. 13, a leading 
Western maker of + shot advanced its 
prices on shot, now quoting in large lots 
as follows: 


$2.45 per bag, base. 

$3.75 per case. 

Less 2% per cent discount in ton 
lots or more. 

F.o.b. East Alton, III. 

With usual freight equalization, 

Prices subject to change. 


For small lots from stocks jobbers 
charge the usual advances over the 
above prices. 


STEEL PIPE.—Jobbers are rapidly in- 
creasing their stocks in expectation of 
a heavy spring demand, and as a result 
the mills are getting crowded with or- 
ders, some of the larger makers of pipe 
now being pretty well filled over the 
next two months or longer. The open 
winter has permitted outside work to 
go on almost uninterruptedly, and this 
reflected in a heavy demand for butt 
weld sizes of pipe used in building 
work. Several makers of iron pipe have 
recently made advances in prices 
charged for plugging and reaming iron 
pipe in sizes smaller than %-in., rang- 
ing from $4 to $8 per ton, but no ad- 
vances have been made in base prices of 
pipe. Prices remain firm, but are with- 
out change, and for small lots from 
stocks are as follows: 
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Black Galv. Black Galv 
%....$3.39 ae 6 1....$ 7.18 $ 9.31 
suis 6: ERs abies 1%.. 9.71 12.59 
%.... 3.36 $5.50 swore 11.60 15.05 
%.... 4.17 5.43 15.61 20.25 


=... a 6.56 21%. 24.68 
Above prices per 100 ft. f.o.b. Pitts- 
burgh. 


TRACK TOOLS.—Nothing further has 
been heard of the reported advance to 
be made in prices of track tools, and 
the belief is that no advance will be 
made in the near future. In large lots 
prices being quoted by local makers are 
as follows: 


Picks and mattocks, 50 and 10 and 
5 per cent off list; hammers and 
sledges, under 5-lb.. 60 and 10 and 10 
off list; over 5-lb., 60 and 10 and 10 off 


list; wood wedges, 6c. per lb., and 
crowbars. 5%c. per Ib., all these 
prices being f.o.b. Pittsburgh. Job- 


bers charge the usual advances on 
smal! lots out of stocks. 
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WAGON SEAT SPRINGS.—A large 
Western maker of wagon seat springs 
has recently made slight reductions in 
prices, and is now quoting in large lots 
as follows: 


500 pairs or more, 1% x 2 x 26 in., 
87l6c. per pair; 1% x 3 x 28 in., $1.30 
per pair; 25 pairs or more, 1% x 2x 
26 in., 90c. per pair: 1% x 3 x 28 in., 
$1.35 per pair; Less than 25 pairs, 
1% x 2 x 26 in., $1 per pair; 1% x 3 
x 28 in., $1.50 per pair, f.o.b. Chicago. 
Terms, 30-1-10. 

WIRE PRODUCTS.—Demand for all 
kinds of wire products is steadily grow- 
ing, several large makers stating they 
have entered as much new business s92 
far this month as in the entire month 
of January. The mills are urging job- 
bers to get their orders in early in or- 
der to avoid a possible shortage in sup- 
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ply or delay in deliveries later, and job- 
bers in turn are urging their trade to do 
the same, so that there may be enough 
nails and wire in stock to meet prompt- 
ly the expected heavy spring business. 
Local wire and wire nail mills are op- 
erating to about 80 per cent of capacity, 
this being a high rate over some 
months. Prices remain firm. 


Jobbers quote retail trade from 
stocks as follows: 

Wire nails, $3.40 to $3.50 base, per 
keg; galvanized, 2-point cattle wire, 
$3.38 per spool; galvanized, 2-point 
hay wire, $3.63 per spool; galvanized, 
4-point cattle wire, $3.60 per spool; 
galvanized, 4-point hay wire, $3.90 
per spooi; No. 9 annealed fence wire, 
$3.30 per 100 Ib.;. No. 9 galvanized 
fence wire, $3.90 per 100 Ilb.: woven 
wire fencing, 63 per cent off list. All 
— _ prices on spools are for 

-rod. 


Bad Weather Holds Up Sales in Cincinnati 


—Price Situation Remains Unchanged 


(Cincinnati office of HARDWARE AGE) 

USINESS has been rather dull during the past two 
B weeks, particularly with retail dealers. 

trade has fallen off most, though city trade also 

Jobbers report, however, their sales run- 

ning about even with those of February of last year, and 


has been dull. 


are optimistic as to future conditions. 


The falling off in trade is accountable for in great part 
With a more settled condition 
in this respect, it is expected business will commence to 
boom, as other business appears to be steadily improving. 


by the uncertain weather. 


AXES.—Fair buying, stocks good, and 
prices strong. Some talk of advances 
effective April 1, but nothing authentic. 


AUTOMOBILE ACCESSORIES.—Fol- 
lowing the automobile show, interest 
is being shown in accessories. Buying 
of cars has been fair, and optimism is 
expressed as to the demand for acces- 
sories. Current business has been very 
good. Prices unchanged, and firm. 
We quote from Cincinnati jobbers’ 


ecm Denatured alcohol, 55c. per 
gal. 

Spark Plugs.—Champion X, 45c. 
each; in lots of 100, 43c. each. 

Weed, Ride-O-Skid and Deluxe 
Chains.—25 per cent off; in lots of 
a ~ 33% off; in lots of 50 sets, 
00 


Spotlights.—Delta, No. 20, $2.75 
each: in lots of 12, ‘$2. 60 each: Delta, 
No. 24, $2.10 each; lots of 12, $2 each; 
Delta, No. 25, $2. 70 each; in lots of 
12, $2.60 each; New Delta Model, No. 
65, $4.25 each; in lots of 12, $3.90 each. 


BOLTS AND NUTS.—Demand in- 
‘creasing; stocks adequate; prices con- 
siderably stronger, though unchanged. 


We quote from Cincinnati jobbers’ 
otocmn: Machine bolts, small sizes, 50 

nd 10 off; large sizes, 45 and 10 off; 
carriage bolts, small, 45 and 10 off; 
large, 40, 10 and 5 off; stove bolts, 
70 and 10 off; semi- finished nuts, *%- 
my and smaller, 75 off; larger sizes, 


off. 

BUILDERS’ HARDWARE.—Demand 
improving steadily, and jobbers’ sales 
have been satisfactory. Dealers report 


demand dull at present, however, com- 


Country 


Building has fallen off somewhat, but with the advent of 
spring weather it is expected that construction work will 
be resumed in full force. as a very large number of proj- 
ects are contemplated. 

There has been little change in the price situation, al- 
though jobbers report that a tendency to advance prices 


on some lines is noted. No actual advances have been 


pared to last year, but expect big year. 
Prices steady. 


DRILLS.—Better demand for drills; 
stocks in good shape; prices unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Carbon dril's, 60 and 10 off. 


EAVES TROUGH AND CONDUCTOR 
PIPE.—Demand fair; prices strong; 
indications point to big business later 
in season. 


We quote from Cincinnati jobbers’ 
stocks: 28-gage, 5-in. eaves trough, 
$4.75 per 100 ft.: 28-gage, 3-in. cor- 
suastes conductor pipe, $5 per 100 

3-in. corrugated conductor el- 
bile $1.75 per doz. 


FILES.—Improvement noted in sales, 
due to increased manufacturing ac- 
tivity in metal working plants; prices 
unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Files, all makes, from 55 off 
to 60 and 10 off. 


GALVANIZED WARE.—Demand con- 
tinues fair, with prices stronger, but 
no changes in jobbers’ quotations fol- 
lowing recent 5 per cent advance by 
manufacturers. 


Phot Hs quote from Cincinnati jobbers’ 
stoc 

Galvanized Tubs.—No. 0, $5 doz.; 
ao. ds Sie é 15 .: No. 2, $6.90 doz.: 

Gianideiand 4 Palls.—10- -qt., $2.35 doz.: 
12-qt., $2.55 —* 14-qt., $2.85 doz.; 
$3.40 doz. 

Garbage Cans.—Witt No. 1 with lid, 
$3.75 each; No. 2 with lid, $4.35 each; 


made, however, and the opinion is pretty general that 
higher prices at this time will not do the trade much 
good, unless, of course, they are strictly justified by in- 
creasing manufacturing costs. 


No. 3, $5 each; Witt pails with lids, 
No. 7, $1.60 each; No. 8, $1.80 each; 
No. 9, $1.95 each. 


GLASS.—Sales fairly good; 
adequate; prices unchanged. 


We quote from Cincinnati jobbers’ 
stocks: Single and double strength 
A, first. szhree brackets, 86 per cent 
discount; over first three _ brackets, 
84 per cent discount; double strength 
A, 85 per cent discount; double 
strength B, 87 per cent discount. 


LANTERNS.—Spring orders in fair 
numbers; stocks in good shape; prices 
strong. 


We quote from Cincinnati jobbers’ 
stocks: Supreme, No. 210, $7.75 doz.; 
Supreme, No. 240, $12.75 doz.; 130 
Midget Vehicle lantern, red lens, iron 
clamp, enameled, B. E. lens, $17 doz.; 
167 Supreme, $12.75 doz.; 100 ——— 
Electric, $15 doz.; Monarch, $8 doz.; 
Monarch, ruby glow. $10 doz.; D- Lite, 

- Little Wizard, $8.50 doz.; 

2, $13 d Blizzard, 
$18 doz.; Buck- 
Railroad, No. 39, 


stocks 


brass fount and top 
eye Dash, $14 doz.; 
$15 doz. 


LAWN MOWERS.—Shipments now 
going forward; current demand good; 
prices steady. 


We quote from Cincinnati jobbers’ 
stocks: Common lawn mower, 12-in., 


$5.75 each; 14-in., $6 each; 16-in., 
$6.25 each; better grade, 12- im., . $7: 
14-in., $7. 6-in., $7.50; cheap ball 
bearing, 14-in., $7.75; 16-in.. $8: reg- 
ular ball bearing, 14-in., $9; 16-in., 
9.55; 18-in., $9.75; hy ball 
earing, 14-in., $1 10.25: 16-in., $10.65; 


18-in., $11; high grade, ball bearing, 
with 5 knives, 16- in., $12.75; 18-in,, 
$13.50; 20-in., $14.25. 
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NAILS.—No change in situation; de- 
mand fair; prices firm. 


We quote from Cincinnati yoy 
stocks: Common wire nails, 
keg, base; cement coated nails, $3.2 20 
per keg base. 


PAINTS AND OILS.—Linseed oil up 
4 cents per gal.; turpentine 1 cent per 
gal. since last report; mixed paints 
and lead steady; demand good. 


We quote from Cincinnati jobbers’ 
stocks: Ready mixed house paints, 
$2.90 per gal.; linseed oil, 98c. gal.: 
turpentine, — 08 gal.; white and red 


lead, 15c. 1 
ROPE.—Demand showing slight im- 
provement; stocks adequate; prices 
strong. 


We quote from Cincinnati jobbers’ 
stocks: Best grades Manila, 19c. per 
Ib.; sisal, 13%c. Ib. 


SASH CORD.—Demand fair; 
good; prices firm. 


We quote from Cincinnati jobbers’ 
stocks: Best grades, 84c. lb.; medium 
grades, 48c. Ib. 


SASH WEIGHTS.—No 


stocks 


change _ in 
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prices; demand fair; stocks adequate. 


We quote from Cincinnati jobbers’ 
stocks: Cast iron sash weights, $2.50 
per 100 lb 


SCREWS.—No change in situation; 
demand fair; stocks ample; prices un- 
changed. 


We quote from Cincinnati jobbers’ 
stocks: Machine screws, 66% off; 
coach screws, 40, 10 and 5 off; cap 
— as screws, 70 off; wood screws, 

oO 


SHEARING AND CLIPPING MA- 
CHINES.—Demand fair; prices firm. 


We quote from Cincinnati jobbers’ 
stocks: Stewart No. 1 clipping ma- 
chine, $12.75 list; one-man power 
shearing machine, $21 list; top plates, 
No. 90 and No. 360, ; h list; 
bottom plates, No. 99 and No. 361, 
$1.75 list. Dealers’ discount 33% per 
cent. Stewart electric clipping ma- 
chine, pedestal type, $85 list; shear- 
ing machine, $90 list, f.o.b. factory 
Chicago, with 25 per cent discount to 
dealers. 


STEEL SHEETS.—Galvanized sheets 
in good demand; prices firmer. 
We quote from Cincinnati jobbers’ 
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stocks: Blue annealed sheets, No. 10, 
4.10c.; black, 28-gage, 4.80c.; galva- 
nized, 28-gage, 5.85c. 


WIRE CLOTH.—Sales fair, but trade 
fairly well covered; prices steady; 
stocks in gc .d shape. 


We quote from Cincinnati jobbers’ 
stocks: Black painted, 12-mesh, $2 per 
100 sq. ft.; opal, $2.65 per 100 sq. ft. 


WHEELBARROWS.—Sales _improv- 
ing; stocks low; prices firm. 


We quote from Cincinnati jobbers’ 
stocks: Cheaper wheelbarrows, steel 
trays, $3.85 each; better grade, $5.10 
each; eontractors’ bariows, $65. 
each concrete barrows, $5.90 each. 


WRENCHES.—Demand continues 
good; stocks in good shape; prices 
steady. 


We quote from Cincinnati jobbers’ 
stocks: Agricultural wrenches, 60 
off: Coes wrenches, 40 and 10 off; 
Stillson, 60 off: Trimo, 60 off; Snap- 
on Wrenches, No. 101, Master Service 
sets, $15.25 each; No. 202, heavy duty 
sets, each; No. 404 Universal 
socket sets, $7 each: No. 505B, screw- 
driver sets, $3.40 each: less 40 per 
cent on a!l Snap-on wrenches, f.o.b. 
Milwaukee. 


February Sales Running Neck to Neck 
With Last Year’s in Twin Cities 


(Minneapolis office of HARDWARB AGB) 
ETAIL and jobbing trade is well up to February 
of 1923 and sales are running along about the 
same proportion as usual for February. 

Jobbers report a good volume of auto accessory and 
supply business from garages and hardware dealers in 
anticipation of the opening of spring weather. 

Some improvement is noted in the sale of carpenters’ 
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AXES.—Sales remain fair; prices show 
no change. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit axes, 
base weights, $14; double bit base 
weights, $19 per doz. 


BALE TIES.—Retail sales light; prices 
steady; stocks ample. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single loop bale 
ties, 65-10 per cent from list. 


BOLTS.—tThere continues to be a good 
demand from the larger uses of bolts, 
while strictly over the counter demand 
is small. Prices have been revised. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Large and small 
carriage bolts, 50-5 per cent; large 
and small machine bolts, 55-5 per 
cent: stove bolts, 70 per cent; lag 
screws, 60 per cent. 


BRADS.—Good demand for 
stocks ample; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes, 70-10 per cent. 


BUILDERS’ HARDWARE.—tThe out- 
look for the sale of builders’ hardware 
in the early spring is still very good. 
Several million dollars’ worth of per- 
mits for construction work have already 
been issued and some of the work is 
even now under way. Indications are 
that sales will equal if not exceed those 
of 1923 for the first six months at 
least. 

me ge Sag demand at present. 


qrote from jobbers’ stocks, 
Cities: Barrel type 


brads; 


vq 


churns, 40 per cent from lists. 


COPPER RIVETS AND BURRS.— 
Sales continue good; stocks good; 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Copper rivets and 
yp 40 per cent from standard 
sts. 


COASTER WAGONS.—Jobbers report 
exceptionally good demand for early 
spring shipment to dealers. , 


We quote from jobbers’. stocks, 
f.o.b. Twin Cities: Auto wheel coaster 
wagons, No. 60, $5.50 each; No. 61, 
$6.44 each; No. 62. $7.03 each: No. 
63, $7.72 each; Overland coaster yew 

Ww - 


ons, 50 per cent from lists; 
steel coaster wagons, 50 per cent 
from lists. 





The Entire Staff Reads It 


“HARDWARE AGE, 
“New York City. 


“Gentlemen: 

“At our last store meeting 
held Jan. 29th, all of our clerks 
were quite enthusiastic in dis- 
cussing the benefits derived from 
reading Harpware AcE regularly. 
We were gratified to hear this 
and want to keep them supplied 
with this good help to making 
ours a better hardware store. 

“Yours truly, 
“A. C. Phillips, 

“E. L. Durkee & Co., 
“Gloversville, N. Y.” 











and mechanics’ tools in this section of the country. 
Dealers and jobbers in general are very optimistic. 
Pending legislation for relief of farmers and bankers in 
North and South Dakota is contributing to this attitude. 
A great deal of interest is being shown in the meet- 
ing of the Minnesota and South Dakota Retail Hardware 
Dealers Association in St. 
and a large attendance is expected. 


Paul, Minn., on Feb. 26-29, 


EAVES TROUGH, CONDUCTOR PIPE 
AND ELBOWS.—Good jobbing de- 
mand; retail demand light; stocks good; 
prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Eaves trough, lap 
joint, single bead, 5-in., $5.25 per 100- 
ft.; 3-in., 28-gage conductor pipe, $5.40 
per 100 ft.; 3-in. conductor elbows, 
$1.73 per doz. 

FILES.—Sales good for this time of 
year; stocks ample; prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Best grade files, 
50-10 per cent; second grade files, 
65-10 per cent. 


FIELD FENCE.—Fair jobbing demand; 
retail — light; prices remain steady. 
quote from jobbers’ stocks, 


A A Twin Cities: Field Fence, 56% 
per cent from lists. 


FREEZERS.—Fair jobbing demand. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
and Arctic Freezers, 50 per cent from 
respective lists. Alaska freezers, 33% 
per cent from list; Auto vacuum 
freezers, 33% per cent from lists. 


GARDEN HOSE.—Most of larger deal- 
ers already have provided stocks for 
spring. 





We quote from jobbers’ stocks, 
eae ba ie Cities: Competition grades 
n., 3- »s 
5-ply, 10%c. per ft.; %-in. molded 
hose, 12c. per ft.; & - in. size, about 
le. less. 


GALVANIZED WARE.—Sales fair, 
season considered; stocks ample; prices 
sat 

quote from 


bbers’ st 
tab Twin Cities: ge er 


tandard No, Il, 
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ee ag tubs, $6.85; No. 2, $7.75; 

5; heavy galvanized tubs, 

No. 1, $12; No. ; No. 3, 

$14.50; standard galvanized pails, 10- 

at., $2.55; 12-qt., $2.90; 14-qt., $3.20; 

16- ~at. stock pails, $5; 18-qt. stock 
pails, $5.75 per doz. 


GLASS AND PUTTY.—Sales continue 
good; stocks ample; prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 83 per cent; 
double strength glass, 85 per cent 
from lists. Putty. strictly pure, 50 
Ib. steel drums, $5 per cwt.; 25 Ib. 
drums, $5.20 per cwt. 


HAMMERS AND HATCHETS.—Retail 
demand showing some improvement; 
stocks good; prices stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carpenters’ ham- 
mers, Maydole No. 11%. $13.50; 
Plumb HFO1, $12; Riverside 611%, 
12; Plumb ‘broad hatchets No. 2, 
17. 15: Plumb ahingling No. 2, $13.15; 
Plumb c'aw No. 2, $14.40 per doz. 


LANTERNS.—Sales continue very sat- 
isfactory for this season; stocks ample; 
prices steady. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Dietz tubular lan- 
terns, long or short globe, $13 per 
doz. ; agg” 4 lanterns No. 210, 
er doz.: 240, $12.75 per doz. 

o. 130, Mideet vehicle lanterns. $17 
per doz. 

LAWN MOWERS.—No retail demand; 
prices for information. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia Lawn 
Mowers, styles C and E, 33% per cent. 
Styles A and K, per cent from 
lists. Common 16-inch ball bearing 
lawn mowers, $9 to $10.50, according 
to quality. 

NAILS.—Sales improving; contractors 
placing some orders for early spring 
delivery; stocks good; prices stiff. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 


nails, $4.10 per keg, base: cement 
coated nails, $3.60 per keg, base. 


PAINTS.—Sales to dealers good; atoeke 
good; prices steady. 


We quote from _ jobbers’ apts 
f.o.b. Twin Cities: First grade house 
en $2.80 per gallon; second grade 

ouse paints, $2.10 per gallon. Best 
white lead, $12.83 per cwt. 


PYREX OVEN WARE.—Sales continue 
very satisfactory; stocks good; prices 
firm. 


quote from jobbers’ stocks, 
ay Twin Cities: Pyrex oven ware; 
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No. 101 casseroles, $1.33 each: No. 
197 casseroles, $1.17 each; No. 202 pie 
sates, 50c.; No. 210 pie plates, 5 


utility pans, , 

2-cup, $1.67 each; 

each; No. 36, 6-cup, $2.33 each. 
REGISTERS. — More interest being 
shown in this line with the approach of 
the building season; prices remain as 
last ips 

quote from jobbers’ stocks, 

ah Twin Cities: Steel registers, 40 

per cent from standard lists. 
ROPE.—Demand for rope showing a 
steady gain; stocks good; prices stiff. 


We quote from _ jobbers’ stocks, 
f.o.b. Twin Cities: Best grades manila 
rope, 19%c. per Ib.; best grades sisal 
rope, 17%c. per Ib. 

SANDPAPER.—Retail demand improv- 
ing; larger users buying more freely; 
prices remain as last quoted. 


We quote from _ jobbers’ 
f.o.b. Twin Cities: Best grade N 
Sandpaper, per ream, $5.85: Senena 
grade, No. 1, per ream, $5. 25: Garnet 
No. 1 per ream, $16.50. 


SCREWS.—Steady improvement in de- 
mand for wood screws; stocks well as- 
sorted; prices remain as for some time 
past. 


com 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
screws, 75-5 per cent; round head 
blued screws, 72% per cent: flat head 
japanned, 67% per cent; flat head 
brass screws, 70 per cent; round head 
brass, 67% per cent. 


SASH CORD.—Good jobbing demand; 
prices higher than last season; stocks 


good. 


We quote from jobbers’ 
f.o.b. Twin Cities: 
sash cord, 86c. 
grades. 54c. per Ib. 


SASH WEIGHTS. — Present sales 

small; some interest shown for later 

delivery; prices higher than last spring. 

We auote from jobbers’ stocks, 

f.ob. Twin Cities: Sash weights, 
$2.50 per cwt. 

SOLDER.—There continues to be a very 

good demand. Prices have made a fur- 

ther advance of 2 cents per Ib. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Guaranteed half 
and half solder, 36c. per Ib 


STEEL SHEETS.—Sales show a steady 








stocks, 
Best grades of 
per Ib.; ordinary 


SI 


improvement; stocks are good; prices 
stiff. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28-gage galvanized 
steel sheets, $6.20 per cwt.; 28-gage 
black steel sheets, $5.05 per cwt. 


TACKS.—Demand for tacks considered 
good; stocks ample; prices firm. 


We quote from jobbers’ 
f.o.b. Twin Cities: American cut 
tacks, 6, 8, and 10 oz., 60c., 55c., and 
50c. per aoz. 2-02. packages respec- 
tively; 8-oz. blued carpet, 3lc. per 
doz. packages; No. 11, double pointed, 
35c. per doz. packages; 8 oz. cut tacks 
in bulk, 154%c. per lb.; 6 oz., 16%c. 
per lb. 


TIN PLATE.—Retail demand improv- 
ing; stocks in fair shape; prices stiff. 


We quote from _ jobbers’ 
f.o.b. Twin Cities: Tin Plate, Furnace 
Coke, ICL 20 x 28, $14.75 per box; 
Roofing Tin IC 20 x 28, 8 lb. coating, 
$14.25 per box. 

WASHERS. — Manufacturing trades 
buying in good quantities; stocks am- 
ple; prices steady. 


stocks, 


stocks, 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: %-inch wrought 
steel washers, $6.15 per cwt.; 1l-inch, 


$5.60 per cwt. 
WHEELBARROWS.—Demand better; 
contractors interested in spring re- 
quirements; stocks good; prices as last 
quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wood stave bar- 
rows, fully bolted, $37.50 per doz. 


Tubular steel, No. 1, $6.75 each; wood 
garden barrows, $6.25 each. 


WIRE.—Retail demand rather §inac- 
tive; jobbers’ stocks good; prices firm. 


quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barbed wire, 
painted cattle, 80-rod spools, $3.70: 
ga!vanized cattle, $3.97: painted hog 
wire, $3.96: galvanized hog wire, 
$4.25; smooth black annealed, No. 9, 
$4 per cwt.; smooth galvanized an- 
nealed, $4.45 per cwt. 


WRENCHES.—Demand good; this is 
especially true of varieties for automo- 
bile use; stocks ample; prices steady. 


We quote from jobbers’ stocks, f.o.b. 
Twin Cities: Agricultural wrenches, 
65 per cent: Coe’s wWrenches, 40-16 
per cent; engineers’ wrenches, 62% 
per cent from new list; knife handle 
wrenches, 40-10 per cent; Stillson 
and Trimo wrenches, 60 per cent. 
Snap-On wrenches in sets, No. 101, 
$15. D5: No. 202, $8: No. 404, $7; No. 
505B, $3.40, less 40 per cent, f.o.b. 
Milwaukee. 
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Interest of New England Retail ‘Trade 


Centered in Convention Held at Boston 


(Boston office of HARDWARE AGE) 


NTEREST among the New England retail hardware 
| dealers the past week centered largely in their annual 
A majority of the trade are enthusiastic 
over the results of this convention, and while much criti- 
cism of Washington affairs is expressed, the trade almost 
to a man has confidence in the future of the country and of 
No improvement in retail business is noted 
this week, public buying being on a smaller scale than 


convention. 


business. 


noted in months. 


February, however, usually is a quiet month with the 
He has finished inventory, culled out slow 
moving merchandise and disposed of a large portion of 
The general public is passing 
through a period of between hay and grass as to needed 
This year, there has been a slow recovery in 
In fact, some manu- 


retail dealer. 
it by one way or another. 


supplies. 
the New England textile industry. 


purchases. 


endeavor. 


facturing centers are even more quiet than heretofore. 
The boot and shoe industry is doing better, but there is 
much room for improvement. 
working only part time, they naturally are conserving 


With mill and factory hands 


But long depressions in any industry usually are fol- 
lowed by inflation, and banking interests are looking for- 
ward to a good business in all branches of New England 
They are flush with money and asking people 


to borrow. An exceedingly good sign. The slowing up in 


market. 


retail business is by no means reflected in the wholesale 
Jobbers, especially the shelf hardware, continue 
to report sales well in excess of those for the correspond- 
ing period last year, and 1923, it will be recalled, was a 
prosperous period. Retail dealers must have a great deal 
of confidence in the future. 

would not continue to increase. 


Wholesale sales otherwise 
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AXLE GREASE.—Hard going has 
speeded up retail sales of axle grease, 
but this fact is not reflected to any ex- 
tent in the wholesale market. Prices 
are steady. 


e+ quote from Boston jobbers’ 
stock 

Axle Grease.—Snowflake line, 1 qt. 
containers, $4.10 per doz.; 2-at., 20; 
4-qt., $12.55. Frazier line, in 1-Ib. tin 
containers, $1.80 per doz. 


BALANCES.—Additional forward book- 
ings are reported by jobbers. Aggre- 
gate wholesale sales for the year to date 
are well ahead of those for the corre- 
sponding period last year. 
We 
stocks: 
Spring Balances.—No. 3, $3 per 
doz., list; No. 51, $6; No. 81, $8: No. 
84, $16: No. 273, $30; No. 87, $84. 
Discount of 35 and 5 per cent. 
BATTERIES. — Batteries, especially 
those used in connection with radio out- 
fits, are still going big. Jobbers are 
well supplied with stock and deliveries 
are prompt. 


quote from Boston jobbers’ 


We quote from Boston jobbers’ 
stocks: 

Batteries.—Columbia line, ignitor, 
in lots of 50, $30.22, net; per 100, in 


lots of less than 50, $3 5.22. Hot Shot, 
No. 1461-M, in less than barrel lots, 
$1.76 each; in barrel lots, $1.66: No. 
1562-M, in less than barrel lots, $2.08; 
barrel lots, $1.98; No. 1662-M, in less 
than barrel lots, $2.44; barrel lots, 


$2.34 
BOTTLES.—Landers, Frary & Clark, 
New Britain, Conn., are out with new 
prices on vacuum bottle parts. 


We quote from boston jobbers’ 
stocks: 

Bottles. — Thermos line, No. 11, 
brown, $1.05 each net. No. 6, $2.75 
cach list; No. 6Q, $4; No. 1572» $2.10; 
No. 15, $2.35; No. 15Q, $3.60. Uni- 
versal line, No, 21, pint, $1.65 each. 


list; No. 22, quart, ‘$2. 50, competitive; 
No. 111, pint, $1.05 net; green. No. 
70, half-pint, $1.75 list; No. 71, pint. 
$1.85; No. 72, quart, $2.85; corrugated, 
No. 591, pints, $2.75; No. 592. $4.50 

Filfers.—Thermos line, No. 15%, 
95c. list; No. 15F, $1; No. 15QF, $1.60. 

Pa rts —Cups, tin and aluminum 
30c. and 40c., nig¢kel plated 35c., 40c., 
ote, Shoulders. aluminum 25c. and 
35c., nickel plated 35c. and 50c. Shock 
springs 25c,. and 35c. Corks, for %- 
pt. bottles 50c. doz., pint and quart 
bottles 60c. doz. 

Discounts —Small lots, 25 and 10 
aa case lots, 25, 10 and 5 per 
cent, 


BREAD MAKERS.—New price lists 
have beer issued on Universal bread 
maker parts, as follows: 


We quote from Boston jobbers’ 


stocks 
Part for No. 2 4 8 
PS coer. $1.35 $1.65 $2.25 
I a Seay ae .45 .60 .65 
OO a | 75 .90 1.00 
a EN SS a 40 .50 .60 
eS 40 AO 69 
lamp fe Pa Ie Se .40 .60 .75 
Prices are for each, list. Discount 
25 per cent. 
BUILDERS’ HARDWARE. — Jobbers 


say that at least one manufacturer of 
builders’ hardware has advanced prices 
approximately 10 per cent. 


CARPET SWEEPERS.—Additional for- — 
ward bookings are noted, but business — 


has slowed down somewhat, due to the 
fact that a large percentage of the re- 
tail trade has covered its requirements. 


We quote frcm Boston jobbers’ 
stocks: 

Carpet Sweepers.— Grand Rapids, 
japanned, $44 per doz.: nickeled, $49: 
Standard, japanned, $26: Universal. 
japanned, $42: nickeled, $46; Ameri- 
can Queen, $54. 

Vacuum Sweepers.—Universal, No. 
F720, $35 each: in lots of three, $33; 
in lots of twelve, $31.50; No. E7201, 
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with attachments, $41.50 each: in lots 
of three, $39.50; in lots of twelve, $38. 


CHAIN.—Ice and snow have speeded up 
the movement of automobile tire chains 
out of retail stocks. The demand in a 
wholesale way is better, yet not active. 
Jobbers’ stocks are still quite large. 
a. _ quote from Boston jobbers’ 


ocks 

“Te Chains. — McKay and Weed 
makes, 1 to 11 sets, 25 per cent dis- 
count; 12 to 49 sets, 33% per cent 
discount; 50 sets and more, 410 per 
cent discount. 

Skid Chain.—y‘,s eg Me: per lb., ek 
%-in., 15c.; ye- c.; %-in., 13 

Machine Pte ee wwint 
fs-in., 15c. per Ib.; %-in., 13c. per 
lb.; ¥-in., 12%. per Ib.: long or open 
length link chain, ¥-in., 16%c. per 
Ib.: %-in., 15c. per lb.; #%-in., 14c. 
per Ib.; *-in., 12%c. per Ib.; %-in., 


lic. per Ib. 
Self-Colored aed — 


ns 


Proof Coil 
$14.65 per 100 


% -in., 
For less than 100 lh. about 2c. per 
lb. additional is charged. 


Cable.—¥,-in., $13.65 per 19 Ib. 
net; M%-in., $11.90: 4% -in., $10.40: %- 
in., $8.75: ye-in., $8.65; %-in., $8.20; 
5.-in., $9.05. 


CULTIVATORS.—So far this month 
sales of cultivators have increased, say 
jobbers. The retail trade is not buying 
freely, nevertheless, being of the opin- 
ion that the home garden is not as pop- 
ular as it was several years back. 

We from Boston jobbers’ 


stocks: 
Cultivators. — Midget. $3.45 per 


dozen: three-prong cultivators, $6.65; 
five-prong, $8.85. All rrices net. 
American Fork & Hoe Co., No. G2, 
$5: Leader, No. 2, $3. 


FILES.—Manufacturers have advanced 
files 10 per cent and jobbers have 
marked up their prices accordingly. 
This advance is the first change made in 
file prices since Septembder, 1922. 


We quote 
stocks: 

Files.—Nicholson, 50 per cent dis- 
count: Arcade. American, etc., 60 and 
10 ner cent discount; hand cut, 7% 
per cent discount. 


FOOD CHOPPERS.—New lists are out 
on Veweren food chopper parts, as fol- 
lows: 

We quote from Boston jobbers’ 


quote 


from Boston jobbers’ 


stecks: 

Food Choprers.—Rssell & Frwin 
line, No. 1, $27 per doz. list: No. 2. 
$33: No. 3, $42. Discount, 25 and 10 
ner cent. Universal line. No, 223, 
£° 95 ech list: No. 331. $5: No. 333, 
eh. 50: No. 304 $8.75: No. 344, $14. 


Discount 25 and 10 ner cent. 
Parts —tU!’niversa! lire. body. $1 to 
$9. °5 each list: feed screw 50c to 
$1.30: cutters 25c. to 20c. cach: eranks 
feoinplete) Ade. to 6%.: clamv screws 


4hc.: thumb nuts 2%.: handle scrows 
Me. Discvunt 25 and 10 per cent dis- 
cont, 


GALVANIZED WARE.—Jobbers’ quo- 
tations on 40 lb. pails have been ad- 
vanced slightly, while those on round 


bottom fire pails and on 50 lb. pails have 


been reduced a little. 


We quote from Boston jobbers’ 
stocks: 

Ash Cans.—No. 0180, $2.68 each, 
net: No. 199. $4. “7 gueems list; No. 171, 


$2.50: No. 181, 

Palle —S8-ot., $2.25 ner doz. net: 10- 
at.. $2.55; 12-at., $2.80: 14-qt., $3.12; 
40-Ib. to the doz., $4.60; round be-t- 


ag fire pails, $4; 50 Ib. to the doz., 


Tubs. — oo 200, 12 per doz., net; 
No. 300, $13. 

Garbaae es —Dover use. No. 4, - 
$1: No. 2. $1.40; No. 1, $1. 

Ash Sifters. —Favorite. $6 per doz., 


net: all wire, $8.40; No. 19, $3.65. 

Watering Pots. — 4-qt., $6.85 per 
doz., net: 6-qt.. $7.49: 8-at.. $8.75; 
M-at., $10; 12-qt., $11.50, and 15- qt. 
$13.60. 
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Coal Hods. — Japanned, with wood 
handles, 15-in., $3.16 per doz.; 16-in., 
‘ ; 17-in., $3.75; galvanized, with 
15-in., $4.34; 16-in., 
$4.80; 17-in., $5.16; 18-in., $5.60. 


LUNCH KITS.—Low-priced lunch kits 
are selling exceptionally well for this 
time of the year, buying being for im- 
mediate and future rail wants. Jobbers 
intimate a new low-priced kit will short- 
ly come on the market. 


We quote from Boston jobbers’ 
stocks: 
Lunch Kits. — Universal line. 

310, $3.50 each, list; No. 320, $4; No. 
410, $3.75; No. 3070 $3.25. Discount 
25 and 10 per cent. For 12-piece 
lots, 25, 10 and 5 per cent. No. 396, 
$1.75 each net. 


MOPS.—Less activity is noted in the 
market for mops. Jobbers give two 
reasons for business conditions; first, a 
large number of retail dealers are al- 
ready covered; second, the recent slump 
in the cotton market 1s holding others 
back. 


We quote from Boston jobbers’ 
stocks 

une. —QO-Cedar line, without han- 
dles, No. 4, $12 per doz., list; No. 10, 

; No. 11, $18; dry duster, No. 9, 
12; handles, $3 per doz. extra. No. 44, 
$6 per doz. Clothes, No. 51, $4.20 doz. 
Discount 33% per cent. 

Cotton Mops. -—— Eureka line, 9-lb. 
twine, $4 per doz.; 12-lb. twine, $5.35. 
Yacht mops, 12- -O2. ., $5.75, 1-Ib., $6.50. 


POULTRY SUPPLIES.—Belated buy- 
ing of poultry netting and supplies has 
featured the market the past week. 
Brooders are going out of jobbers’ 
stocks on orders placed some time ago, 
more of them being sold this season 
than in 1923. 


We quote from Boston jobbers’ 
stocks: 

incubators. — Queen line, pe K, 
No. 20, 70 egg capacity, $16.50 each; 
No. 21 ead . O88: $27.50; No.” 22, 
cat $36.7 No. 1, 85 


1000 eggs. $157. Discount, 30 per cent. 

Brooders. — Queen line, No. 1, 600 
chick capacity, $21.59 each; No. 2, 
1200 chick capacity, $26.50. Discount, 
30 per cent. 

Poultry Netting. — From Boston 
stocks, 40 per cent discount; direct 
factory shipments. 45 and 5 per cent 
discount, f.o.b. Pittsburgh. 

Staples. — Galvanized poultry net- 
ting, direct factory shipments in car 
lots, $5.25 per cwt.: in less than car 
lots, $5.50. From jobbers’ stocks, in 
100-lb. kegs. $6.75 per cwt.: in 10-Ib. 
packages, $8; in 1-Ib. papers, $9; in 
sige papers, $9.75; in 4-lb. papers, 


ROOFING MATERIAL.—Jobbers have 
revised upward their prices on shingles, 
a somewhat belated action, manufactur- 
ers having adjusted their lists some 
time ago. Tarred felt has been marked 
up from $61.50 to $71 a ton, and sheath- 
ing paper made from rags also has ap- 
preciated about $10 a ton. Sheathing 
paper made from wood pulp is un- 
changed in price. 
We quote from Boston jobbers’ 
stocks: 


Roofing Paper. i line, slate 
surface, imprinted, $3.40 per roll; 
plain standard, $2.40 ya ‘ 
Leader, light (35-Ibs.), $1.70; mediums 
(45 1 bs.), $2.15; heavy (55 Ibs.), $2.65. 
Rockroid, light, $1.05; medium, $1.45; 
heavy, $1.6 

Shingles. —_ line, lock top, 
~~ 25 per square; super giant, 12%- 
in., $9; individual, $6.25; super strip, 
$7.25; strip, 10-in., $6.35. 

Paper.—Bermico sheathing, $85 a 
som _ sheathing, $67.50; tarred 
elt, . 


Reading matter continued on page 84 
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Made for Repeat Sales. 


There is more to this than mere talk. 
These products are made good in all 
grades and to a standard of excellence 
for any given job. That is why 





























Mc KINNEY 
fiinges Butts 


make repeat sales and why they are good 
for you to sell. Builders who use these 
hinges and butts come back for more. 
As a rule, they come back soon. 


MCKINNEY MANUFACTURING COMPANY 
PITTSBURGH PENNSYLVANIA 


Western Office and Warehouse— Chicago 


Garage hardware, door hangers and track, door bolts and latches, shelf 
brackets, window and screen hardware, steel door mats 
and wrought specialties 
4 









































84 


PYREX OVEN WARE.—There is no 
question but what glass cooking ware 
is gaining in popular favor every day. 
In addition, it has become a standard- 
ized line in the general run of retail 
hardware stores, as is attested by the 
steady and insistent demands made on 
jobbers to supply the wants of the 
trade. Sales so far this year are well 
in excess of those for the correspond- 
ing periods in 1923 and 1922. 


We quote from Bo&Ston jobbers’ 
Pyrex oven ware stocks: 

Casseroles. — Round, No. 100, 2%- 
qt., $1.67 each; No. 101, 2-qt., $1.33, 
No. 102, 1%-qt., $1.17; No. 103, 1-qt., 
$1: No. 104, %-qt., 67c. Round shal- 


low, No. 112, i-qt., $1; No. 113, 1%- 
ot. Gis Oval. ‘shallow, No. 183, 
1-qt., $1; No. 184, 1%-qt., $1.17; No. 
185, 2-qt., $1.33; oval, No. 193, 1-qt., 
$1; No. 197, 1%-qt., $1.17; No. 194, 2- 
at., $1.33: No. 190. 3-qt., $2. Square, 
No. 800, 1%-qt., $1.50. 

Baking Dishes. — Covered, two 


pieces, No. 110, $1.33 each. 

Pudding Dishes.—Round, deep, No. 

120, 2%-qt., $0.93; 21, 2-qt., 

$0.80; No. 122, 1%-at., ; 

1-qt., $9.57; No. 124, 

Round, shallow, No. 132, 

ale 155, 1%-qt., Gic.; No. 183B, 1- a. 
, 67c.; No. 185B, 


1978. dee ep, No. 193B, os 
, 67c. ane 


1-qt., 


2-qt., 80c. ‘ Square, at 800 


1%-at., 83c. 

Bread Pans.—Oblong, No. 212, 60c.; 
No. 214, $1. 

Cake Dishes.—Round, shallow, No. 


220, 50c. ; No. 221, 50c. Square, No. 
$09, 67c.; No. 810, $1. 

Pie Plates. —No. 202, 50c.; No. 203, 
60c.; No. 206, 33c.; ‘No. 07, 40c. 
No. 208, 50c.; No. 209, 60c.; No. 210° 

»*> No. 211, 73c. 

Custard Cups. — Round, No. 422, 
6-oz., 17c.: No. 423, 4-oz., 13c. French 
pattern. No. 424, 4-oz., 138c.; No. 426, 
6-0z., 17c. 

Ramakins.—Round, No. 432, 3%-0z., 
10c.; No. 442, 4-oz., $13. 


SCREWS.—In connection with recent 
price revisions in list prices of cap and 
set screws by manufacturers, the job- 
bing trade here have adopted new dis- 
counts, which somewhat modify the net 
cost to the retail trade. For instance, 
squares and hexagon cap, and set, in- 
cluding headless, which previously were 
quoted 50 and 10 per cent discount, are 
now 65 and 5 per cent. 


We quote from Boston jobbers’ 
_ stocks: 

Wood Screws. — Flat head, bright, 
75 per cent discount; flat head, blued, 
75 and 5 per cent discount: round 
head blued, 72% per cent discount; 
flat head, brass, 70 per cent discount; 
round head, brass, 67% per cent dis- 
count; flat head. galvanized, 57% per 
cent discount; flat head, nickel, 62% 
per cent discount; round head nickel, 
62% per cent discount. 

Machine Screws, Etc. — Machine 
screws. flat and round. hex., Nos. 1, 
2 and 3, 45 per cent discount; No. 4 
and larger, 50 and 10 per cent dis- 
count; fillister iron, Nos. 2 and 3, 
40 per cent discount: No. 4 and 
larger, 45 per cent discount; flat and 
round head, brass, Nos. 2 and 3, 40 
per cent discount; No. 4 and larger, 
45 per cent discount; fillister brass, 
Nos. 2, 3, 4 and larger, 35 per cent 
discount; coach screws, 45 per cent 
discount; set screws, including head- 
less, 65 and 5 per cent discount; cap 
screws, square and hexagon, 65 and 5 
per cent discount; lag screws, 40 per 
cent discount. 


SCYTHES AND SNATHS.—If, as we 
hear everywhere, the automobile is re- 
placing the horse, and if, as Government 
reports show, the raising of livestock 
in New England is on the decline, one 
would not suspect these things from the 
volume of scythe business that has been 
booked by jobbers for later delivery. On 
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the other hand, sales of snaths are not 
much better than they should be at this 
time of the year. 

We quote from Boston jobbers’ 


stocks: 
Little ry $16 per 


Scythes. _- 
doz.; bramble sizes, $16.50 per doz.; 


brush sizes, $16.50 per ion. 
Snaths.—Ash, $13 per doz.; cherry, 
$14.75 per doz.; " bush, $14.50 per doz. 


SHEET LEAD.—For possibly a week 
or ten days the pig lead market has 
stopped going up, which is encouraging 
for the retail hardware dealer who is 
trying to keep up with things. But in 
the meantime jobbers have again ad- 
justed their prices to conform with sheet 
lead manufacturers, this time an ad- 
vance of %c. a pound, making a full 
1c. so far this month. 
We quote from Boston jobbers’ 


stocks 
Sheet Lead.—Per lb., 16c., base list. 


SHOVELS.—Just as the New England 
retail hardware dealers were forming in 
line for their annual convention, most 
parts of this neck of the woods experi- 
enced one of the heaviest snow storms 
of the winter. From everywhere came 
reports that snow shovel sales out of 
retail stocks took a big jump, which 
possibly accounts in part for the op- 
timism shown at the Boston convention. 
Snow shovel stocks, let it be known, 
have been among the hardest to move 
owing to the heretofore open winter. 


We quote from Boston jobbers’ 
stocks: 

Snow Shovels.—Long handle, steel, 
$5.50 per doz., net; steel D-handle, 
$6; split wood D- handle, _ 4 Massa- 


chusetts long handle, $8.75 ssa- 
chusetts D-handle, 

Fire Shovels. — Japanned, No. 54, 
72c. per doz.; No. 86, 84c.; No. 80, 
60c. Galvanized, No. 254, 78c. per 
doz.; No. 256, 94c 


TREE TANGLEFOOT.— Many New 
England retail dealers evidently plan to 
cooperate with State authorities in im- 
pressing on the public the need of 
stamping out the many tree pests. At 
least the volume of tree tanglefoot 
business placed so far in 1924 certainly 
would suggest so. There unquestion- 
ably is need for a bug campaign in New 
England, and the retail dealer should 
emphasize this fact in every way pos- 
sible and at the same time increase his 
profits from the sale of tanglefoot, 
sprays, etc. 


We quote from Boston jobbers’ 
stocks: 

Tree Tanglefoot. — In 1-lb. came. 
$4.80 per doz.; in 5- Ib. cans, $22; in 
10-lb. cans, $42; in 25-lb. cans, $96. 


WASHING MACHINES. — The vast 
army of New Englanders, who winter 
in cities and inhabit country and sea- 
shore homes six to nine months a year, 
in April will be getting “back to earth,” 
as they say. Washing machines, paints, 
and, in fact, everything that is needed 
about a home will be wanted, and now 
is the time for the retail dealer to pre- 
pare for this trade. Electric lighting 
companies always have equipment to 
sell, but they are equally anxious to sell 
power to the woman who buys a wash- 
ing machine. 


We quote from Boston jobbers’ 
stocks: 

Washing Machines.—Electric, Haag 
line, 110 volt, 60 A.C., Cylinder type, 
metal cylinder,’ $87. 50 net. Bluebird 
line, $160 list: discount 40 per cent 
for single machines and 40 and 5 per 
cent in lots of six. 
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WATERGLASS.—The wholesale and 
jobbing price of eggs in New England 
is going down rapidly, which suggests. 
that retail dealers should prepare for 
their waterglass trade. Eggs during: 
the past two years have advanced to 
considerably above $1 a dozen in the 
cities. What better selling point can 
a retail dealer have to convince a cus- 
tomer that waterglass is the proper 
thing to cultivate? Jobbing sales al- 
ready reported are far in excess of 
those for the corresponding period last 
year. 


we. quote from Boston jobbers’ 
stoc 


Waterglass.—Pint containers, $1.30 
per doz. net; quart containers, $2; 
gallon containers, $7. 

WIRE CLOTH.—Quite a few retail 
dealers who had not covered on their 
1924 wire cloth requirements have or- 
dered goods the past week. It is rea-. 
sonably safe to assume that 75 per cent 
of the trade is now covered. 


We quote from Boston jobbers’ 
stocks: 


Wire Cloth—Black, 12-mesh, 24 to 
48-in., $2.40 per 100 sq. ft. net; 18 to 
22-in., $2.50; 14-mesh, 24 to 36-in., 
$2.90; pearl, $4.25. 

WRENCHES.—Jobbers, independent of 
manufacturers, are quoting genuine: 
Stillson wrenches at 60 and 5 per cent 
discount, as compared with 60 per cent. 
heretofore. Ctherwise wrench quota- 
tions have not changed. The demand: 
for all makes and styles is remarkably 
good. Checking up with jobbers and 
manufacturers justifies this statement. 
aR quote from Boston jobbers’ 


Knife ane eet Handle.—Coe - 
in., $15 a d 8-in., $18; jo-ing $223 
= ty $28; 15. in. .» $88; 18- in., $48; 


Key Model.—Coes, 28-in., $18 each; 
36-in., $38; 48-in., $84. Discount of 
40 and 10 per cent off list is allowed 
on the above wrenches. 

Pipe Wrenches. — Stillson, 60 and 
5 per cent discount; Trimo and Wal- 
worth, 60 per cent off list. 


Miscellaneous. — Drop forged 
wrenches, per cent discount; 
Westcott, 25 per cent discount; agri- 
— ‘wrenches, 60 per cent off 

s 

We quote f.o.b. factory: 


Snap-on Wrenches.—No. 101, Mas- 
ter Service Set, $15.25; No. 202, 
Heavy Duty Set, $8; No. 404, Uni- 
versal Socket Set. $7; No. 505B, 
Screw Driver Set, $3. 40. All Snap-on 
Wrenches less 40 per cent f.o.b. Mil- 
waukee. 


Memphis Hardware Incorporates: 


The Memphis Hardware Co., Cleve- 
land, has been incorporated at $10,000 
by Leander F. Siebenhar and Hilda L.. 
Siebenhar. 


Wants Catalogs 


The Hart-Hosea Hardware Co., build- 
ers’ hardware and house’ furnishings, 
214-18 North Miami Avenue, Miami, 
Fla., is desirous of receiving catalogs 
and price lists on the following lines: 
Builders’ hardware, sporting goods of 
every character, tools, wheel goods and 
holiday goods of every nature, house 
furnishings, bolts,- screws, screw eyes 
and hooks. In fact, everything in hard- 
ware and housefurnishings. 


Reading matter continued on page 86 
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Taking the “Grind” 
Out of Grindstones 





HE comfortable, adjustable 

seat, correctly applied bi- 
treadle power and smooth-run- 
ning ball-bearings combine to 
make the R-W an easy grind- 
stone to operate. It saves labor, 
saves time and produces better 


results. 


Strong but light-weight steel 
frame insures rigid construction, 
great durability and convenience 
in moving about. 


Crank securely held on the de- 
tachable steel axle by means of 
our patented nut locking device. 
Stone of genuine Berea Grit. 


The line is complete—a suitable 
grindstone for every requirement 
—including a style with well-sea- 
soned hardwood frame for those 
who prefer it. Also power grind- 
stones equipped with pulley, and 
a neat little hand-power grind- 
stone for convenient use in the 
kitchen. 


Write for full particulars and 
Catalog AB-6, describing the 
complete line of— 


R W Bail-Bearing Grind Stones 











New York 
Boston 
Philadelphia 
Cleveland 
Cincinnati 
Indianapolis 


St. Louis 


AURORA, ILLINOIS.U.S.A. 
RICHARDS-WILCOxX CANADIAN Co., LTD. 


Winnipeg 





LONDON, ONT. 


Chicago 
Minneapolis 
Omaha 
Kansas City 
Los Angeles 
San Francisco 
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associations selling these goods shipped 
to South America, England, France, 
Spain, South Africa, India, Australia, 
Mexico, China, Sweden and Finland. 

Naval stores (turpentine and rosin), 
paints, varnishes, dyes, soda and indus- 
trial alcohol valued at $4,340,000 were 
exported to forty-three foreign coun- 
tries. About $2,500,000 worth of loco- 
motives, textile machinery, steel tires, 
pipe fittings, etc., was sold to all parts 
of the world. 

The value of paper and soda pulp 
exports amounted to about $2,000,00v. 
Smaller export items included wooden 
tools and clothes-pins totaling $83,000 
and buttons to the value of $28,000. 

Office equipment, including desks 
and chairs, surface abrasives (sand 
paper, emery cloth, etc.) and general 
merchandise of all kinds and valued at 
about $1,300,000 were exported to prac- 
tically all parts of the world. 


Combination Forces Amendment of 
Mellon Bill 


When the insurgent Republicans 
joined the Democrats a few weeks ago 
in rescinding the so-called Underwood 
rule controlling the debate on revenue 
bills, I predicted that the same in- 
surgents would vote against their 
party when the time came for balloting 
on the leading features of the Mellon 
tax reduction bill. This prediction has 
been fully verified during the past 
week when, by majority votes, one 
provision after another of the Mellon 
draft has been discarded in favor of 
amendments offered by the minority 
leader of the Ways and Means Com- 
mittee whose projects, from a logica! 
standpoint, have been so thoroughly 
riddled by Secretary Mellon. 

The job of scrapping the chief pro- 
visions of the Mellon bill was taken 
up with a rush during the past week 
with the Republican leaders making 
every effort for an early final vote on 
the measure. The combination of in- 
surgent Republicans and Democrats 
got in its deadly work, however, and 
the administration must now look to 
the United States Senate for the only 
relief that can be obtained. 


High Maximum Surtax Rate Adopted 


Secretary Mellon has made a gallant 
fight to fix the maximum surtax rate 
at 25 per cent. The defeat of this pro- 
vision of the bill has been conceded for 
some time but nobody was prepared 
for the sweeping triumph of the 
opponents of the Secretary of the 
Treasury. 

Realizing that the 25 per cent rate 
could not carry, Representative Long- 
worth, Republican floor leader, offered 
the insurgents, first, a compromise rate 
of 35 per cent which was rejected, and 
afterwards a rate of 37% per cent. 
Some of the majority leaders became 
confident that the 37% per cent rate 
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would win but when the vote was finally 
taken’ it was rejected as was, also a 40 
per cent ‘amendment and the Garner 
rate of 44 per cent on incomes of $92,- 
000 and over was carried by the com- 
bined votes of the insurgents and mi- 
nority members. 

The new normal tax rates suggested 
by Secretary Mellon of 3 per cent on 
incomes of $6,000 or less and 6 per cent 
on larger incomes were also thrown on 
the scrap heap. The minority leader 
offered an amendment embracing a rate 
of 2 per cent on incomes of $5,000 and 
under; 4 per cent on incomes between 
$5,000 and $8,000 and 6 per cent on in- 
comes above $8,000, and with the as- 
sistance of the insurgents these rates 
were voted into the bill. 


Increase Personal Tax Exemptions. 


Under the direction of the minority. 


leaders personal tax exemptions were 


also increased from $1,000 to $2,000 for 


single persons and from $2,000 to $3,000 
for heads of families. 
Stock dividend profits are made sub- 


per cent under an amendment adopted - 


by the House by a vote of 162 to 112. 
This amendment was proposed by the 
minority leader of the Ways and Means 
Committee and received the unanimous 
support of the minority members and 
some sixteen Republican insurgents. 

This action of the House is regarded 
by experts as most revolutionary in 
that sales of capital assets, which by 
inference the Supreme Court has de- 
clared are not income, are taxed at reg- 
ular income rates ‘where profits accrue. 
No action taken by the House in this 
connection has savored more of bolshe- 
vism. 


May Be Held Unconstitutional 


Minority members of the Ways and 
Means Committee arguing in favor of 
this provision declared it would bring 
in enough additional revenue to permit 
the repeal of all automobile taxes, an 
argument which obviously was: offered 
for the purpose of tempting members 
to vote along popular lines. 

It is the best opinion here that this 
provision of the new bill is unconstitu- 
tional and that the United States Su- 
preme Court will so hold. In the mean- 
time, however, it is likely to prevent 
many corporations from issuing stock 
dividends. 

President Coolidge made an attempt 
during discussion of. the details of the 
revenue reduction bill to bring the in- 
surgent Republicans into line behind 
the Mellon recommendations. Much to 
his apparent regret he was unable to 
budge the recalcitrant members who 
cut loose entirely from their old polit- 
ical anchorage and cast their votes with 
the minority. : 

The Administration has now given 
up all hope of securing the support of 
the House on the Mellon bill or any 
other question involving the principles 
of economics, When the measure goes 
to the Senate there will be a chance for 


framing the bill. 
report on the measure from the Finance 
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a new deal and Mr. Coolidge and Mr. 
Mellon are hopeful that a bill will be 
framed which the Conference Commit- 
tee representing the two houses will be 
willing to accept. The outlook is not 
as encouraging as the business men of 
the country could desire. 


Finance Committee Urged to Grant 
Hearings 


No decision has yet been reached re- 
specting the program of the Senate 
Finance Committee with regard to the 
Mellon bill. Certain interests are de- 
manding hearings and many business 
men wish to come to Washington to im- 
press the Senate committee with the 
importance of restoring the chief fea- 
tures of the Mellon plan. 

If the Finance Committee follows 
precedents it will grant hearings and 
will devote considerable time to re- 
No one looks for a 


Committee under two or three weeks 


and there is every reason to expect a 


. ’ battle-royal in the committee. ~ 
ject to regular income tax rates rather =: 


than to the capital asset tax of 12% ~ to, La Follette, the leader of the insur- 


‘gent Republicans in the upper house, 


It must not be forgotten that Sena- 


and the dominant influence that has 
kept the insurgent Republicans to- 
gether in the lower house, is a member 
of the Finance Committee and can be 
counted upon to exert his influence in 
opposition to the advocates of those 
provisions of the pending bill most 
strongly urged by Secretary Mellon. 


Will President Veto Bill? 


'~While President Coolidge and Secre- 
tary Mellon are hopeful that the Sen- 
ate will straighten out the tangle to 
which the House promises to reduce the 
pending bill, there is no certainty as to 
this outcome. On this account there 
has been much speeulation during the 
past week as to the possibility that the 
President may veto the measure if it 
carries the features voted into it by the 
Republican insurgents and the minor- 
ity members. | 

This would produce a very awkward 
situation and might mean the total 
failure of the movement to secure rev- 
enue reduction. Obviously it would be 
impossible to pass the bill over the 
President’s veto, but this might mean 
the total abandonment of the tax re- 
duction project to which both the Pres- 
ident and the Secretary of the Treas- 
ury have devoted so much well directed 
energy. 


Crosley Buys Building 


Powel Crosley, Jr., president of the 
Crosley Mfg. Co., manufacturer of - 
radio receiving sets, Cincinnati, Ohio, 
recently purchased the factory building - 
now occupied by Thomas J. Corcoran 
Lamp Co., Camp Washington, Cincin- 
nati. The building will house, in ad- 
dition to the general offices, manufac- 
turing and assembling departments of 
the Crosley radio products, the radio 
broadcasting station W.L.W. 


Reading matter continued on page 88 
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The live hardware 


dealer says: 


BOSTON 
WOVEN HOSE & 
RUBBER CO. 


Cambridge, Mass. 


The largest hose manu- 
facturers in the world. 
Makers of the famous 
BULL DOG, GOOD 
LUCK and MILO 
brands of garden hose. 
Also makers of GOOD 
LUCK Jar Rings. 











“I Used To Carry Everything 


‘Whenever anybody came in and asked for 
a size or a brand or a color or a finish of 
anything I didn’t keep, I ordered it right 
away. 


‘“Why I had more than a dozen sizes and 
kinds of axes, 20 or more of wire fence, a 
regular Style Show in coal shovels and snow 
shovels. In garden hose I had three sizes 
and half a dozen different makes. 


‘I know better now. Too many kinds of 
stock is just as real a burden to the dealer 
as 1f he carried it literally on his shoulders. 
In garden hose I have three grades—%¢ ths 
only, and in other items only two or three 
numbers of each and those the best. ”’ 
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“1 Like Them Because 
They Look 
So Real’’ 
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The Arcade Clipper 
Lawn Mower 


In the whirlwind of play-room 
“events” Arcade Toys are always 
in action. They’re built to stand 
rough treatment. No clock work 
to get out of order—no “Daddy 
Fix.” 

Kids like toys that look real. 


The “Clipper” Lawn Mower 
looks real and acts real. Has four 
bladed revolving reel—wooden 
roller back of stationary blade— 
removable handle that pivots on 


two bolts (just like the real ones) 
—Wheels drive reel through 
pinion gear. Attractively painted. 
Length, 36 inches; width, 7 inches. 
One Sale in a neighborhood of 
children will start a landslide of 
sales. If you are not cashing in on 
fast selling, profitable Arcade toys, 
you are missing some real business 
in your community. Line up with 
toys that are proven winners 
backed by forty years of manufac- 
turing experience. 


Arcade Manufacturing 


Company 
Freeport, Iliinois 


ARCADE 


HARDWARE 
and "TOYS 
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Charles E. Jones demonstrating a bottle capper to a customer 


1500 Bottle Cappers in Less Than a Year 


66 P until February I had over- 

looked the sales possibilities of 
bottle-cappers for home use,” writes 
C. E. Jones, president of the Jones 
Hardware Co., Shamokin, Pa. “In 
that respect, I was not unlike the 


other hardware merchants of my town. - 


But in looking over a February issue 
of HARDWARE AGE I ran across an 
advertisement that set me thinking. 
It pictured a salesman behind his 
counter demonstrating a bottle capper 
to a woman who seemed very much 
interested. I read the advertisement 
once, twice and again! It turned my 
mind to the hundreds of women who 
make home beverages such as root 
beer and grape-juice, or who bottle 
catsup. How many of them would ap- 
preciate (and buy) a bottle capper 
which would seal their bottled bever- 
ages airtight with crown caps? I de- 
cided to find out. I placed a sample 
order, with the determination to put 
some real selling-effort behind the 
cappers. Most dealers, you know, 
(myself included) have a habit of 
getting a sample order of a new prod- 
uct, making one or two half-hearted 
tries to sell it and then quitting. 

When the shipment arrived I put 
most of it in the window with the dis- 


play material furnished by the manu- 
facturer. I screwed one set to the 
counter for demonstration purposes, 
instructed the fellows in the store to 
tell every customer about it and— 
waited. For nine months every cus- 
tomer, man or woman, who came into 
the store was told about the bottle 
capper and its handy use in bottling 
home beverages. A two-minute demon- 
stration usually sold the set with a 
good supply of crown caps. Between 
February and December I sold 1500 
bottle cappers and many gross of caps. 
The window-display, a little extra 
selling-effort and word-of-mouth ad- 
vertising had turned the trick! I had 
found that a little “push” is all that 
is needed to sell an article that people 
unconsciously want. (Of course they 
won’t buy it unless you ask them to.) 
And, in “finding out,” I made a com- 
fortable profit which, when I stop to 
think of it, was mostly all velvet, for 
the selling-effort didn’t cost me very 
much. 

As a finale, I might add that just 
before writing this article I mailed 
another standing monthly order to that 
capper manufacturer. I intend to 
make a “clean-up” in my town next 
season, too! 





Bracket Nail Has Wide 
Usefulness 


A new patented bracket nail, de- 
signed to take the place of the screw 
hook for hanging curtain rods, wire or 
extension, has recently been developed 
by Pill Bros., Inc., Cambridge, Mass. 
The device may be quickly placed in 
position by means of a hammer and is 
adapted to serve as a bracket for se- 
curely supporting articles of different 
kinds without rendering the articles un- 
sightly and also form the suspension of 
pictures, etc, and for a hundred and 
one other purposes. The bracket is 


formed of one piece of metal and has 
a tapered shank with a sharp point 
and an arm extending at right angles 
from the heel portion of the shank to- 
gether with a driving thhead aligned 
with the shank and a notch between 
the upper portion of the driving head 
and the arm. 
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Stores all over the country report an AMAZING TURN- 
OVER in a world-famous brand of cutlery that is now being 
sold in a wonderful new way. And these stores have found 
that cutlery can now be made to pay a full 100% PROFIT! 


each MY lagnetic. Insured 
iutlery 


No longer merely a perpetual guarantee against defective 
material and workmanship on the world-famous Carbo-Mag- 
netic Cutlery. In addition, now, an absolutely unconditional 
guarantee for 3 months from date of consumer purchase. 
Carbo-Magnetic Insured Cutlery must prove completely sat- 
isfactory to the user in 3 months of use or it will be replaced 
without charge and without question. 


AN INSURANCE POLICY WITH EVERY BLADE 


With every Carbo-Magnetic purchase the consumer gets a 
printed, dated Insurance Policy. No trouble at all to you, 
but for your customers it takes all the risk out of cutlery 
buying. That’s why they buy Carbo-Magnetic Insured Cut- , : 
lery more readily and that’s why they are only too happy to 
pay a good price for Carbo-Magnetic Insured Cutlery. 


Send for Catalog 


Our new catalog is just coming off the press. Send for it 
today. It contains photographic reproductions and detailed 
descriptions of our broad general cutlery line—pocket knives, 
butcher and cook knives, steak knives, scissors, shears, carv- 
ing sets, game sets, razors, strops, manicure implements, etc. 
We also have a complete line of holiday goods—manicure 
sets, toilet sets, tourist sets, leather novelties. Mail coupon 
or postcard today for catalog. 


ee ee ee eee 


Mail This Coupon Today 
Griffon Cutlery Works, 
Dept. 22B 
151-153 W. 19th Street, 
New York City 


Please send me a copy of your new Catalog 
showing the Carbo-Magnetic Line of Insured 


Catlery. 
Griffon Cutlery Works ee ner Pt: ose 
DEPT. 22B SEPT err Ss eee eee eee No 
151-153 West 19th Street, New York EEE patteol fo ene PED OEE Siedaiaen 
State ....s-eesere eereee Coc ccccccecccccces 
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American Screv Co. 


PROVIDENCE , 


WESTERN DEPOT 
225 WEST RANDOLPH ST., CHICAGO, 
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ollrath Window Display Contest | 


March 16th to April 12th 


Get in the Game! Win a Prize and Bigger Profits 


“_ -_ —-_- ee 





This is a contest with a “big idea” behind it. Not merely a game 
to see who can put up the best window. 


And, the “big idea” means greater Vollrath profits to every dealer 
that gets into the contest. You'll win whether you capture one of 
the prizes or not. 


A prize means extra profit—$100 for the best window, $50 for 
the second best and ten $5.00 prizes for the next best windows. 
Someone must take down these prizes and it might as well be you. 
So get in the game to win. 


Write in today for complete details, cutouts and window display material 
and the “big idea” that means more Vollrath profits. 
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Titchener’s 


ANITARY 
INK 
TRAINER 


A Fast Selling Item 


that every housekeeper wants ! 





Neat in appearance, Sani- 
tary in Service. 


PCCP C4 


Confines odors and con- 
ceals unsightly refuse. 





Showmg lid reversed, to 
serve as a tray to catch 
excess motsture while 
being emptied. 





Titchener’s Sanitary Sink Strainer is just 
what every housekeeper has been looking for. 
Every housekeeper has experienced the disad- 
vantages of the old-style, open strainer, with 
refuse open to attract flies and cause odors in 
the room together with the unsanitary drip- 
ping when being emptied. 

The Titchener Sanitary Strainer is made 
with a swinging cover which, when closed, 
confines all the odors and conceals the un- 
sightly refuse which the strainer contains. 
When swung to the bottom of the strainer, 
the lid serves as a tray which catches all the 
drain when being emptied. 

It is made in two finishes—highly polished 
aluminum and white enamel. The price is rea- 
sonable, and the strainer sells on sight. 


Pat. U. S. Dec. 12, 1922. Canada Apr. 17, 
1923. 


Write TODAY for descriptive 
booklet and prices 


E. H. TITCHENER & CO. 


Makers of Bathwhite Fixtures 
Binghamton, New York 
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Allith rf 
““ELEVEN-EIGHTY ” | 
Round Track | 


Garage Hardware 
For Folding-Sliding Doors 












“Eleven-Eighty” prevents sagging and 
slamming of doors, and assures weather- 
tight equipment that is easily erected, occu- 
pies little space, operates freely, and serves 
a lifetime. 






























The hanger, with steel frame, is of the 
swivel type, reversible, and provided with 
vertical adjustment. The machine cast 
wheel has hardened steel axle, washers and 
lubricated roller bearings. Oil holes in the 
hanger housing permit further easy lubri- 
cation when necessary. The safety guard 
prevents derailment. 


The track is a high carbon steel tube with 
a slot in the back for insertion of the mal- 
leable brackets which are spaced to meet : 
requirements. e 


The elements of noise and friction are prac- 
tically eliminated, for the hanger wheel, 
with its small point of contact on the tubu- 
lar track, travels with no side friction. // 


The “Eleven-Eighty” possesses the many 
advantages of the round track door hard- f/ 
ware which we originated and which for 

over twenty years has proved its superior 
worth. Other types for accordion, round-a- 
corner, straight and parallel sliding doors 
complete this remarkable Allith round track 7 
line—suitable for all conditions. | 


ALLITH-PROUTY COMPANY 
Danville Illinois 


Representative Jobbers Distribute A-P 
Hardware throughout the United States 







“THE SIGN 
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We have never at- 





tempted to manufacture 


our rivets to sell ‘at a LA M Pp os 


price,’ as we have 
Sold without restrictions, but con- 


always felt that we fined to the better class merchants. 
The great increase in business en- 


es rendering the ut- joyed by our dealers and distrib- 


most service to the utors during 1923, is proof that 
SAVE quality lamps have gained a 
actual consumer by pro- nation-wide preference. 


viding the best article make your first purchase in the 
belief you will order them contin- 


of its kind that can be uously. . 


mace. If your jobber doee not sell them, write ua. 








-— 
—_ 


THE SAVE SALES COMPANY 
TOLEDO _ OHIO 


Une 8 ee ee 


TUBULAR RIVET & STUD 
COMPANY 


BOSTON 


c 
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Don’t Experiment! ge 


Buy Ferry Process Screws 


and Satisfy Your Customers 


The following is taken from a letter sent us 

by a large jobbing house. It goes to'show 

that once a customer has used Ferry 
“We wired you today as follows: 


‘Express quick one thousand Cap Screws, 
order twenty-eight fifty-nine.’ 


“On this order we specify 5000 4% x2S AE 
Hexagon Cap Screws, and our customer tele- 


Don’t substitute—give your customers what 
they know to be the best—Ferry Standard 
Cap and Set Screws. 


Ferry Process Screws are packed in con- 
“If it’s upset—at must be heat-treated.” 


The Ferry Cap & Set Screw Co., Cleveland Ohio. 


Process Screws he will not be satisfied with 
a substitute: 


phoned the writer today requesting we see to 
it that 1000 of these are sent at once by ex- 
press, We are up against it, and must have 
these at once. Due to the fact that they have 
become very much attached to the Ferry Cap 
Screws; we cannot substitute, and are entirely 
dependent upon you.” 


venient cartons for the Hardware trade. 
Immediate delivery. Let us quote you our 
prices—- 





PROCESS SCREWS 





February 28, 1924 








agi 


on 
: wa 


~~ 


AY 
w/ 


Why lay on your back banging away at stubborn 
bolts with hammer and chisel when with a 
PORTER BOLT CLIPPER you can.snip them 
off just as easily as a knife cuts cheese? 

You cannot afford to handicap yourself with old- 
fashioned methods when a PORTER CLIPPER 
will pay for itself on the very first job. 

These tools are not expensive—they cost no 
more than a good saw or hand drill and they are 
just as necessary in your tool-kit or on your 


work-bench. 


Ask your dealer about PORTER'S BOLT CLIPPERS 
or write to us for descriptive Booklet. 


H. K. PORTER, INc.. Everett, Mass. 
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Serer! 


Why Hardware Men Say 


“Warren Fixtures Pay’ 





| 


As a matter of service, several hundred retail 
hardware merchants using Warren Fixtures were 
recently asked—“What have Warren Fixtures 
done for you and what iniprovements would you 
suggest?’ Following is a summary of the replies : 


WARREN FIXTURES 


—Systematize storage and display; simplify inventory. 


—Create a practical, pleasing atmosphere and impression 
of up-to-dateness. 


—-Handle more business without extra help. 
—-Economize customer’s time. 


—Enable customers and clerks to find goods wanted 
quickly; clerks become better salesmen. 


—Adds attractiveness and value to goods displayed; in- 
sures clean stock. 


—Permit a better showing to be made, even -with smaller 
space. 
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© 
—Overcome competition by attracting trade. 


—Make possible the use of every foot of available floor 
space, 


—Increased sales from 15% to 45% by actual records; 
lower selling costs, 


-* 


. 
—Ideally adjust themselves to’ growth of store and could 
not be improved upon. 


are an easy-selling, customer-pleasing, 
profit-producing line of padlocks and 
night latches, well known to the trade for 


forty years. 
With Fraim Display Panels on your 
shelves they are money-makers the year 


> 

a 

i 

y 

i round. Your jobber handles them. Ask 
> 

( 


If you are planning a new store or store changes, the 
practical hardware experience of our organization is at 
your disposal. Send us a rough floor plan and let us 
submit suggestions without obligation or cost. 


him, or write us and we will tell you all ‘“‘There Is No Substitute for Warren Fixtures” 


about our new self-selling panels and 
send you our catalog No. 20. 


E. T. FRAIM LOCK CO. 
LANCASTER, PENNA., U.S.A. 
Selling Agents in 


J.D. WARREN MFG. CO. 


159 N. State St. Chicago, Illinois 
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45 Warren St., N. Y. 





“There is likewise @ reward for faithful 
stlence.”—Horace. 


oer HINGES faithfully per- 
form their work and service— 
holding firm and safe the doors of 
entrance and exit, acting their part in 
keeping comfort and shelter intact— 
on constant duty to give facility to 
hundreds of daily activities. 


Modest and unnoticed, GRIFFIN 
HINGES never fail in silent, unob- 
trusive service to fulfill their faithful 
duty during the life of any building 
in which they are used. 


Griffin Manufacturing Co. 
Erie, Penna. 





OUTFIT 
includes a stov 





up separately and 
pack together in 
a brown canvas 
bag. Convenient 
for carrying in 


auto, cance or 
boat. 


Each piece made 

of the best ma- 

terial and will last 

a lifetime. 

Write for Circulars 
and Trade 
Discounts 














Every one of them is 
fon a an easily made 





with your rting goods 

cessory s and you'll say they beat 

os most of the merchandise yeu 
ndle. 


or auto ac- 


We make a complete line of CAMP 





GRIDS, STOVES and UTENSILS 





30 Fonda Ave. 








UNITED STEEL & WIRE CO. 


BATTLE CREEK, MICHIGAN 

















Se . 





Show this Dead 
Bolt Night Latch to 
customers — explain that 
one turn of the key back- 
ward locks the bolt and in- 
side knob so the bolt cannot be 
forced back, or the door 
opened from either inside or 
outside without the key. 

Can also be operated same as an 
ordinary night latch. 

Besides a complete line of Padlocks 
we also make 1000 different patterns 


of quality Key Blanks. Send for 
Catalog 6 and Prices. 


NDEPENDENTIOCKCO.®> 


Leominst Mass., U. S. A. 


Manufacturers of Cylinder Locks, Padlocks, and Key Blanks. 
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74 W. Lake St., Chicago, IL 
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It’s the articles in the tray that count 


ND here's a tray that contains articles which In other words: THE TRAY THAT PAYS. 
are easy to sell and mean quick turnovers : ° 
at a good profit to hardware dealers. List Price, $18.50 


Measuring Tapes with simplified-reading, black Net Price and circular on request. 


finish and top graduations; plumb bobs with screw 
caps, steel points and perfect balance; folding rules EUGEN E D I ETZGEN CO. 


with joints that will not slip nor pull from the Right goods at right prices 
rule — articles that fully satisfy your trade. ee continuously since Year 1885 

ranches Philadelphia Washingt 
The tray is well-constructed, of golden oak finish, Chicago New York . yet 8 
and compact in size—it attracts and holds interest. ean A ge Chicago, Illinois 



























the Package 


You can easily change the 
buying habits of your cus- 
E tomers. Where they now buy 
= a single lamp or two as the 
need arises, get them to buy 
a reserve supply. Your unit 
of sale increases and your 
profit jumps with sales. 


LAA 





HET 


Satellite Lamps are thoroughly good. Good enough to have built the business up from a small volume 
to a very large production. Give them a chance and they will increase the business of your lamp depart- 
ment. 

We guarantee Satellite Lamps—Satellite Quality—Satellite Service to you, so that you in turn may guar- 
antee it to your customers. 


HUTTE 


We make a complete Tipless Line. Order through your Jobber. 
If he cannot supply you, write us. 


BEDFORD LAMP WORKS | 


22 Hudson Street | New’ York naa : 
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A RUSTLESS 
SOAP DISH 


Rustless because it is made of solid brass, 
heavily nickel plated. It can be set up ina 
bathroom and will always look as bright, 
fresh and new as the day it was bought. 


- This Soap Dish, as you can see by the illus- 
tration, is decidedly pleasing to look upon. 
You know that your most particular women 
customers will like it and its price will not 
interfere in the least with their buying it. 


Why not ask your Jobber gently but firmly for 
“Ringco” Bathroom Fixtures, and for this one in 
particular ? 


AMERICAN RING COMPANY 
WATERBURY, CONNECTICUT 


“RINGCO” 


we BATHROOM FIXTURES 
JwIUE ZT II iii 


— Derfea” 


_ 





+ onl « 
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The “Long Distance” Customer 


The fact that a certain station is hard to get 
on his radio makes no difference to him— 
it’s the “programme” he’s after and he’s 
going to get what he wants. 


NIK( ouTE The fact that your store may be a little 
further for him to go—isn’t the point— 
‘“Perfect”’ Brand Screen Cloth is what he’s 
after and the dealer who has what he wants 
gets the business. 


Your jobber stocks “Perfect.” 





TOA LUA 


LUDLOW-SAYLOR WIRE CO. 
St. Louis, Mo. 





= P(t 
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Your New Lamp Stock | 
should be composed of lamps which are 


Famous for dependable service 

Packed securely, conveniently and attractively 
Furnished with real merchandising helps 
Backed by interested factory service 





Type B « Type C 
10 to 100 watts 50 to 1000 watts 


NILCO QUALITY LAMPS 


fully meet all these requirements. 





NILCO LAMP WORKS, INC. 


EMPORIUM, PENNSYLVANIA 


Mill Type: 
25 and 50 watts 





hh 
‘ 














WOOD SCREWS 


IRON, STEEL, BRASS, BRONZE AND MONEL 


IRON RIVETS—ANY STYLE HEAD TINNERS’ AND COOPERS’ RIVETS 
} PIPE COUPLINGS 


STEEL AND BRASS FINE WIRE 


BESSEMER AND BASIC MONEL WIRE 


STEEL WIRE — 





STEEL AND BRASS SCRATCH 
PAD CONN. * 
RESISTANCE WIRE B SEPORT BRUSH WIRE 


THE BRIDGEPORT SCREW CO., Bridgeport, Conn. 


Representatives: 
George E. Quigley, Detroit. 
Dan M. Bell, Dallas, New Orleans. 
Milton Pray "Co., San "Francisco, Los Angeles, Seattle. 
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In the Heart of New York’s Great 
Hardware District 


SHowrooms, OFFIceEs, STORES 
Atlas Industrial Building 


CENTRE STREET 
from Canal to Howard Stz., 


New York City 


















This building was 
erected to appeal es- 

pecially to manufactur- 
ers of machinery, electrical 
supplies and other metal prod- 
ucts. Choice spaces are provided 
for the exhibition and sale of hard- 
wares and machine products of all kinds, 
while the splendid skylight feature of the 
upper floor enhances the display requirements of 
manufacturers of jewelry and for executive offices. 





Offices and salesrooms located here will have direct entrance 
to the Interboro and B. M. T. subways, radiating to all parts 

of Greater New York. Passing the door is Canal Street the great 
artery of vehicular traffic from New Jersey through Manhattan to 
Brooklyn and Long Island, via the Manhattan Bridge. The new vehicular 
tunnel row being constructed under the Hudson will make this location 
central to all points of traffic, 

Descriptive booklet containing floor plans will be sent upon request. 


Wm. A. White & Sons 


Established 1868 


46 Cedar Street, New York City 





























HE average hardware retailer 

has been in business long 
enough to know a first-class prop- 
osition when he sees one. 


It means something then, when 
the new Revere selling arrange- 
ment is welcomed by hardware 
dealers everywhere as the best 
agreement they ever entered into. 

This plan is bringing big profits 
to these men who stock the famous 
Revere Cords and 30 x 34% “R” 
Tread Clincher Cords. 





REVERE RUBBER COMPANY 
1790 Broadway New York City 
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for ah acaae MEANS for 
PAINTERS HOUSEWIVES 
DEC2 RATERS FARMERS 
MACHINISTS WINDewWw- 
MILLWRIGHTS 1 a CLEANERS 
STEAM i, CARPENTERS 

FITTERS REOFERS 







































































FOR CATALOG 


AND LATEST PRICE LISTS 


FREIGHT 


W. W. Babcock Co., = Bath, N.Y. 




















Makes Refrigerator Doors “Airtite” 
$tops Cold Air Leak$ 


Cours down ice bills and waste by keeping cold air in 
and warm air out. 









Wirfs “AIRTITE” Anyone that has a refrigerator or ice-box will appreciate 
over lap of refrigerator the merit of Wirfs’ “AIRTITE CUSHION DOOR 


SEAL.” Just strip it on the overlap of refrigerator 
doors and it provides a soft cushion-like airtite seal. 
Saves ice bills and keeps food better by stopping cold air 
leaks. 


Anybody can Apply it— 
Simply tack om Tum the Corners! 








me. This item has proven itself a big seller. It is nationally 





advertised. Send for prices and samples at once. 


sae Made by the manufacturer of the famous “HOME- 
COMFORT WEATHERSTRIP.” 


E. J ° WIRES, Sole Manufacturer and Patentee 


6a. t 106 SOUTH 17th ST., ST. LOUIS, MO. 


Same cross section when door is closed. 
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Incorporated 1904 


Continental (O° a Ma 

















FORSTNER 


Labor Saving 


AUGER BIT 















Bores Any Arc 


of a Circle 





ARMSTRONG 


Stocks and Dies 
Holds the : 


Many 
New Uses 


The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular’ rim instead of its center 
consequently it will bore any arc of 
nd n be guided in any 
re ss rain nots, 

true polished surface. Takes 


< irecti 
. leaving a 
1e place of a chisel, gouge, scroll-saw, or 
er lathe tool combined. For core boxes, fine 
and delicate patterns, veneers, screen work, 
; i y scroll twist columns, newels, rib- 
/ 








scalloping, fanc _t 
bon molding and mortising. 


Send for Catalogue. 


The Armstrong Mfg. Co. 
The PROGRESSIVE MFG. CO. 


Factory and Main Office New York Office 
Bridgeport, Conn. 248 Canal St. TORRINGTON, CONN. 














“You always come| 


back to W. ROSE” 





No. 213. 6” Wide. 
, said a delegate at the 1922 Bricklayers’, Masons’ and 
Wiebusch Plasterers’ Convention. 
an ‘ 
Hilger Ltd. | 
a Wm. Rose & Bros. 
106 to 110 Lafayette St. . Sharon Hill, Pa. 





No. 113. 54%” Wide. 





New York 
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~ G-W Ice Tools for Every Purpose | 


| he Sy type of tool used in the ice business is 
built by the Gifford-Wood Co. All G-W Ice Tools_ 
are ruggedly constructed and absolutely dependable — 
in service. Over 100 years experience are built into 
every one. 

Catalog No. 80, describing the complete line, will 
gladly be sent to you on request. 


Main Office: 7 HILL ST., HUDSON, NEW YORK, 
New York Chicago Boston Pittsburgh 








ICE HANDLING M/ HINERY AND TOOLS 
G-W Boston Tongs 


A Better Measure J. M. Carpenter 


of business will be yours if you 











stock and. display 


x & & || laps and Dies 


For Over Half a Sa 


MEASURING TAPES Famous for 
Quality 
Uniformity 
Accuracy 
Durability 





Their accuracy, durability and non- 
tarnishing “Ready - Reading” 
graduations make them popular 
with the building trades. 


Write for information regarding our 
handsome, golden oak 











A RAY 

DISPLAY TRA First Choice of Experts— = 

which is furnished free of charge with _ 
an order for the assortment it contains. Make It Yours! yy } 
Helps keep your stock neat and in- — 
creases your tape sales. SEND FOR CATALOGUE —F' 
Have You a Copy of Our Latest REGISTERED = 
Trade Price-List? , {RADE MA a 

C x 

a 


KEUFFEL & ESSER CO. 


NEW YORK, 127 Fulton Street, General Office and Factories, HOBOKEN, N. J. 


CHICAGO ST. LOUIS SAN FRANCISCO MONTREAL ° 
516-20 S. Dearborn St. 817 Locust St. 30-34 Second St. 5 Notre Dame St. W. J. M. Carpenter Tap and Die Company 
Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes . Oldest Tap and Die makers in America 


PAWTUCKET RHODE ISLAND 




















“IT’S MORE THAN JUST A RAKE” 


“OLE OLSEN” 
WOOD LAWN RAKE 


SAVES THE LAWN—MAKES YOU MONEY 
Prices Quoted on Application 


THE PIQUA HANDLE & MFG. CO., PIQUA, OHIO 
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STANLEY ¥il7, 
BOX STRAPPING 


No. 3002 Self-Tightening 


Made of Stanley cold rolled steel. The ribs prevent 
the nails from slipping in driving. Round edges 
of strap do not cut the hands. 








«* SOSP cesses caceseess tesssassae pensfeone feces CCSCRCSESE CEE a TRSEeestesese 



























THE STANLEY WORKS 
New Britain, Conn. 
300 feet New York Chicago one Francisco Los Angeles 
ttle 


Manufacturere of Wrought Hardware and Carpenters’ Tools 


Ce, prifescafesnferssfesrefesssguscapeeeapusngeanopusegvenpreangoenegvere toveendhernizsecegeuacgeausgerte qucnaponeegeneegens 





MOOD CD 
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=1 The Recognized Leader 

HH 6©Satisfactory service year in and year out has won S355: 

Hits §6©6 for GALVANOID the pre-eminent favor of the 33553 STANDARD 
+4 = sttrade. It is heavily zincked after weaving by our 

Ht 6 modern electric process. Then a geo ap age 553: 

Ht = ing of varnish is baked on. This protects the at- $333: , ‘ 
HHH tractive finish and adds to the firmness and dura- FRE Map le, Oak, B irch, or Pine 
#4 bility of GALVANOID. i333: —it isn’t a question of wood 
HH! ORDER THRU YOUR JOBBER Ht in laying hardware floors, 
i pee eee seete but a question of nails. 

ste “AMERICAN BRAND” TREMONT Hardened 
+e PAINTED — BRIGHT GALVANIZED — BRONZE — egess Steel Cut Nails are the Stand- 
$3 COPPER—KOPNIK—MONEL — SPECIAL GRADES ite: ard for all Hardwood Floors 
HH American Wire Fabrics Corporation HE3: —they hold everlastingly. 
sees Subsidiary of 1s: Sell the best. 

sess: Wickwire Spencer Steel Corporation see 

siz3: General Offices: 41 East Forty-second Street, Bt tH 






s35t! New York is52! 


Western Sales Office: 208 So. LaSalle Street, Chicago cise o 
Worcester Buffalo Philadelphia San Francisco reese Tr emont Nail Company 


Los Angeles 205 Lincoln Street, Boston 


























| THIS IS THE “RIGHT RESISTANCE” 
ee Pocket Voltmeter 
AL one No. 34C 


IN the January 24th issue of 
Hardware Age one of our 
voltammeters was shown by 
error whereas the illustration 
to the left should have appeared, 
this being the famous “right 

resistance”’ voltmeter. 

This voltmeter is very popular 
especiall useful for testing 
radio “B” Batteries. Registers 
up to 50 volts. 


THE 
STERLING 


MANUFACTURING COMPANY 
CLEVELAND, OHIO 





A Type for Every Service 


THE GOULDS MANUFACTURING COMPANY 
Seneca Falls, N. Y. 


jOULDS 
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LIGHTNING 


MORE SALES FOR YOU 


Sales on the Lightning, Gem and 

lizzard Freezers are increasing 
rapidly year by year. Progressive 
housewives are learning that the 
best way to make pure and whole- 
some ice cream easily and quickly 
is in one of our easy running 
freezers—and at a small cost. 


They seli on a reputation established by more than thirty years of high class service 
and they stay sold. This means permanent profits. 
The Blizzard is simpler in construction and a trifle cheaper, but sells as well as 
y merc a Lightning or Gem and should be ordered with either style to satisfy the 
and, 






We suggest placing your order early for shipment later, as you may direct. Be 
sure to include request for sales helpp—-THEY ARE FREE FOR THE ASKING. 


NORTH BROS. MFG. CO., American St. & Lehigh Ave., Philadelphia 














1S PAT.DEC.19, 1911 
SEP.3, 1912 





Iron screws are not good enough for ATHOL Vises— 
we use screws made from a selected grade of STEEL, 
with a buttress thread, which has more strength than 
any other type. 


The SCREW BALL on all vises, except those with 


/ e 
AS ‘ — C74ACZ Ss . sated Ratchet Handle, is made from cast iron and securely 


W welded to the screw and,-will positively not come loose. 
— Point out these features in selling ATHOL Vises, which 
are built to last. 


PENCIL COMPANY THE ATHOL MACHINE & FOUNDRY CO. | 





PHILADELPHIA U.S.A. ATHOL, M ASS. . 














| HOW TO BUILD AS YOU GROW 


With Heller Sh it is not absolutely necessary to tear out all of sour present shelving and install 
ment. Install At This Time a prsront » Mes on After a few months when the additional profits —_— the he dou ~g ee na 
warrant install one or more cabinets until] your store is completely modernized with Heller's Hardware Shelving. 


Cabinet No. 606 Cabinet No. 605 Cabinet No. 603 Combination No. 122 shown here is the logical Com- 
bination to install NOW. 


Sige 23 feet, 5 ee eS St 3S inches high. 
Solid oak exposure, antique 


EASY TO INSTALL, simply cut away enough of your 
resent pune = gene No. 122 will at in. 





t is not e shelving higher than 7 
fect ‘1% inches as this will rest on top of Combination 
° 


Change can be made after working hours with yeur 
regular sales force. 





No interruption in your business and no confusion. 
Write TODAY for complete specifications and Catalog 
No. 26-A. 


Cabinet No. 323 Cabinet No. 3869 Cabinet No. 366 


W. C. HELLER & CO, - - - MONTPELIER, OHIO 
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JELLIFF 


Copper and Bronze 
Windowscreen Cloth 


Every season sees an increasing demand 
for long-lasting Jelliff Copper and Bronze 
Wire-screen Cloth. We have ample stocks 
in 16 and 18-inch meshes, accurately woven 
from selected wire. Jelliff Wirescreen Cloth 
never disappoints; it will build good will 
for you as well as for us. Priced right. We 
are ready to make 





Immediate Shipments 


to any part of the country, and to those 
points within reasonable hauling distance 
from our factory we will 


Deliver by Auto Truck 


direct to your store. No need to keep cus- 
tomers waiting. You can clinch every sale. 


Wire, Write or Phone 


The C. O. Jelliff Mfg. Corp. 
Southport, Conn. 350 Madison Ave., New York 


Baclueive Salee Agents: 
Central Steel & Wire Co., 119 Peoria St., Chicago, Il. 
Steele-Sayward Co., 79 Milk St., Boston, Mass. 
—— Schwartz Supply Co., 520 Toulouse S8St., New 
rleans, 
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Yori 


{ype No. 4001 


Premier Spring Pivot-Hinge 


A hinge that is classed by itself in this type of 
hinge anda high grade product in every respect. 


The door is héld open when it is opened at a 
ninety degree angle. The weight of the door is 
carried on ball bearings that are located at the 
top of the hinge, protecting them from moisture 
and dust. The eccentric is equipped with roler- 
bearings. 


The compression spring is made of the best 
tempered steel flat wire, which is recognized 
to be the best. Its tension is adjustable and 
alignment device simple and positive. 


We make spring hinges for all purposes. Send 
for catalog H-39. 


Chicago Spring Hinge Company, 
CHICAGO NEW YORK 











BLUE-KID 


ALL QUALITY 


HOUSE PAINT 


A Wonderful Proposition 
1 Gal. Cans 2.25 per gallon 
Ly 6é és 2.35 as 6s 
A ee « 2.45 és 66 


FREIGHT ALLOWED 
not exceeding $1.00 per cwt. 


Compare these prices with what you are paying 
for equal analysis. 





Analysis 
Outside White 
Lead and Zinc 90.60% 
Calcium Carbonate 6.00% 
Barium Sulphate 4.00% 
Pure Linseed Oil 82.00% 
Mineral Spirits 5.50 % 
Japan Dryers 10.00% 
Solution 2.50% 


Analysis on each package 
We confine ourselves to one dealer in a City. 
Ask Us for More Information 


Progress Paint Mfg Co., Inc. 
Louisville, Ky. 











DON’T FORGET— 


You Wanted to 
Order CRONK RAKES 
this Year 


Many of you hardware men made a 
resolution to sell Cronk Rakes, Hoes, 
Hedge and Pruning Shears during 1924. 
This is just to bring that wise decision to 
mind again. 


oS 


Ask your Jobber. If he can’t supply you, 
order direct. 


CRONK & CARRIER MFG. CO. 
Montour Falls, New York 








‘“BLMIRA BOW’’ one of our leaders. 
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Hardware Dealers 
now selling the— 


GELLMAN2)/ WRENCH 


Here is a tool that instantly appeals to every- 
one—householder, auto owner, steamfitter, 


mechanic. Ten Wrenches in One. 


Now being sold by the better hardware 
dealers throughout the world. Three sizes— 
6”, 9” and 12”, sold separately, or as a com- 
plete set. 

«It Grips and Grips 
and Never Slips 
Gellman Polly 
Wrenches never burr 
or injure nuts or bolt 
heads. Adjustable 
instantly by = slight 
pressure of the 


thumb. 


Write for 
full information, £737 
prices, discounts. eae 
Ask for sample 
wrench, Watch our 
advertising cam- 


































Dealers : 


the new idea in 
es. 


The Gellman 
Wrench Corporation 


ROCK ISLAND, ILLINOIS 











Elevators 


Kimball Hand Power 
machines are simple, prac- 
tical and easy to operate. 
Fitted with roller bearings 
they need no oiling, yet 
they run smoother, with 
less friction than any other 
hand power machines 
sold. Easily installed by 
anyone handy with a saw 
and hammer, asthe partsall 
come sawed, drilled and 
fitted ready to install. 


Write for booklet on hand 
power machines. 


KIMBALL BROS. CO. 


1117-41 9th. St. Council Bluffs, lowa 








There is a Kimball El. 
evator built for every 
requirement. 


K|MBALL BROS 





COUNCIL BLUFFS. IOWA 
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Rubber Chair Tips 


of six different styles and sixteen dif- 
ferent sizes in a neat showcase display 
box. They prevent injury to the 
floors and muffle noise without leav- 
ing a mark. 

Our Catalogue shows our complete 
line of rubber specialties with prices. 
Send for it. 


Elastic Tip Co. 


370 Atlantic Ave. 


Boston 




















BOLTS, NUTS,WASHERS, / 

RIVETS, PICKS, MATTOCKS, 
AND GRUBHOES,CROWEARS, | 

_ WAGON FORGINGS, TELE- | | | 
PHONE AND TELEGRAPH | || 
POLE LINE MATERIAL,ETC. | | 
SCREW RAILROAD SPIKES, 
TRACK BOLTS, BOAT SPIKES, 
STEEL BARS, CONCRETE 
REINFORCEMENT BARS 


























— 








/STAR 


HACK SAW 
BLADES 


‘with a reputation’’ 


Clemson Bros. Ine. 
FAlddletown, N. HB. 
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Set 





Ne. 18 
noludes 





cess hesegen 

with “LL” hendle, es- 
in @ dureble 
4 Hendle 
belle te held sockets 
when in use. 
chem/fered fer 
clese work ; 


ALLEN WRENCH SETS 


with cold-drawn sockets come in combinations covering 
every wrench requirement of mechanics and car owners. 
Box Sets and Bag gag ng all Sentennes of high- 
grade tools in iest possible combina- 
tions. Write for booklet = proposition to the 


THE ALLEN MFG. CO., {iinSt5ABOost 


*s HARTF 







FY 




















| Rast Je 
, Au ger Bits 









| "Satisfied 

, § Customers 
Profitable 
Sales 


Our bits and braces have been sg as standard by the 
finest woodworkers for over fifty ars. Bite for every 
| Ppurpose—auger bits, dowel bits, car Hits, machine its, etc 


Send for booklet. 


Russell Jennings Mig. Cc. 
Chester, Conn. 



























Robertson “Horse Shoe Magnet Hammers” 


a high grade line with a good profit to dealers and 
jobbers. Catalogues and discounts on request. 
Silver Medal (Highest Offered) Panama-Pacific Exposition 
ARTHUR R. ROBERTSON, 144 Oliver St., Boston 











an ISLAND PISTON VISE 
Swivel 





2% to 5” Piston Capacity 
Vises designed to meet the requirements of every 
for which a VISE is used in wood or metal conden: Write 
for sommpiene catalog Vises and Hardware. 


ROCK ISLAND MFG. CO. 
ROCK ISLAND, ILLINOIS 














Every Ford Owner NEEDS THIS 
WRENCH IN HIS TOOL KIT 





Shew this number 3620 to every Ford vane 
it will make sales, show you a good profit 


WALDEN-WORCESTER 


incorporated 
WORCESTER, MASSACHUSETTS 





GUECAUEGELHIETOTLRTORTORDIR TORS TATENLERE CCR R Rae rigeaie 


wTTer eT Cee ee 
eset es -«s a ee #2 SOs eavees 
PPerererrrrrrr lel)’. tie eee 


aT) eee 


 peerrernettse sional barbers, as 

: well as many home users, 

find ‘complete satisfaction in Koken Razor 

Strops. A profitable line of ready sellers 
listed in our catalog. Write for it. 


elie Commune, Kia USA. 





DUDLUGLPSSTIGIARO DORR RATUDLINUDSOILIBRDGTANEREIDSSDRRORAUOSNSASOODORTARACODAOEIEL a 








Hotel 
Sinton 


oP Gy 
CINCINNATI 


Accomodations for 1200 guests 
Every room with bath and servidor 








Management of Joun L. Horcan 
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Anchor Brand 





Clothes Wringers 
ARE 


The Best Wringers Made Are 


Anchor Brand 





Lovell Manufacturing Co. Erie, Pa. 


Largest Manufacturers of Clothes Wringers in the World. 





“QUICK-SET” 


STEEL 
FENCE POSTS 


OU can make addi- 

tional sales and in- 
creased profits by sell- oe 
ing ‘‘Quick-Set” _ steel Wy 
fence posts to every ip 
field fence customer. ip 
Quickly, easily and se- 1 
curely erected. —Eco- : 
nomical for farm or sub- 
urban’ estates because 
they outlast wooden 
posts. Anda “Quick-Set”’ 
fence can be moved 
easily. 


Sy tae 





SLAP RRS SS ER 
Fe “ a el ; 
- % ~ ws 7 


- 3 > 
Bees SSS 
‘ 
‘o. “ 7 2. 
< ee Re Se 
+ Be ‘ 
ae 
> Boor Sn Se 


Write NOW for special attractwe 


prices on carload shipments, and 
“HA o. 


circular , 


BUFFALO STEEL CO. 
i TONAWANDA, N.Y. = Hex. 








TITCHENER’S 


BATHWHITE 


REG.U.S. PAT. OFF 


FIXTURES 


Matchless for Whiteness 








No. 1-D wall type soap dish with removable glass insert. 


TO BOOST MARCH SALES— 


Feature one Bathwhite Fixture at a special price. Take, for 
example, this wall type soap dish with removable glass insert. 
Notice how this leader will sell other items. 

To help you put this over BIG we’re making a special price 
for MARCH ONLY. 


Write today for details. 


E.H.TITCHENER & CO. 


WIRE GOODS HEADQUARTER 


BINGHAMTON , N.Y. 








UNCLE SAM WASH BOILERS 


Charcoal Tin 
Wash Boiler 


Made in 3 grades 
and 2 sizes. Ne. » 
—13 xz 11% x 22% 
wi in. No. 10—13 =z 
im 612% x 23%. 


High grade charcoal 
tin dome tops of 
IXX tin, copper bot- 
tom. Red, white and 
blue lithographed 
label paper. 





ee i. Riveted handies with 


You can he Proud 
to sell them 


Strengthen your assortment of household rh ae 
ances, sell the well known and well establis 
Uncle Sam Wash Boilers. 


They’re essentially high grade, are made in copper in 
two grades, in charcoal tin with copper bottoms in 
three grades, in coke tin with copper bottoms in three 
ades, and in lvanized models in one grade. The 
com a record of unusually long service, and their ved, 
white and blue wrapper makes their sale mostly a 
matter of ringing up the cash and delivering them. 
w= ur = or write direct to us about Uncle Sam 
ers. 


STUBER & KUCK CO., Peoria, Ill. 
Manufacturers of Pieced Tinwear 














. 
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FLUSH DOORS— 
CLEAN LINES— 
NO PROJECTIONS 


And the profits produced by Soss Invisible 
Hinges are as good as the jobs they do 
for cabinet makers, furniture manufactur- 
ers, builders and carpenters. 

You have a ready market for Soss Invisible 
Hinges already created in your section. Let 
us send you a sample hinge and full infor- 
nation. Show the hinge to your customers, 
and you'll find how much they like it. 

A style and size for most requirements. 
Special finishes on request. 


SOSS MFG. CO. ~° 


(INVISIBLE 
HINGES 

















(S0SS 








Fine Precision Tools 


Two generations of metal workers 
have come to know Starrett Tools as 
the best they can buy. They're good 


tools to sell, 
Write for Catalog No. 22“A” and the Supplement 
describing the new Starrett Tools. 


THE L. S. STARRETT CO. 


The World’s Greatest Toolmakers 
Manufacturers of Hacksaws Unesxcelled 


ATHOL, MASS. 





6186 





HACK SAWS 











ADJUSTABLE 
PIPE WRENCHES 


KEYC 








“Keystone quality." Made from Alloy Steel, heat treated 
by our own process. The most durable Wrench on the 
market. Light in weight, can be used with one hand on 
pipe, nuts or studs. Fully Guaranteed. Packed 12 to a 
Carton. Write for Discounts. 


The Keystone Manufacturing Co. 
Buffalo, N. Y. 
Sales Representatives—Surpless, Duna & Co. 



















































" “LENOX” ; 
™ HACK SAWS-BAND SAWS £& 
r - 
" AMERICAN SAW & MFG. CO. ." 
- SPRINGFIELD, MASS, U.S.A. ". 
“sa” es =e ss sn 6 8 8 i oe oe es es 8 8 5 ne 8 




















| BpURNLEY 


T he Soldering 
Paste that has 
satisfied cus- 
tomers for over 
23 years. 


Cid All nm 


Cen = 





Sample free. 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 














Mfg. Co. 
400 N. Motiticello A ve., Chicago, Il. 





Because Spaulding Hard Fibre is oil 
proof—will not soften nor deteriorate 
when used in contact with oil, it is 
widely used for washers, gaskets and 


Cc numerous other purposes. 
| OIL | 
; PROO F Spaulding Fibre Company, Inc. 
i — 304 Wheeler Street - Tonawanda, N. Y. 








UR large list of repeat customers would 
O easily convince a < that Paine Toggle 

Bolts are recognized 
by users, both large 
and small, as _ the 
most practical and 
efficient toggles on 
the market. 


If you are not now 
using them it would 
pay you to investigate. 


Samples on request 





1742 W. Van Buren St. 








The Paine Company 


CHICAGO, ILL. 
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See How Well It’s Made 


No. 208 Double Needle Torch has 
wonderful power, strength and 
durability. The burner produces 
over 300 degrees more heat, burn- 
ing perfectly the modern low test 
fuels. Upper cleaner needle keeps 
the gas orifice cleared. Enlarged 
gas orifice and other burner 
troubles are overcome, as _ both 
needles are blunt, not sharp 
pointed. The tank is_ strongly 


which protects the base. No. 208 
Torch is the best for reliable serv- 
ice. Jobbers supply at factory 
prices. Get a catalogue. 


CLAYTON & LAMBERT MFG. CO. 


10619 Knodell Ave. 
Detroit, Mich., U. S. A. 





No. 208 Torch 
Ask for latest price 


braced and fitted with cushion band ’ 
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G. F. Wright Steel & Wire Co. 


Manufacturers of 


UPERIO 





Galvanized 


Hardware Cloth 


Wire Clothes Lines—Wire Lathing 
Hex Mesh Poultry Netting 
WORCESTER, MASS. 























No. 610—Reduced Size 


This is the time to stock up on your 
Refrigerator Hardware— We have a 
complete line. 


THE BRAINERD MFG. CO. 
East Rochester, N. Y. 





& Electrical Supplies 


Harry Alters “POCKET- 
BOOK” is a net price, monthly 
wacatalog containing hundreds of 
radio-electric bargains. Sent 
™ free to dealers only. 

If you have a radio or electrical »* 
department, ask for the late is- 
sue of the “POCKETBOOK” 
and get on our list to receive a 
copy monthly. . f 
Since all prices in the 
“POCKETBOOK” are net to 
the dealer, use your business 
letterhead when writing for 
quick action. “The sooner you 
write, the sooner you save.” 


HARRY ALTER & CO. 
Dept. 23 
Ogden & Carroll oes: 


Radio 











Chicago 











3 Electrical, 

: ‘ barbed, plain, nails, 
tacks, spikes, bale- 
ties, hoops, springs, 
netting, wire fences, 





rope, 


steel posts, steel gates, trolley wire, rail bonds, 
flat wire (strip steel), piano wire, horse shoes, 
round and odd-shape wire, screw stock, con- 
crete reinforcement. Aerial tramways. 


Illustrated books describing uses, FREE 


AmericanSteel& Wire 


Chicago—New York Company 














| 


MANILA 


and 
SISAL 
LATHYARN, 


HAY and 
HIDE ROPE 


HALTERS and 
TIES 


Manufactured by 


COMPANY 


OHIO 


E. i. RUGG & 





















Millions of People See This 


Advertising Monthly in 
the Leading Magazines 





]OF fim 


Bin Co. 
Philedelphie 














STAPLE STANDARD ARTICLES 
QUICK SALES WHEREVER 
DISPLAYED 


Send for Price List 


MOORE PUSH-PIN CO. 
Wayne Junction, Philadelphia, Ps. 
















‘—_ .—c Jao 
























TIRE : 


_ 






Insure perfect shelf service for any line of mer- 
chandise. Deep tread steps, properly spaced, with 
convenient full length handholds on both sides of 
ladder permit mounting or descending with ease. 


danger of falling. Cushioned Tired Trolley and 
Truck Wheels eliminate noise and prevent vibra- 
tion. Erection as simple as A, B, C. Utilize 
small space. Make top shelves safely 
available for stock purposes. One 
style—neat of design—nicely 
finished—any height ceil- 
ing. Thousands in 
use. Circular on 





paras 
ne 


aw® 





om’ 
-) | 
fay a mom BE 


























Both hands free to remove or replace stock without . 








, 
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Osborne High Grade Punches Besides Punches Our Lime Includes: 


A varied and attractive line for the Hardware 
and Upholsterers’ and Plumbers’ Tools of superior quality. 
The above tools will please your customers as well as our famous Round and Oval] Pwaches. 
Remember we have had 94 years of successful manufacturing experience, employ only 
skilled workmen and use the finest quality of materials in making our products. 
We stand back of every tool we make, 


C. S. OSBORNE & CO., NEWARK, N. J. 
ESTABLISHED 1826 


Trade. Also: Leather Workers’, Trimmers’ 


Try us. Write for Catalog and Prices. 











Will pay for themselves in a 


2411 N. 10th St. 














MILBRADT Barnes Kitchen Pumps 
LADDERS The “Puritan” Kitchen Pump 


on Wall Bracket (Fig. 200) 


a {ene by enabling you swings out of way when not in 
oO Wait on more trade, save : 

the wear and tear on your use and occupies only wall 
fixtures and goods, as well space near the sink. The ; 
as bring the appearance of 1 a3 | sae 
your store up to date. plunger rod 1S gaivanize 

in tite for catalogue show- steel and the stuffing box 

ng a large number o 8 . 
slate “tar an SP yg - and valve seat are brass. Nickel 
shelving. plated brass cylinder. 


Milbradt Mfg. Co. The BARNES MANUFACTURING COMPANY 


St. Louis, Mo. MANSFIELD, OHIO. Fig. 200 






















} American Can 





Lamps—A Complete Line 
CONSOLIDATED ELEOTRIC 
216 Maple St. nk 
ers, 
General Electric American Can Company 


jae a Lamp patents.”’ 


























and Dumbwalters 
for House, Store or Warehouse. 
Write for particulars. State your 
requirements as te size, capacity 
end lift. 


A Real Man’s Razor 


Send for Catalogue of Full Line 
J. R. Torrey Razor Co., Worcester, Mass. 


If it's the best tool you can sell SILVER LAK = 
for working stone, it’s ours. 
SASH CORD 
TROW & HOLDEN CO. NET WEIGHTS FULL LENGTHS 
Barre Vermont Sliver Lake Co., Newtonville, Mass. 
The “TORREY” 








The SIDNEY ELEVATOR Mfg.Ce. 
Sidney, Ohie 














J. L. THOMPSON MFG CO. 
Waltham, Mass. 


Tubular and Bifurcated 


=RIVETS= 


Freight Elevators 
and Dumbwaiters 
Write for 
our catalog 
Energy Elevator Company 


214 New St. Philadelphia, Pa. 


ELEVATORS 

















For connecting hose to smooth Best Made—Prompt Shipment 
faucets. Slips on and off easily. Baur B | Tie Co. 


Economy Mfg. Co. 
5850 Germa INDIANAPOLIS, IND. 





ntewn oes. 
see aieeelphin 


roe eoOnOmY BALE TIES 














CRAYONS 


STANDARD CRAYON CO. 
Danvers, Mass. 


| LUMBER 





| 

















Manufac by 
U. S. Clothes Pin Co., Montpelier, Vt. 


: Sales Dept. 
1015 Unio Bank Bldg., Pittsburgh, Pa. 












2,000,000 Sold 
Burditt & 
Williams Co. 
Bole Importere 









Boston, Mass. 











i 6vAXES 


Geythes simee 1813. Mfe a 1886. 


RIXF OR tat Highgate, 








Isaac Church Expansion Bolt Co. 
Kast Norwalk, Conn. 







**Perfect”’ 
0. K.?, 
Toggies 
Special 
Designs ¢ 
The ‘Perfect’ Fed. -. anny 








Pat. 
Leaders in Expansion Bolt Designs for 35 Y 





| REQUIRES 
ONLY 
HEAT 
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Iron Fence, Gates 
wn Vases 
Settees 

General Iron 
and Wire Work 
CHAIN-LINK 
WIRE FENCE 
Ask for Catalog 





0 MAIG—ARAD A 
mn TM 
Tt 


THE STEWART IRON WORKS CO., Inc., 225 Stewart Block, Cincinnati, O. 








Ezyrun Ball Bearing Pulleys 


Meets the demand for better pulleys. Will 
take any size clothes line—Long wearing, 
Rustless, Noiseless—Are easily operated and 
cannot freeze. Completely enclosed. Line 
cannot tangle or slip off. If your Jobber does 
not stock them, write us for prices and 
details. 
BROOKLYN PULLEY CO., Inc. 
85 Sth Ave., Brooklyn, N Y. 








Manufacturers 
of work bench- 
es, hand screws, 
clamps and vises. 


C. Christiansen 
2814 W. 26th St., Chicago, IIL 










Send for 
Catalogues 














Plain = Sane in 


STRATTON "* “cm 
HANDLES 


For Small Tools, Utensils, Blectricel Goods, Bite. 
STRATTON MFG. CO., Stratton, Maine 





Waste for Cleaning, Wiping and Packing. 

co ee Twine Mops, Thread Mops and Mop 
arns. 

Cloths for Cleaning, Wiping and Polishing. 

Wicking for Packing and Tufting 

Caulking Cotton, Cotton Rope nn Clothes Lines. 

Bleached Cotton for Nitrating. 


Send for samples and prices. 


MASSASOIT MANUFACTURING CO. 
Fall en Mass., U. S. A. 


New York Office - - 350 Broadway 










MASCO 
PRODUCTS 


YRAG? Ramm G80 Ub PAL OR 








HOSE 
CLAM P 


. UNIVERSA 
Adjustable. Two sizes will clamp any hose of any 
diameter. Made from cold rolled steel out of wire. 
No rough edges to cut hose. Put on in less than a 
minute. Everlastingly leak-proof. Order Universal 
Hose Clamps. Trademark on every oe and carton. 
Get them from your jobber—or write 


UNIVERSAL scala CORP. 
Hackensack, N. J. 








BS 





BROWN & SHARPE 


MACHINISTS’ TOOLS 


The first choice ot skilled mechanics for three generations 
WE #tROTECT THE DEALER. 


BROWN & SHARPE MFG. C9. 
Providence, R. I., U. 8S. A. 











U. S. vos edema BOLTS 


ae, 


A Type 
for 


Every Job 
U. S. ae Bokt Co., 139 Franklin St., New York 














Makers of Every 
Kind of Screw, 
Nut and Bolt. 


CORBIN SCREW CORPORATION 


American Hardware CorP., Successor ; 
229 High Street New Britain, Conn. 
Western Factory: Dayton, Ohio 














‘THE FOWLER & UNION 
HORSE NAIL CO. 
HORSE SHOE NAILS 
OF HIGHEST GRADE 
1000 MILITARY RD... BUFFALO, N. Y. a 





BROOKS | 


B:ight Iron and Brass Wire 
Goods. Special Wire Goods 
made to order. 


M. S. BROOKS & SONS 
CHESTER, CONN. 

















58 YEARS AGO 
Priest’s Clippers were 
introduced. Today 

PRIEST’S CLIPPERS 


need no introduction. 
They sell Baro = cutting 








BARTLETT Two Hand Pruner No. 777 


Principle of design is op- 
posite to usual construc- 
ton Left hand holds hook 
handle — Right operates 
pruning blade. Hook re- 


mugs 


mains stationary as blade 26” White Ash Handles 





pees. No bark injury. Drop Forged Blades 














American PPh Mie. Company) e. aan 
Nashua, N. H. BARTLETT MFG. CO., 430 E. Lafayette Ave., Detroit, Mich. 
WILLIAM Tested and Approved - 
SP a ey ee 
VULCAN naatny institute and Proving 
CHAIN PIPE VISE — ae. 
Just try one—you will never use HILL CLOTHES DRYER Co. 
any other 39 CENTRAL ST., Worcester, Mass. 
. H. WILLIAMS &@ CO. ~“~S. ae 
111 ‘tour St., New York City 
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rtunity Exchange 








RATES 


Set Solid: $3.00 for minimum of 50 words—6c for each additional word 
All Caps: $4.00 for minimum of 50 words—S8c for each additional 


Box Display: $5.00 for 1 inch—$4.00 for each additional inch 
10% t for 4 imsertionse—15% Discount for 8 
Positions Wanted Advertisements—50% off the above rates 


word 








Business Opportunities Business Opportunities 





FOR SALE—HARDWARE_ 
STORE. GENERAL HARD.-| 
WARE BUSINESS IN GROW. 
ING CITY OF 20,000 POPU. | 
LATIUN. IS LARGEST AND 
LEADING STORE, CENTER OF 
RETAIL DISTRICT AND_ WAS 
FOUNDED IN 1876, _ CLEAN, 


FIXTURES. 


ABOUT $25,000. EXCEPTION. 
AL GOOD LEASE, GOOD FARM- 
ING AND RAILROAD SHOP 
TRADE, CENTER OF M. K. & 
T. R. R. SYSTEM. OWNER’S 
HEALTH DEMANDS CHANGE. 
WRITE FOR PARTICULARS. 
STEEL HARDWARE COMPANY, 
PARSONS, KANSAS. 


KUK SALE: An up-to-date hard- 
ware business. Located in a good 
town in Western New York, ea- 
son for selling to settle an estate. 
For particulars write lock box 205, 
Arcade, New York. . 





Store and stock of Hardware for 
sale. Invoices about $4,000.00. 
Located several miles off railroad 
in beautiful agricultural community. 
Will sell reasonably, either with 
or without store building. $2,000 
down payment, balance easy terms. 
Communicate direct with owner. Ill 
health cause of selling. 
Fauver, Tedrow, Ohio. 
from Wauseon, Ohio. 


Help Wanted 


7 miles 








Oklahoma. For Sale—Clean 
Stock Hardware and Implements in 
good Eastern Oklahoma town 18,000. 
Good Farmer trade—large territory. 
Mostly cash —, — and 

i res about $20,000. an be re- 
ee Terms cash down. Address 
Box G-7, care Harpware Ace, New 


York. 


Housefurnishings Department, for 
rent—New England department 
store doing a $500,000 business 
wishes to sublet a housefurnishings 
department doing $35,000 yearly. 
Address Box G-34, care HARDWARE 
Ace, New York. 


WANTED—To buy = hardware 
business in estern Pennsylvania 
or Eastern Ohio. Must be good. 
Stock of about $10,000 or $12,000. 
Cash deal. Full description and 
articulars in first letter. Address 
ox G-26, care Harpware AGE, 
New York. 


FOR SALE—Good going hardware 
store in South Central Lilinois. 
Town’s population 1000. Only hard- 
ware store here. Doing a nice busi- 
ness. A fruit and dairy section. 
No old stock. Up to date in every 
way. Good brick building and ware- 
house. Cheap rent. Have made big 
money and books will show. Best 
reasons for selling. 3 to 4 thousand 
dollars will handle deal. An op- 
portunity of a lifetime for some 
one. Good investment. Address 
Box G-17, care Harpware AGE, 
New York, 














FOR SALE: Best hardware 
business in South Texas, city of 
200,000, invoices $75,000, also old- 
est and best established Sporting 
Goods and Hardware business in 
the same city, invoices $65,000. 
Also splendid Hardware and Im- 
plement business in small town, in- 
voices $14,000 stock and $2,000 
buildings. All of the above are 
good investments. Address Box 
G-40, care Harpware Ace, New 





York. 


WANTED—Good, live, up-to-date 
hardware man for country hardware 
store. State experience, references 
and salary expected in first letter. 
G. W. Bennett & Son, Montours- 
ville, Pa. 


WANTED—An experienced man 
in a hardware and plumbing store 
in a town of 10,000 in central New 
York. Must be willing to work and 
assume responsibility. State wages 
expected. References will be re- 
quired. Address Box G-37, care 
HarpwWare AGE, New York. 


Positions Wanted 


MAN THIRTY-TWO YEARS 
OLD AND MARRIED WISHES 
POSITION IN oe oice DIVI- 














, YEARS 
EXPERIENCE IN HARDWARE, 
CUTLERY AND TOOLS. CA. 
PACITY OF BUYER FOR PAST 
SEVEN YEARS. ADDRESS BOX 
G-3. CARE HARDWARE AGE, 
NEW YORK. 








Salesman, 25 years of age, with 
nine years’ experience in the hard- 
ware trade, both inside and out- 
side, desires connection with re- 
liable house in the middle west. 
Address Box G-12, care Harpwars 
Ace, New York. 





Position wanted by a Hardware 
man experienced in the following 
lines: uilders’ Hardware, Mill, 
Factory and Contractors Supplits. 
Pipe, Fittings, Tools, and general 
Hardware. Address Box G-30, care 
Harpware Ace, New York. 








Young man 30 years old, two 
years etail Hardware experience 
and five years traveling for whole- 
sale Hardware House desires posi- 
tion with manufacturer or Jobber 
either traveling or inside. Address 

ox G-29, care Harpware AGE, 
New York. 





Positions Wanted 


Position warted by man. thirty- 
two years old with a good business 
education. Six years’ experience 
in a retail store handling general 
hardware, paints, glass, mill sup- 
plies, machinist’s tools and builder’s 
hardware. Prefer to locate in middle 
west, with a live company, in a 
growing community. References 
furnished on request. Address Box 
G-36, care Harpware Ace, New 
York. 








Hardware man with 12 years’ ex- 
perience, having thorough knowl- 
edge of shelf and heavy hardware, 
and mine and mill supplies, would 
like to make a change, either trav- 
eling or manager. Would only con- 
sider proposition with good future. 
Address Box G-41, care HARDWARE 
Ace, New York. 












UNIVERSAL 


BOX STRAPPING 


CARY MANUFACTURING CO. 
Manhattan Bridge Plaza, Brooklyn, N. Y. 























Sales Accounts Wanted 








SALES ACCOUNTS WANTED 

To the manufacturer who is 
seeking sales to the Hardware 
jobbing trade, we have a 
unique service to offer. 

As a firm of sales agents, with 
warehouse facilities, we have 
been established better than 50 
years. 

We travel New York, Penn- 
sylvania, Ohio, Indiana, Mich- 
igan, Ohio River territory and 
from Chicago west to the Risky 
Mountains. 

By mail we solicit and trade 
with practically every general 
jobbing house in the a & 

We can give sales service to 
additional first class lines. 

Address Box G-38, 
care Harpware Acre, New York. 














AN 
W 
Y 





N ° 
» 912 
TTLE, 


A 
WwW GTON. 





Manufacturers’ Agent covering 
wholesale, retail hardware, house- 
furnishing and department stores 
desires live accounts for state of 
Missour; with protected sales rights. 
Headquarters in St. Louis. Satis- 
factory references. Address Box 
4 care HARDWARE AcE, New 
ork, 





We are open for one or two good 
lines to sell to hardware jobbers, 
department stores and large dealers, 
must have good proposition. Ad- 
dress Box 128, Memphis, Tenn. 





Manufacturers representative, 
with New York office and estab- 
lished trade, calling on the whole- 
sale hardware, automobile, house- 
furnishing, exporters and 5 and 10 
cent syndicates, desires to connect 
with reliable manufacturer of hard- 
ware or kindred lines for the New 
York City territory on commission 
basis. Address Box -42, care 
Harpware Ace, New York. 


| Sales Representatives 


Wanted 


SALESMEN desiring an excel- 
lent side line for the hardware and 
department store trade, secure our 
proposition to sell our popular line 
of labor saving Magic Weeder Hoes. 
Give full particulars as to age, ex- 
perience; line now sold, extent ot 
territo ‘covered, etc. Reichard 
Mfg. Co., Bangor, Pa. 








Salesmen desiring excellent side 
line for hardware trade, secure our 
proposition of popular line of 5-25¢ 
Faucet-Fit Water Filters. Give par- 
ticulars, age, experience, lines now 
sold and territory covered. Faucet- 
Fit Filter Mfg. Co., Malden, Mass. 








Sales organizations wanted in 
major territories to sell dealers and 
jobbers the finest tool box made. 
Covered with leather and manu- 
factured strong and sturdy of the 
best material throughout. A_ high 
class line that sells readily. Write 
Handy Dandy Box Co., 4327 W. 
Harrison St., Chicago, Il. 





WANTED—- Established represen: 
tatives for exclusive sale in_ the 
different States of America of im- 
proved patented mouse trap and of 
improved patented nutcrackers. Both 
are easly sold and have splendid 
testimonials. Samples on request. 
Write with references and partic- 
ulars to J. F. Kroon, at Hoorn near 
Amsterdam, Holland. 





Reliable manufacturer’s agent hav- 
ing an acquaintance with the hard- 
ware trade to sell good, well-known 
staple line. Prefer man equip 
to carry consigned stock and make 
deliveries but this is not essential. 
Liberal commission proposition. 
This is a good opportunity to con- 
nect with rapidly growing business. 
First class references must accom- 
pany reply. Address P. O. Box 
535, Lancaster, Pa. 





Exclusive representatives or sales- 
men wanted to call on the hard- 
ware or plumbers supply trade with 
a fast selling line of quality, hand 
forged tools. As we are manufac- 
turers and its an established line, 
we offer attractive commissions. 
Territories will be protected. Give 
full particulars, age, etc. Address 

x G-39, care Harpware AGE, 
New York. 





Commission Salesmen Wanted— 
Live wire hustlers for a national 
known line of padlocks and night 
latches, Only those carrying three 
or four lines will be eligible. The 
four territories to be considered are 
Pennsylvania, Ohio and West Vir- 
ginia, North and South Carolina, 
Georgia and Florida, Nebraska, 
Iowa, Kansas and Missouri, Ken- 
tucky, Tennessee, Alabama, Mis- 
Sissippi and Louisiana. Give full 
Particulars as to age, experience 
and lines now handled. Address 
Box G-35, care HARDWARE AGE, 


_New York. 








SALESMAN wanted to call upon 
the Hardware Jobbing and large 
Retailers in the Middle West on a 
commission basis, with credit for 
repeat orders. Lines are now estab- 
lished and are receiving orders 
daily, but would like to have terri- 
tory covered at frequent intervals. 
Address Box G-18, care HarDWARE 
Ace, New York. 
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Hexagonal Mesh 


CLINTON 
POULTRY NETTING 


is the highest type of hex- 
agonal mesh. It is woven true 
to size and form. The name 
Clinton on each bale of your 
netting will increase your sales 
and give your trade an incen- 
tive to call again: 


In all standard widths and 
sizes. Galvanized before or 
after weaving. 
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AMERICAN WIRE FABRICS CORPORATION, Subsidiary of 


WICK WIRE SPENCER 
General Offices: 41 East Forty-second Street, New York 


STEEL 


CORPORATION 


Western Sales Office: 208 South LaSalle Street, Chicago 
BUFFALO PHILADELPHIA 


SAN FRANCISCO 
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Comprising Wheelbarrows for 
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Concrete, Coal, Coke, Foundry, 

Uatessatcctitcarcatectiamtl| 

J/\ satisfactory line for vour customers 
elaiteGretauveeiatel ifeclanoGlmneUnrelmnvell” 
adectlemre) a kectecicctate etree! Walaa 
IO distinet types of Barrows can be 

Etfaiiieltvet atileuostmastemete (ticle a: 
the steel frame OC) styles. xX 
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‘Fiqure out the saving in your Warehouse Space, 

es The simplicity of ordering repairs... 
The CASe of assembly. 

The Sterling Varehcuses areat 

your service. Write our nearest 
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related delete Ca- 10d os prices, 
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Boston, Vew York, Chicago, Cleveland, Detroit, St. Louis 
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The cutting quality of knives de bolsters, rivets and shield—no 
corrosion, no blood poison or 


In 108 years of rifle making, Ken- fection. 
ington has developed the tempermg A cheaper knife may be expen- 
4 hard neil no high R nt 


mak 
est point. Brings to the knifeindustry knives for every purpose — many 
metaliur, 
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T F T all the resources gy. all combinations of handies, blades and 
the equipment and ability that built sizes to choose from at your dealer's 
LON E sc ou up the Remington name Identify the genuine 
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| eke goo oo hn 
Remington's advertising is constantly working for you—creating new customers 
and helping to increase your business on the merchandise you stock and sell to 
farmers, stockmen, dairymen, nurserymen, sportsmen, campers, trappers, boys, 
carpenters and mechanics. 

Get the big merchandising story. Write for Spring Edition, 1924, of ‘‘The Lion’s 
Share.” 


Watch for Remington’s April Advertising! 


The Authority in Firearms, Ammunition and Cutlery 


Also Makers of Remington Cash Registers 





